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The a of Fashion in Footwear 


: EOPLE are willing to pay and do pay 
’# hundreds of millions of dollars every 
k\) year for the intangible qualities 
|} which make up the sum total of 
“fashion” in any commodity. In 

==— fact, there is scarcely anything you 
wear the market valuation of which is based upon 
intrinsic work alone. 

Many merchants the past few weeks, and manu- 
facturers as well, have been debating with them- 
selves “how far is this style game going?” We 
can answer this in two divisions: first by a state- 
ment of fact and then a statement of possibilities. 

First to the facts. Merchants of shoes have 
probably been slower than merchants in some 
other lines of public apparel service to come to a 
full understanding of the importance of the fash- 
ion value of a commodity. 

This is due, perhaps, to the fact that this prin- 
ciple commodity—footwear—is from its nature, 
to a large extent, an article of stability, of neces- 
sity and of usefulness. The lightest and fanciest 
of slippers must be strong enough to sustain the 
entire weight of the wearer thrust upon it sud- 
denly and from one hundred varying angles. 

Naturally for years the fundamental thought 
of shoemaking was based on length of service, but 
fashion has changed all that. Women no longer 
ask a guarantee of even one month’s wear-ability. 
Some shoes are perishable with the one wearing. 

Prior to this style period, shoes were at a com- 
paratively staple and standard valuation. The up- 
setting thing is the item of fashion valuation. 
Now the right understanding of the amount that 
can be charged because of the fashion in a shoe 
is what affords the widest ground from net profit 
in merchandising. 

We have so often said that the term “merchant” 
should be nationally adopted because it implied 
“one who ventures in trade.” The judgments and 
responsibilities of the merchant in the expendi- 
ture of his own money for sizes and ‘widths ‘on a 





fashionable article is certainly a venture worthy 
of a substantial profit. In no other line of busi- 
ness will you find it necessary to have 98 sizes 
on hand from 2’s to 8’s, AAA’s to E’s to serve a 
customer coming in with the size of foot unknown 
to you until she sits at the fitting stool. Certainly, 
the fashion venture on such a magnitude of sizes 
is somewhat of a responsibility worthy of a profit, 
as well as “prophet.” 

Now let’s go back a period of ten years and 
think about the national average of shoe stores 
the country over. Contrast that average with the 
type of stores to-day. Look at some of the finest 
shops on Fifth Avenue, Los Angeles; Fifth Ave- 
nue, New York; Seventh Street, Los Angeles; 
State Street, Chicago; Market Street, Philadel- 
phia, and the fashion “Main Streets” of America. 
They were not in existence ten years ago. What 
type of store will be in leadership of service to the 
public ten years hence. 

These stores have learned how to coin fashion 
reputation. The minting of fashion in footwear 
in these stores has been highly profitable, other- 
wise these stores would not now be on the in- 
crease. The expansion of high grade stores is di- 
rectly attributed to the development of fashion in 
footwear. 

Now to our second section as to the statement 
of possibilities: Two stores exist with future 
possibilities. The live stores which are made live- 
lier each day by the stimulus of style and the dead 
stores which become more dead each day by the ac- 
cumulation of old numbers which they refuse to 
move because of the intrinsic value of leather and 
shoemaking therein. For example, a shoe store 
was appraised recently having 80 per cent of its 
stock from two to ten years old on the shelves. 
That store was dead and did not know it. You 
cannot afford to have dead merchandise no matter 
when or under what conditions they are purchased. 
There never was a time when the price advances 
were sufficient to-overecome the depreciation 
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wrought by style change. 

The merchandise on your shelves is worth only 
what the public will pay for it regardless of any 
valuation that you yourself may have put on it, 
either now or at some time in the past. 

There is good money in supplying fashionable 
goods of any kind. It pays! It pays, too, to cul- 
tivate the taste of the community in dress, and 
to promote care and some degree of fastidiousness 
in service as well. 





Greatest Opportunity in 
Children’s Shoes 


In almost every city and every town in the coun- 
try is an opportunity for some live wire merchant 
to build a profitable business, not only for to-day 
but for the future by properly merchandising 
children’s shoes. 

Some wise merchants have seen the opportunity 
and capitalized it, but in the average community 
the surface has scarcely been scratched. 

Almost the entire thought and intention of the 
proprietor or buyer is devoted to the men’s and 
women’s departments and little consideration is 
given to shoes for the little tots. We are all too 
prone to forget that we were once children our- 
selves. 

Do you remember your first pair of red top 
boots? Of course you do if you were a youngster 
a quarter of a century or more ago—and you also 
undoubtedly remember that it was the red tops 
and not the cow hide feet and legs that put the 
joy into your heart. 

We have gone far and made great strides in de- 
veloping style in women’s shoes. Right now we 
are in the midst of one of the most colorful eras 
in women’s footwear this generation has ever 
seen and yet, with few exceptions the idea combin- 
ing bright but harmonizing colors in footwear for 
little women has received little consideration. 

Children love bright colors and mothers love to 
gratify the tastes of the little tots. 

Why not take a lesson from the balloon man? 
How many balloons would he sell if he made them 
all black or brown? 

Pipings and under lays of contrasting colors 
are popular in women’s shoes. Mothers buy these 
combinations for themselves. Is it not reasonable 
to suppose they will buy similar creations for their 
children. 

The most potent influence in every home is her 
majesty, the baby. The shoe merchant who satis- 
fies the whims, tastes and pleasures of this queen- 
ly personage of the household, is mighty sure to 
earn a warm spot in the heart of the parent. 





Low Versus High Shoes 


Probably no topic is of greater national interest 
than that of “low versus high shoes.” The trades 
are slow to move in their mental processes. The 
logical thing to think about in fall and winter is 
BOOTS. This is the first great question that looms 
up in the mind of the average buyer when he 
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prepares to spend his budget for his fall and 
winter purchases. 

Only a few years back when the light broke on 
Sept. 15, the merchant, both in city, village and 
hamlet got busy removing all low cuts from the 
shelves and placing them in the basement with a 
sigh in his heart, wondering what their value 
would be when another warm weather period 
rolled around. Lowcuts of any sort excepting a 
limited quantity of party slippers was not consid- 
ered in purchases for fall and winter. 

How mighty and great has been the change. 
Fashions of garments are and always have been 
the controlling factor in women’s footwear styles. 
When skirts came to the ankles or below boots 
were logical footwear, but with the shorter skirts 
there is no heighth to the boots that will give the 
neat, trim appearance achieved by wearing low- 
cut footwear. 

The proportions of boots versus lowcuts must 
necessarily be determined by local conditions and 
climate. 

The merchant in a rural community where boule- 
vards are scarce and mud roads are plentiful will, 
of course, sell a larger proportion of boots than 
will his city brother where automobiles are driven 
365 days in the year, where streets are paved and 
kept clean and where homes are steam heated. 

Fashion undoubtedly plays a greater part in 
wearing apparel of all sorts and for all people in 
the larger cities than in rural communities, and 
yet the trend of fashion which affects the city 
merchant has its reflection in the most isolated 
village. 

The shoe merchants of California in their recent 
convention attempted to strike an average of per- 
centages on various types of footwear that would 
be salable to the average store in that State. Tak- 
ing into consideration the metropolitan districts 
of the large cities and the small villages they ar- 
rived at the following figures: on women’s foot- 
wear: ; 

Boots, 15 per cent. 

Lowcuts with welt soles and walking heels, 
50 per cent. 

Lowcuts with high Louis and Junior Louis 
heels, 35 per cent. 

The shoe merchants of Illinois, in their conven- 
tion, figuring on the same sort of a basis, calcu- 
lated as follows: 

Boots, 28 per cent. 

Lowcuts with welt soles and walking heels, 
60 per cent. 

Lowcuts with high Louis and Junior Louis 
heels, 12 per cent. 

The New York State merchants, in their con- 
vention, not taking into consideration New York 
City, placed a little higher estimate on sales as 
given below: 

Boots, 31 per cent. 

Lowcuts with welt soles and walking heels, 53 
per cent. 

Lowcuts with high Louis and Junior Louis 
heels, 16 per cent. 

Possibly these figures would not fit in your store, 
but here is a basis of calculations which can be 
used by every merchant and which also show the 
tendency of footwear fashion as it pertains to 
boots and lowcuts. 

(Continued on page 41) 
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The Recorder’s Index of Values 




















9 
DETAILED. COSTS OF MAN’S RUSSIA CALF BAL 
(The Actual Factory Sheet) 
July, December, July, December, March, July, 
ITEM: 1914 1918 1919 1920 1921 1921 
Upped stock, 8 £653:0...0:5 «<0 @$.31-$.93 @$.73-$2.19 @$1.50-$4.50 @$.60-$1.80 @$.50-$1.50 @$.50-$1.50 
I dic asbees css 05% 18% 21 32 .09 _ 06 
Sheep leather trimmings... 05% 09% 16 115 092 08 
Hooks and eyelets ........ 04% 044 04% .05 05 .05 
Bottom stock, outsole, welt, 
insole, heel, box, counter, 
figuring No. 1 heavy 
Sa oe @.40- .80% @.70- 1.40% @.90-1.81% @.60-1.30 @.50-1.20 @.50-1.20 
Cutting upper soles and 
heels, fitting, bottom-fin- 
ishing, treeing, dressing, 
RIES EOS . 60 97% 4.12 1.41 1.41 1.41 
064% 06% .0825 .073 .066 
a ae Te ee ree 04 05% 05% -055 .055 .055 
MES adn Ssnaesedas .05% 
Factory and general factory 
labor expense .......... 20% 21% 24 .285 .282 -281 
Findings, laces, tongues.... 12% 25 .26% 26 .20 19 
Administrative and selling 
WE bic ckaisnsgosaes .29 45% 62% 55 492 A477 
Discount and ‘interest ..... 09% 11% .24% 23 2 .205 
$3.30 $6.0475 $9.35 $6.2575 $5.654 $5.574 

Actual costs without additional charges for taxes and profits. 

Back in 1905 the RECORDER started a compilation of cost figures based on a man’s shoe to retail in 1905 
at $3.50 at a cost of $2.35. Through the years we have endeavored to keep the same constant grades of 
leathers and materials. We lop off the years prior to 1914 in the above chart, for all before counts for little 
in the new measure of prices. Note the small decrease of the past four months period. 














The slogan of the National Exposi- 
tion and Style Show found in every 
exhibit and in every conceivable cor- 
ner was “Wear A Good Pair Your- 
self.” Despite the comment of many 
a shoeman after the parades and 
walks to and fro within and without 
the building to the effect that the slo- 
gan should be “Wear Qut A Good 
Pair Yourself.” So many merchants | 
asked who created the slogan, that the 
RECORDER investigat e, subject... |f 
We learned from Chairman Flem- 








ming of the Publicity Committee that 
John F. O’Connell and Arthur W. In- 
galls of O’Connor-Ingalls Advertising 
Agency, Boston, Mass., sprung the 
slogan on June 29. 

The posters were on display with 
the opening of the Exposition and 
from our observation practically 
every shoeman invested in a new pair. 
At least, we found President A. N. 
Blake with a new pair on daily. Pass 
the slogan along with your store 
salesmen and association business. 


— 
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Real Buying at Rochester Show 


Bulk of Business Done in Strap Pumps of Black Patent, 
Satin and Ooze—Heavy Oxfords also Sold Well 


Rochester, N. Y., July 16. 
—Shoe buyers from all parts 
of the United States and 
Canada visited the Eleventh 
Semi-Annual Rochester Shoe 
Style Show, held at the 
Powers Hotel, where 55 
manufacturers of men’s, 
women’s, and children’s foot- 
wear displayed on the fifth 
and sixth floors. 

An outstanding feature of 
the show was the daily round 
table discussion held after 
luncheon each noon. At 
these meetings the problems 
of manufacturing and mer- 
chandising were informally discussed by prominent 
men in the shoe industry. 


Shoes of Red and Black 


Among the novelties seen at the show for feminine 
wear was a black patent leather pump with a covered 
red heel and a strap inlay of red. Another, not quite 
so extreme, was seen in the same material with orange 
silk stitching on both sides of ornamental perforations. 
One black patent leather pump showed a faint gleam 
of red through the punchings. On both sides of the 
red inlay was red stitching. 

In heavy walking oxfords the grained leathers pre- 
vailed without side tips and foxing and heavy per- 
forations. Straps were big sellers and one manu- 
facturer who displayed a three-strap side buckle tan 
calf purmp reported that it was his best bet. 


Lower Heels on Women’s Shoes 

Lower heels prevailed in all types of feminine foot- 
wear. In evening footwear there were many models 
shown in brocades and novelty fabrics. 

As at previous shows the various exhibitors vied 
with each other in an effort to have the most attractive 
display. Palms were arranged in the halls and as one 
moved from one room to another he moved from one 
fairyland of flowers to another. Among the displays 
deserving particular mention were those of the Utz 
and Dunn Company who had their shoes attractively 
displayed on wicker tables banked with flowers in a 
room completely furnished with wicker furniture. 

The display of the Carpenter Shoe Company, makers 
of infants’ footwear, was very novel and attracted 
much favorab'e comment as did also that of the Wilson 
Turn Shoe Co. A new exhibitor, the Mater-Mack 
Co., manufacturers of soft soles, displayed their wares 
under a canopy of blue satin. 

Good Attendance Reported 

In spite of the intense heat there were the usual 
number of visitors at the show and Clarke B. Rowley, 
general manager, reported that the attendance was 
very satisfactory. 

Retail shoe merchants frankly voiced their approval 
of the Rochester Show, saying that they enjoy coming 














here because they are sure of finding a cordial welcome, 
a mighty good time and, last but not least, just what 
they require to meet their needs. 


Straps Sold Best 


Buying at the show was confined largely to women’s 
low shoes. Women’s heavy oxfords for Fall in calf- 
skin and grain leathers were in demand, with the 
bulk of the business being done in black. Strap 
pumps in patent, satin and black ooze led in volume. 
Tongue pumps were not in demand unless in strap 
combinations. In these styles, one-strap pumps with 
perforated tongue, stitched with white, red and grey 
with large perforations and colored underlays were 
the sales leaders. 

The big day was Wednesday when many buyers 
from the Buffalo convention of the New York State 
Retail Shoe Dealers visited Rochester. In the evening 
a dance was held in the Powers Hotel Ball Room. 

At the noon luncheon on that day, which was Manu- 
facturers’ Day, Chairman Clark B. Rowley introduced 
a member of the firm from each factory of the Roch- 
ester district, exhibiting at the show, and gave a 
short history of the firm which proved to be of great 
interest to the visiting merchants. 

The oldest exhibitor in point of years in business 
was the Utz & Dunn Company, which was founded in 
1881. This firm now has a modern factory with a 
capacity of 5000 pairs a day in fine turns, welts and 
McKays. In addition to their regular line of style 
shoes, they are also the makers of the Doctor Edison 
Cushion Shoe and the Ease-All arch supporting shoe. 


The Second Oldest Firm 


The Moore-Shafer Shoe Manufacturing Co. of Brock- 
port is the second oldest firm in the Rochester district. 
This house manufactures the Ultra Shoe and was 
established in 1883. The officers of the company are 
Manley A. Shafer, Wilson Shafer, Henry Moore and 
C. P. Lane. 

Dugan and Hudson Co. was established in 1884, and 
specializes in women’s, misses’ and children’s welts. 

The house of C. P. Ford & Co. was established in 
1867 under the firm name of Miles & Hough in Auburn, 
N. Y. In 1880, C. P. Ford became associated with the 
company which took the name of Sartwell, Hough and 
Ford, in which year they moved their factory to the 
city. 

This company is one of the oldest in the state, 
manufacturing women’s shoes. On Feb. 28, 1920, 
John Davies, president, celebrated his 50th anniversary 
with the company. 

The Menihan Company, established in 1900, special- 
izes in women’s turns, welts and McKays. 

Jov. Clark and Nier, Inc., succeeded the firm of Fred 
Tood in 1913. The officers of this company are Harry 
N. Joy, president, Geo. Nier, vice-president, George 
Clark, treasurer, and Robt. Clark, secretary. 

The youngest firm in point of years is the Burrows: 
Shoe Company, which was established in 1918 and spe- 
cializes in women’s turns. 
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Runway and center curtain for models to appear 


Mechanics’ Building, with Hoover speaking 


The National Shoe and Leather Exposition 
and Style Show 


Boston, Center of Attractions in Four- Day Session 
for Buying and Study of Footwear Fashions 


“The Style Show with a purpose” is the way that 
Albert N. Blake, president of the National Shoe and 
Leather Exposition and Style Show summarizes the 
annual Boston Exposition. 

The centerpiece of the exposition is naturally the 
Style Show itself, for the fashion runway is a sort 
of extra inducement to the buyer to come to market. 
The ambitious undertaking of a Style Show, such as 
was held in Boston is no one man accomplishment. It 
takes concerted effort for a large committee over a 
period of many months to crystallize the production 
which is run off with music and illumination, feminine 
smiles and pretty footwear in one hour and fifteen 
minutes nightly. 

Under the management of Bert Monroe and with 
Mr. and Mrs. George R. Walmsley bearing the big- 
gest burden, the Style Show of July 12-13-14 stands 
out conspicuously for its magnitude and significance. 

One hundred and ten girls had to be selected, 50 
men and a dozen children; costumes purchased; cor- 
rect dress determined and the message put over the 
fashion runway to the visiting buyer is of great in- 
spirational value in public service. 


Correct Dress Demonstrated 


Because of Style Shows there is getting to be a na- 
tional appreciation of the fact that correctness in 
dress means numbers of pairs and capable utility. 


The merchant becomes an authority in his own com- 
munity because of what he sees prepared for his edu- 
cation at the Style Show. This you can take as the 
high light of the Boston Exposition. 

As far as the manufacturer himself is concerned, 
some importance is given to the volume of buying. 
The Boston Show turns in a record of buying and 
selling considered very favorable for the times. Per- 
haps a little more of the buying was done on men’s 
lines than on women’s because the minds of mer- 
chants are trending in that direction, one booth two 
days before the show ended displaying the sign “Fac- 
tory Sold to Capacity.” 


Market Place of Ideas 


The exposition part of the show had all of the 
customary features—the display of shoes, hospitality 
of salesmen and manufacturers and one or two 
wrinkles in publicity. Here and there a Style Show 
individually operated caught the buyer’s eye. In 
other booths, models and hostesses greeted the visit- 
ors. Machinery in operation in methods of shoemak- 
ing were demonstrated and explained. The show had 
many points of practical interest to merchants of 
shoes to superintendants and style men and to manu- 
facturers and salesmen. As a market place of ideas, 
it filled the bill. 

Pages of description cou'd be given to the indi- 
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vidual efforts of clever concerns, but you who have 
visited Style Shows know the story. 

Let us pick out a few high lights so that you can 
get a mental picture of the big event. 


Two Big Display Halls 


Grand Hall was in two parts, the stage and Run- 
way for the show and a horseshoe of booths for 
leather, materials and footwear. Local merchants 
were greatly appreciative of the courtesy of the expo- 
sition. which they were able to extend to the public 
who came to their stores for tickets. Merchants who 
have been to the hall in previous shows will believe 
the attendance figures when the fact is told that the 
topmost balcony was filled with people, even though 
the temperature of the room was well up in the 90’s. 

The Style Show hours were much of a social func- 
tion in addition to its educational aim. Now let us go 
into the big Exposition Hall laid out in streets, lined 
with booths and decorated uniformly in white and 
blue, with plenty of flowers and music, this room 
had an interest all its own in the many types of shoes 
and materials displayed. 


Twin Cities of Style 


The twin cities of feminine foot- 
wear manufacture, Lynn and Haver- 
hill, had exhibits in diagonal corners. 
We will show pictures of these in 
next weeks’ issue when we will carry 
you still further into the scheme of 
things. 

In your pilgrimage around this 
hall, you will see many things of in- 
terest. It was hardly believable to 
see the length of some of the sides of 
leather in one of the sole leather ex- 
hibits. The leather surface per ani- 
mal was the amazement of many. 

A shoe repairing outfit was in 





VICTORY OF STYLE 
A little Regal Shoe Co. display 
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operation, welting machines were preparing endless 
welting, box toes were being made, lasts were being 
whittled and style was being demonstrated with fit- 
ting values wherever you went. 


Value of Comparisons 


There is one fine feature about an exposition that 
is not apparent to the American merchant. The value 
of comparisons under the one roof of many lines of 
shoes in styles and price is a great aid to the economy 
of service. It was not the exception for a merchant 
to pick up a shoe in one booth and carry..it over to 
another to assist in the measuring of values. 

Many new concerns made their debut before the 
trade on an equal footing with the largest concerns. 
This helps competition and shows that the American 
manufacturer is creating a more brotherly spirit in 
the service to the public. We doubt if you will find 
any other industry in the United States where such 
a friendly spirit of competition prevails. 

In one corner of this room the United States De- 
partment of Commerce had its trained experts in at- 
tendance. They not only told of the 
opportunities of export but had sam- 
ples of leathers and footwear pur- 
chased in foreign lands for your in- 
spection. 

Now let us climb up into the bal- 
cony where the specialty houses, find- 
ings, spats, slippers, buckles and ac- 
cessories made business. Here you 
have the story of the exposition in 
tabloid form in its physical aspect 
and we leave it to you to put in the 
picture of the crowd, the familiar 
faces of merchants from all parts of 
the country, and you have the Na- 
tional Shoe and Leather Exposition 
and Style Show of 1921. To be con- 
tinued in 1922, etc., etc. 








ABRAHAM TOLD ’EM 
Tired of Being “Picked On,” Minnesota Merchant 
Writes a Caustic Advertisement 


A. T. Abraham, shoe retailer in Lake City, Minn., 
got tired of being “‘picked on.” He couldn’t compla- 
cently allow the public to continue bawling out the 
retailer, blaming him for all the economic troubles 
of the country and damning him as a selfish profiteer 
and an obstruction to the return of prosperity. 

His nature is not of that flabby texture that makes 
a man meekly submit to being cussed. So he woke 
up the town with an advertisement that shocked the 
public into attention and got the community to talk- 
ing about him and his store. It made folks stop and 
think—and when you can do that you are doing good 
advertising. 

In the four-column advertisement, in black-face 
type, the Abraham store said: 

“The woods are full of amateur economists who 
claim that prices of clothing, underwear, hosiery, 
shirts, sweaters, overalls and shoes will soon return 
to pre-war levels. 

“Will they? 

“Yes, they sure will. 

“When hard coal is back to $9 a ton. 

“When railroad fares are back to two cents a mile. 
“When house rent is back to $25 a month. 


“When gasoline is back to ten cents a gallon. 

“When telephone rates are back to $1 a month. 

“When a square meal is back to a quarter. 

“When labor is back to $2 a day. 

“When gas is back to 90 cents. 

“When shaves are back to ten cents. 

“When the freight rate from New York, now $1.84, 

is back to 97 cents. 

“When street-car fares are back to a nickel. 

“When money is back to 5 per cent. 

‘When cooks are back to $5 a week. 

“When haircuts are back to a quarter. 

“When movies are back to a nickel. 

“When a car wash is back to a dollar. 

‘“‘When ice cream is back to a dime. 

“When a doctor’s call is back to two bucks. 

“When a newspaper is back to a penny.” 
(From “Korrect Shape News.”) 





ENDICOTT-JOHNSON GET BIG CONTRACT 


Endicott-Johnson Corporation have been awarded 
a contract by the United States Department of Inte- 
rior to supply all shoes called for on the Indian con- 
tract. This order includes men’s, boys’, youths’, little 
boys’, women’s, misses’, children’s and infants’ shoes, 
totaling 40,000 pairs. 
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The Rubber Girl— 
Model of the United Statés-Rubber Co. 


Ten Thousand Styles 


or More 


Foot’ Service Is‘Beeoming Most Diversified 


The significant part that the National Shoe and 
Leather Exposition and Style Show plays in the mid- 
summer market period is the great diversity of foot- 
wear presented under one roof, suitable for every sort 
of utility and foot service. 

On the fashion runway and in exhibits every pos- 
sible type of footwear was displayed. Bathing girls 
showed that style in novelty was a feature of foot- 
wear for the seashore while men in hunting costume 
and lumberjacks showed footwear for hard service. 
For style the finest of turns and for work wear even 
nailed and pegged shoes were shown. The comfort 
and orthopedic lines showed that the element of 
style is gradually creeping in. The most apparent 
features of the show as regards shoemaking are as 
follows: 

Soles of shoes gained new prominence at the Bos- 
ton show. Colors and patterns of uppers were ob- 
vious. Careful shoe buyers studied soles, for points of 
style and service. 

Displays of materials for bottoms of shoes were 
varied and interesting. Sole leather, cut soles, welt- 
ing, box toes, shanks and heels were liberally and in- 
structively displayed, so that the buyer of shoes might 
judge them for himself. 


Welted Oxfords 


Buyers of fall footwear showed a deal of interest 
in welted oxfords for fall. 


Heavy edges were pre- 
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ferred. Edges on women’s shoes were as thick as No. 
10 iron, and on men’s shoes as thick as No. 16 iron. 
Also, heavy welted edges have preferred in street and 
school shoes for children. 

Many welted oxfords were made with wide edges, as 
well as thick edges. A few double stitched edges were 
shown in men’s lines. 

Edges being wider were heavier stitched, with rib- 
bon or even rope stitches. Some hand-stitched sepa- 
rating was seen on a few shoes. 

Also, some excellent welted edges on McKay shoes 
were seen. They were made by the use of a new Mc- 
Kay welting. 

A working exhibit, showing the making of welting, 
impressed many buyers. Shoe experts generally agree 
that welting is now made more strong and durable 
than ever. 

Perchance this fact accounts for the increased in- 
terest in welt shoes for street wear. Welt shoes are 
economy shoes, as well as style and comfort shoes. 
They can be re-soled to advantage. 


Flexible Shoes 


Some beautiful shoemaking was seen on turn shoes 
for women. Beautiful is the word that fits. The 
bench workers have advanced their art to new high 
standards. Though uppers of these shoes were elab- 
orate in style, yet shoe experts invariably praised the 
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SPECIAL INFORMATION 
DESIRED 


Girl suffering from loss of memory in hos- 
pital here. Only clue is Murphy-Taylor 
stamped in shoe. Can you tell me where 
Murphy-Taylor are located? Please wire 
Ray Humphries, City Editor, Denver 
Times, Denver, Colorado. 











bottoms because they revealed to the trained eye a 
rare skill in shoemaking. 

In these shoes, shanks were perfectly shaped, and 
heels correctly pitched, and the tread was as accurate 
as a foot rule. One line showed as graceful in step 
arches as ever were seen. They were made by hand 
workmen. Their sole lines blended into the lines of 
the instep, making, when the shoe is on the foot, a 
“well turned ankle.” 


The Pitch of Heels 


Heels were certainly an interesting study. They 
ranged on women’s shoes all the way from 6/8 to 20/8 
in height. 

However, to the shoe experts, it was the “pitching” 
or position of heels, rather than the height of heels 
that had the most attention. 

Some heels were in perfect position, being correct 
in tread, and blending perfectly into the lines of coun- 
ters and shanks. 

Some heels were as smooth as a piece of polished 
marble, so well were they nailed to the uppers, and 
finished. 

Others were otherwise. Buyers judged them ac- 
cording to their knowledge of such details. 

Hand-made heels, of all leather lifts were on some 
shoes. Also, there were hand finished heels, and even 
hand slugged heels. 

Various heels showed points of custom shoemaking. 


Bottom Finishes 


A high grade line of shoes showed both natural and 
black bottoms. The natural bottom was bleached and 
brushed. The black bottom was polished up. 

The leather of the soles was the best the market 
affords. So it cannot be said that the black on the 
bottom covers a multitude of sins. A natural bottom 
may cover as many sins in the leather as a black bot- 
tom. It all depends on the bleach that is used on the 
leather. 

A buyer’s best protection in picking soles to wear 
is the reputation of the maker of the shoes. Judging 
soles by the finish on the bottom is not a safe guide. 


Arch Fitting Shoes 


One of the strongest features of the Boston show 
was the display of arch fitting shoes. Both flexible 
and rigid types were shown. 

Models rose on toes of these flexible shoes, as they 
walked in them, to show with what perfect freedom 
the toes and the arches of the feet moved in these 


shoes. 
Most rigid arch shoes had metallic arch supports 
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built into the shoes and locked in place by patented 
devices. 

Some street shoes also showed new type shanks. 
One line has shank pieces riveted into the leather. The 
metal head of the rivet shows on the bottom of the 
shoe. 

Some turn shoes for women, had a metal arch piece 
anchored at either end, so that it could not slip for- 
ward nor backwards, nor from side to side. 


Treads of Soles 


A deal of interest was shown in nature tread shoes 
such as the foot forming, or foot preserving or foot 
correcting shoes. Some of these were made over the 
Y. W. C. A. last. 

Aside from this interest in nature tread shoes, 
many buyers, especially city buyers, studied the tread 
of street and dress shoes. A sole must strike right on 
the city sidewalk, or floor, or there will be foot trouble. 

Altogether, this Boston show brought up new and 
broader interest in the bottoming of shoes. 





MOST PERFECT FEET 
Contest at Boston Style Show 


The proud winners of the beautiful foot and ankle 
contest at the National Shoe and Leather Exposition 
and Style Show in Mechanics Hall Monday evening 
were Miss Theresa Hickey of 440 Saratoga Street, 
East Boston, Mass., and Miss Isabel McPhee of 255 
Border Street, East Boston, each earning first prize 
with 575 points apiece out of about 600. 

The measurements of the ball, waist, instep and heel 
of several hundred contestants’ feet, and judging the 
contour of their arches and legs most carefully, the 
prize committee was about to award the first prize to 

(Continued on page 53) 
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Two Pertinent Questions 


(Continued from page 34) 


A merchant has asked us these questions: 
“What salary to the two proprietors (who are 
partners) and what net percentage?” In the one 
breath two questions and in one answer a crisp 
editorial. 

Assuming that each partner devotes his whole 
time to the business it is suggested that they allow 
themselves such salary as they formerly received 
as employees. Should they have received different 
amounts, equalize them. In the event they have 
not been employees in the recent past, each should 
be allowed an amount equal to the salary of a 
competent man to perform the same service. 

Whether true or not, most men consider their 
services worth as much to themselves as to any 
employer. In casting up the results of any busi- 
ness, capital and services must be considered sepa- 
rately, and each receive its just reward. 

In the latter part of their question lies one of 
the greatest evils which the retailer has foisted 
upon himself, i.e., fixing his selling price to earn 
a fixed percentage of net profit. 

When you buy honestly constructed shoes, with 
real value in them, do not hesitate to charge your 
customers a just price. A prominent merchant 
has well said, “The recollection of quality remains 
long after the price is forgotten.” 


BOOT AND SHOE RECORDER | 41 


In arriving at a just price, the essential ele- 
ments to be considered are style, fit, service and 
the reputation of the maker with the public. 

Style has a real value and should bear a profit. 

The fitting of shoes requires a knowledge de- 
rived from study and experience, which cost effort 
and money and when properly done is worthy of 
reward. With shoes where comfort and service 
are most desired, the price should be reckoned by 
the comfort and service they will yield, with the 
proper care of the wearer. Competition and the 
consumer’s knowledge of value must be consid- 
ered in this class, termed by the trade in general 
as “staples,” or the new term “necessary shoes.” 

If you have a problem ask our advice. 





The Field Is Broadening 


It has been admitted, over and over again, that 
foreign manufacturers can produce shoes which 
will wear as well as ours do—perhaps better. 
What they have not done is to hold a commanding 
place as style developers for the mass of their 
peoples. The American producers of shoes have 
been in the lead ; but the gap has been greatly nar- 
rowed within the past two or three years and for- 
eign styles now approach much more closely to the 
American styles. The world as a style field is 
broadening. 








MAY SUBMIT FABRICS TO TEST 


Scientists Called Into Consultation by Senate 
Committee 


Washington, July 15.—Scientific investigation or 
the “acid test” may determine in a large measure 
the attitude of the Senate Interstate Commerce Com- 
mittee as regards the proposed “Truth-in-Fabric” 
bill. The hearings before the Watson sub-committee 
have been concluded, but there is nothing to indicate 
the sentiment of the members on this vital question. 
Though they are not bound by promises to abide by 
the decision of the scientists, the sub-committee has 
consented to the proposal that sample of fabric 
should be submitted to the Bureau of Standards for 
the determination of the exact ingredients. 

Representatives of wool manufacturers have stated 
that they will withdraw their opposition to the enact- 
ment of the measure if the Federal chemists can 
demonstrate that it is practicable to label the con- 
tents accurately and at a reasonable cost. 

The practicability of the so-called Capper-French 
bill is scouted by representative retail merchants 
throughout the country and they have made known 
their views to the Congress. 

However, Herman C. Ritter, formerly president of 
the National Retail Clothiers’ Association, appeared 
before the committee last week to indorse the bill. He 
contended that he represented large numbers of 
merchants who favored the measure because it re- 
moved responsibility from the merchant. He insisted 
that the merchant was criminally liable if they sold 
inferior goods at quality prices, and that the pro- 
posed legislative bill would afford relief. Petitions 
and other memorials have been received from large 
retailing organizations which contradicted the broad 
assertions of the spokesmen for the clothiers. It is 


doubtful whether action will be taken at this special 
session because other matters far more important 
press for time. 


ARMY SHOES FOR SALE 


48,000 Pairs in Offering Advertised by Surplus 
Property Branch 


Washington, July 12.—Selling on the basis “as is, 
where is,” the Surplus Property Branch of the Quar- 
termaster General’s Department of the Army is offer- 
ing for sale by negotiation approximately 211,000 
pairs of hob-nailed field shoes and approximately 
48,000 pairs of field shoes without hob-nails, although 
some of the shoes listed as without hobs may be 
found to have hob-nails. These shoes are the heavy 
type of shoe designed for use in France during the 
World War and were made on Standard U. S. metallic 
fastened Munson lasts. 

However, it is not guaranteed that all of this lot 
of shoes are metallic fastened, as some of those with- 
out hob-nails may be welt shoes. These shoes are 
to be sold without recourse as to condition after 
delivery, purchaser agreeing to take all stained or 
mildewed shoes or those having toe plates or heel 
plates or hob-nails rusty, provided, however, that the 
shoes have not been worn. 

It is pointed out that the Government will not act 
as a distributor of the purchaser, and that at least 
10 per cent of the entire amount of the bid must be 
in the form of cash, certified check or negotiable 
Liberty Bonds. 

No special forms for bids are necessary, but the 
bid will be opened on August 15. The shoes are now 
at army bases throughout the country. 

About 49,000 pairs are at Boston; 50,000 pairs at 
Port Newark, N. J.; 38,261 pairs at St. Louis. 
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BROOKLYN 





John Gramer € Co. Julius Grossman, Inc. 





Shoe by 
D. H. Chandler & Co. 





Dr, Posner 





A. Garsicke & Sons 


Shoe by 
Algier Shoe Co. 


Shoe by 
Horn Shoe Mfg. Co. 
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FALL STYLES 






Shoe by 


Andrew Geller Shoe by 


J. J. Latteman 












Shoe by 
Griffin & White Co. 











Hanan Shoe Co. 





Shoc by 














Bert Drake & Co., Ine. 
































. 
| 
| 













44 BOOT AND SHOE RECORDER 





July 23, 1921. 


kas | 


Pee 


eM, HO hitter 2 eaerteraee: ogo SAE 


HOOVER AND HOSTS IN BOSTON 


Ex-Governor William L. 


Douglas, George W. Brown, United Shoe Machinery Corporation; Herbert Hoover, Secretary of Commerce; 


Governor Channing Cox of Massachusetts; Herbert T. Drake, President New England Shoe and Leather Association, and Andrew J. 
Peters, Mayor of Boston 


Industry Pays Honorto Herbert Hoover 


Parade and Pack Mechanics’ Building to Hear Business 
Leader Give Keynote Speech 


The most significant event in the history of the 
shoe and leather industry in a generation occurred on 
July 12 in Boston. There may have been guilds and 
craftsmen in the ancient days who paraded in honor 
of statesmen and leaders of the arts and there may 
be much in parallel in the parade and demonstration 
to Herbert Hoover last week. 

The venerable secretary of the Massachusetts Char- 
itable Mechanics’ Association, viewing the parade 
from his office in Mechanics’ Building, said that the 
cycle of time brought around again the popular cus- 
tom of crafts parading with their emblems and floats 
to pay honor to national leaders. He showed two flags 
in a case which were borne by the early artisans of 
Massachusetts in the column of.-workers who shoul- 
dered their guns and went to meet Washington when 


that great leader came to take command of the troops 
at Cambridge. The venerable secretary then pointed 
out the portrait of Paul Revere, first president of the 
Massachusetts Charitable Mechanics’ Association, and 
said that in all probability “the bearer of the light of 
liberty participated in that first parade.” 


An Impressive Procession 


This little preface with its historical angle is sim- 
ply a light on the very imposing and enthusiastic 
parade of the shoe and leather folk from the leather 
district to Mechanics’ Building. As Chief of Staff, 
Major Charles T. Cahill lined up the shoe manufac- 
turing trades, the retail shoe merchants and members 
of the leather trade. After the march through the 
streets the paraders lined up on the side of the road so 
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The guilds and craftsmen of the shoe and leather industry 


that Herbert Hoover could pass by in review. It 
really was one of the most remarkable demonstrations 
of the industry’s faith in Hoover and cheer after cheer 
swept along the line. 

It is not to be wondered at as Mr. Hoover was pleas- 
urably affected by such a demonstration. Once within 
the big Grand Hall of Mechanics’ Building it was ap- 
parent that there was hardly room for everybody. 
Perhaps that it was at this moment that Chester I. 
Campbell got his figures of the maximum capacity of 
the building of 21,000. 


The Parade Participants 


The three big floats in the parade were those of the 
United Shoe Machinery Corp., Emerson Shoe Com- 
pany and Dennet & Prince. The marching orders in- 
cluded the following: 

Chief Marshal, Herbert T. Drake and Staff; United 


Shoe Machinery Corporation Band; United Shoe Ma- ° 


chinery Corporation, with Float; United Shoe Re- 
pairing Machine Co.; 101st Field Artillery Band; Rice 
& Hutchins, Inc.; Farnsworth, Hoyt Co.; Parker, 
Holmes & Co.; Hamilton-Brown Shoe Co.; Emerson 
Shoe Co.; Boot and Shoe Recorder Publishing Co.; 
Hood Rubber Products Co.; Massachusetts Retail 
Shoe Merchants’ Association; Watson Shoe Co.; A. M. 


Creighton Co.; Linen Thread Co.; P. Cogan & Son; 
Thomas, Lake & Whiton, Inc.; Plant Brothers & Co.; 
Peerless Machinery Co.; Regal Shoe Company; Al. A. 
Rosenbush & Co.; R. E. McDonald Co.; Thayer, Mc- 
Neil Company; E. E. Taylor Company; Associated 
Shoe Company of New England. 

Members of the leather trades under direction of 
Colonel B. B. Shedd, Mass. Coast Artillery Band; 
Boston Leather Associates; Shoe and Leather Re- 
porter Co.; A. C. Lawrence Leather Co.; American 
Hide & Leather Co.; Tolman, Dow & Company; Rich- 
ard Young Company; Pfister & Vogel Leather Co.; 
Bristol Patent Leather Co.; Thayer-Foss Co.; Hunt- 
Rankin Leather Company; Besse, Osborn & Odell; 
Griess-Pfleger Tanning Co.; Amalgamated Leather 
Company, Inc.; E. C. Mills Leather Co.; J. S. Barnet 
& Sons, Inc.; Lucius Beebe & Sons; Beggs & Cobb, 
Inc.; C. D. Kepner Leather Co.; Sole Leather Trades 
Association; American Oak Leather Co.; U. S. 
Leather Company; Wm. F. Mosser Co.; Dennett & 
Prince; C. Moench Sons Co.; Frank W. Hunt Co.; 
Avery & Lowry Co. 


Aides in the Parade 


John S. Kent, Harry I. Thayer, Charles C. Hoyt, 
Hon. A. S. Kreider, Col. B. B. Shedd, Albert N. Blake, 
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THE REVIEWING STAFF WITH CHIEF MARSHAL 
Herbert T. Drake, Chief of Staff; Charles T. Cahill and the long line of shoe and leather notables 


Fred B. Rice, Charles H. Jones, Charles A. Coe, John 
E. Driscoll, C. Chester Eaton, Philip H. Fraher, Ben- 
jamin W. Fredericks, William F. Fitzgerald, Owen C. 
Howe, Herman E. Lewis, William H. McCloskey, Burt 
W. Rankin, Al. A. Rosenbush, Hovey E. Slayton, A. 
P. Thompson, Irving C. Webster, Frank D. Young, 
Louis Ziegel, Frank R. Briggs, Hon. Frank G. Allen, 
L. A. Coolidge, E. P. Brown, Elmer J. Bliss, W. M. 
Bullivant, E. P. Holmes, Elisha W. Cobb, Willis R. 
Fisher, J. Franklin McElwain, J. T. F. McGarry, Cecil 
Q. Adams, E. A. Brand, Alfred W. Donovan, James A. 


TRYING TO STANDARDIZE BUTTONS 


Washington, July 15.—Efforts of the Bureau of 
Standards to promote the standardization of buttons 
have progressed of late, and it is reported that do- 
mestic manufacturers are hopeful of arriving at a 
reasonable degree of uniformity of quality, as well 
as standard dimensions. Representatives of the Bu- 
reau visited the seat of the fresh water pear] button 
industry in Wisconsin and Iowa to obtain informa- 
tion as to methods of manufacture and inspection. 
They also obtained a digest of the views of retail 
merchants as to the demand of the trade for various 
grades of pear! buttons. ; 





Munroe, W. W. Willson, Arthur D. Anderson, James 
H. Stone, A. H. Lockwood, W. D. Bennett, I. Wendell 
Gammons, H. L. Tinkham, Frank S. Farnum, James 
H. Spence, A. M. Creighton, Chester A. Eaton, L. Q. 
White, Geo. M. Peabody, J. E. Perkins, Horace C. 
Drinkwater, F. W. Whitcher, John Curtis, Frank H. 
Gage, Herbert I. Perry, Perley H. Flint, Fred F. 
Field, Harold C. Keith, Myron L. Keith, Oscar C. 
Davis, F. E. Atwood, George W. Wright, George W. 
Brown, Arthur L. Evans, Louis M. Keith, E. B. Floyd, 
Arthur W. Wellington, Thomas F, Anderson. 








The work of establishing standard dimensions is 
already well under way and is being carried forward 
by a committee of manufacturers. The Bureau of 
Standards declares that the establishment of stand- 
ards of quality will be very much more difficult, as 
any classification as to grade of quality is necessarily 
based upon the judgment of some individual or group 
of individuals, and it is exceedingly difficult, if not 
impossible, to secure uniformity of judgment between 
different firms. It is proposed to consider the stand- 
ardization work among the manufacturers of compo- 
sition buttons separately, as it differs very much 
from the pearl button business. 
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A message of distinction in footwear 


Business Has Turned the Corner 


The Hoover Meeting Significant in Business Progress 


A modern gathering of people in a great auditorium 
must use modern methods, therefore, President Her- 
bert T. Drake of the New England Shoe and Leather 
Association in opening the Hoover meeting, used a 
voice magnifying machine. As he talked into the 
telephone receiver, people in the Grand Hali and in 
Machinery Hall, both heard his opening message. The 
Governor of Massachusetts and the Mayor of Boston 
dispensed with the telephone and oratory and gestures 
again came into their own. Finally Herbert Hoover 
picked up the receiver and gave his message. As time 
goes on this little instrument of magification may 
prove effective, for Mr. Drake had learned the deport- 
ment of the voice telephone whereas Herbert Hoover 
used it more as he would the telephone in his office. 
With this little preface, we give you the significant 
remarks of the speakers: 


Introduction by Herbert T. Drake 


It is particularly fitting that this great National 
Shoe Style Show should be held here in New England; 
for within ten miles of this hall were made the first 
shoes in America—nearly 300 years ago. 

Today New England produces more than one-half 


the footwear worn in America and tans more leather 
than all the rest of the country combined. 

Practically every machine used in the manufacture 
of shoes was invented by New Englanders. 

Not in a spirit of boastfulness, but in the sense of 
pride in our heritage, we manufacturers offer for your 
approval the best that New England has produced in 
the art of shoemaking. 

New England, the mother of shoes, extends today 
a welcome to its distinguished guests—First to that 
great American, Herbert C. Hoover, whose name is 
as civilization here in this country. Shortly after 
no less cordially to his Excellency, Channing H. Cox, 
the Governor of this Commonwealth, and his Honor,,. 
Andrew J. Peters, Mayor of Boston. 


Faith in the Great Industry 
By Channing H. Cox, Governor of Massachusetts 


The shoe industry I suppose is just about as old 
as civilization here in this country. Shortly after 
the landing of the Pilgrims then began the shoe and 
leather industry here in New England. We rejoice 
in the great prestige which New England has main- 
tained in that industry. We rejoice that those who: 















Emblematic of craftsmanship and beauty, too—the 
Emerson Shoe Co.’s float 


have had the leadership of that great industry have 
enjoyed the confidence and the support of those 
engaged in the same business in other parts of the 
country. 

No Hesitancy Here 


It is splendid to have the privilege this afternoon 

of congratulating you who have had a part in this 
great demonstration. If we stop to realize what it 
means; it means that in a time when some men are 
hesitating you are not hesitating, you are going ahead. 
(Applause.) It means that at a time when some 
men have doubts and give utterances of despair you 
have faith in yourselves, you have faith in your great 
industry, you have faith in your country, and you 
are going to be so busy doing the things for which 
you have been trained and which you are fitted to do 
that you have not time to stop and complain about 
the wrongs and shortcomings and failures of other 
men. 
It means that the leadership of this great industry 
is to-day committed to men who have the right spirit, 
who have something of the spirit of those same men 
who started, who laid its beginnings three hundred 
years ago, who realize that first of all there is some 
responsibility upon each individual, who realize that 
there is always the necessity of self-reliance, there is 
always the need of industry on the part of individ- 
uals. 

So I congratulate you upon this great occasion, and 
I congratulate ourselves, the people of Massachusetts, 
that the leadership of this industry today is committed 
into safe and sure hands, into the hands of men 
who have faith in themselves and in their fellow men, 
and who believe in and stand ready to defend the 
free institutions of America. 


Time for Progressive Spirit 
By Hon. Andrew J. Peters, Mayor of Boston 


No time more than the present could be more fitting 
for a meeting of this nature. We have seen the 
reaction from the great war. We have seen the 
adjustment of industry from the great problems of 
that war. Today we are pausing, pausing after that 
period of readjustment until we go forward in a 
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Floats in Big Hoover Parade 


The Dennett € Prince float, showing patriotic par- 
ticipation of entire trade 


newer, sounder, but no less progressive spirit than 
we have heretofore adopted. 

With that idea before us whom could we welcome 
to this convention, whom could we welcome here in 
the city of Boston, who would bring to us more con- 
fidence, more inspiration, more hope in pointing out 
the best path to follow, than he whose judgment and 
whose initiative have done so much for the people of 
our country in the last few years and whom we 
welcome here, our distinguished Secretary of Com- 
merce. (Applause.) We welcome him here for him- 
self. We welcome him here as citizens for the great 
contribution he has made as a private American citizen 
towards relieving the sufferings of the world. (Ap- 
plause.) Today America is faced by the problem of 
extending our markets, of bringing to our industries 
here the help of the foreign purchasing power. No 
one knows that situation better than our guest of 
today. And I am sure I voice your feelings when I 
say that we all here welcome the opportunity to greet 
in Boston the special guest of the New England Shoe 
and Leather Exposition, Mr. Herbert Hoover, the 


Secretary of Commerce. 


Significant Opening Remarks 
By Hon. Herbert C. Hoover, Secretary of Commerce 


Mr. Chairman, Ladies and Gentlemen: I do wish 
to express my appreciation for the warmth of the 
welcome that I have received here today. I feet that 
perhaps it extends further than you think. I have 
been greatly honored by the President in being chosen 
to represent the American business man, the American 
manufacturer, the American merchant, in the Presi- 
dent’s Cabinet. 

The success of that representation, my ability to 
represent your interests, depends entirely upon the 
co-operation that I may receive from you, the confi- 
dence that you may repose in the Administration and 
myself. We are indeed sincerely desirous of being 
of service. In these times of great difficulty and of 
great stress the need of the Department of Com- 
merce and its importance in the organization of the 
— Government has multiplied more than ten 
old. 

(Continued on page 53) 
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We Have Already Turned The Corner 


But Unless the Buying Power of Many Thousands is to Remain 
Curtailed, Says Herbert Hoover in Address Before Shoe and 
Leather Gathering, Foreign Markets Must Be Thrown 
Open to some of Our Great Industries 


There is a feeling 
of some uneasiness 
and even of pessim- 
ism regarding the 
future of our for- 
eign trade, in which 
I do not participate. 

Our exports and 
imports during the 
last few months 
have dropped near- 
ly 50 per cent in 
value from the high 
water mark of a 
year ago. Some of 
this decrease is due 
to the fall in prices 
relatively more than 
volume; some of it 
to the temporary 





HERBERT HOOVER 
Secretary of Commerce of the i 
BE ogy rte f world depression 
and some of it lies 
deeper. 


In these times of troubled minds we find much con- 
flict of opinion as to the situation and its remedies. 
Some extreme groups insist that, inasmuch as our 
exports comprise but 10 per cent of our total produc- 
tion, therefore our foreign trade bears only this ratio 
to our economic life, and that, consequently, our true 
course is to forget it and to devote ourselves to heal- 
ing our internal economic wounds. Other extreme 
groups consider that for our internal situation the 
only remedy is restoration of our export trade and 
they would undertake desperate measures to accom- 
plish it. In either case we must not allow the present 
extreme industrial depression to obscure our view. 
We have passed through several depressions since the 
Civil War, and we have already turned the corner 
of this one. 


Guarantees Our Living Standard 


The importance of our foreign trade requires but 
little defense. I may say in passing that our whole 
standard of living greatly depends upon our imports 


* and that our exports are the great balance wheel for 


our production. Exports are vital to the stabilization 
of our industries, of price levels, of wages and of 
employment. While our exports do cover but a small 
per cent of our total production, on the other hand 
they do comprise a large percentage of the produc- 
tion of certain industries. For instance, we gener- 
ally export 20 per cent of our wheat, 60 per cent of 
our cotton, 75 per cent of our copper, not to mention 
others. Unless we find a market for the surplus pro- 
duction of our great industries, we shall continue 
to keep some twenty-five millions of our people in 
reduced buying power. We might even drive them 


into poverty—during the many years that would be 
required to shift the whole basis of our internal 
production. Nor does a nation become rich by its 
exports alone—but by its trade. 

While many of the causes of the present depression 
lie within our own borders, yet there may be no recov- 
ery from these hard times for many years to come 
if we neglect our economic relations abroad. Even 
if we lower our vision of civilization in this crisis 
solely to our own selfish economic interest, we are 
yet mightily concerned in the recuperation of the 
entire world. No tariffs, no embargoes, no navies, 
no armies can ever defend us from these invasions. 
Our sole defense is the prosperity of our neighbors 
and our own commercial skill. The recovery of our 
foreign trade can march only in company with the 
welfare and prosperity of our customers. 

When we analyze the present foreign trade situa- 
tion we find tremendous shifts in economic currents 
since 1914. Indeed, we find great changes still in 
progress. If we would guide our policies of produc- 
tion and of trade aright, we must keep these great 
changes constantly in mind. These profound altera- 
tions naturally fall into two divisions: The shift in 
the world’s production and markets and the shift in 
the world’s financial relations. They bear upon each 
other, and they affect our three primary groups 
of food, raw material, and manufactured goods 
differently. 


World Changes in Production 


There have been great changes in our own eco- 
nomic situation. We have not alone shifted from a 
debtor to a creditor nation. Our capacity for surplus 
production in food and manufactures has grown enor- 
mously during the war until we have taken front 
rank of the world in foreign trade. 

The direction of our trade has shifted greatly. 
During the last year about one-half of our whole 
foreign trade was with Europe, but of our exports 
to them 80 per cent were foodstuffs and raw material; 
of our exports to states outside of Europe about 75 
per cent were manufactured goods. Europe, in turn, 
is our serious competitor in marketing of our manu- 
factured goods to the rest of the world. We have 
enormously increased our imports of tropical and 
other commodities that we do not produce. 


The Noncombatant Countries 


Since the great war began the world outside the 
fighting states of Europe have gained mightily in 
wealth, in standards of living, and in consuming 
power. Even omitting the United States, it has 
gained something like forty millions in population. 
The countries not directly affected by the war are, 
indeed, suffering from the general depression, but 
this depression with them is only the aftermath of 
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the malevolent forces born of the past war booms. 
They have none of the deep economic wounds of 
the fighting states, and they will be quick to recover. 
During the war the productive capacity of these 
states, except possibly Japan, had no unusual in- 
crease because of their isolation through shortage 
of shipping. 

One of the economic shifts that affects the whole 
world profoundly is from Russia. Russia bore much 
the same relation to western Europe before the war 
that the Mississippi Valley bears to our Northeastern 
States. Russia was one of the great food bases of 
the manufacturing countries of western Europe, ex- 
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flow of goods that must be produced if she is to make 
reparation payments. On the other hand, Germany 
must take more raw materials from us for this pur- 
pose. In any event, the crowding in the market of 
German exports will affect her immediate neighbors 
more than ourselves, for 80 per cent of her market, 
pre-war as well as in the future, must lie in Europe 


itself. 
Changes Among Combatant States 


The economic changes in the other combatant 
states in Europe obviously affects us also. The eco- 
nomic wounds given to them all by the war and peace 

will be long in healing. The 





changing food for their fabri- 
cated products. These manu- 
factured goods, in turn, were 
to some degree produced from 
our raw materials. Even at 
best it will be many years 
before Russia will have re- 
covered. We are to-day the 
only great source of enlarged 
food production. Europe 
must and will draw from us 
a great- proportion of food 
supplies that she formerly 
drew from Russia. I see no 
basic reason why we should 
not continue to export ap- 
proximately the same large 
volume of foodstuffs that we 
have shipped abroad during 
the past twelve months. This 
item alone at even present 
prices would be triple our 
pre-war food exports, and 
would represent the equal of 
more than 60 per cent of our 
whole pre-war export trade. 

Another great but uncer- 
tain shift in world forces 
will arise out of Germany. 
The reparation payments 
must have a profound effect 
upon the whole economy of 
the world. Germany is to pay 
outside her borders to the 
Allies $500,000,000, plus 26 
per cent export duty, or, say, 
a minimum of about $750,- 
000,000 per annum. Germany 


HM 





Predicts Further Decrease In 
Cost of Living 


A prediction that the cost of farm —— 
will decrease still farther than they have and 
a further prediction that it is merely a matter 
of months before we recover economically were 
the chief features of an address made by Mr. 
Hoover at a breakfast tendered him by Mayor 
Peters of Boston prior to the great gathering 
at Mechanics Hall. In part Mr. Hoover said: 


“Farmers are putting in more efforts than 
for ten years. Their incomes are less by thirty 
per cent than before the war. The crops this 
time will be the cheapest for ten years, the 
farmers working longer hours, using old ma- 
chinery as much as possible and buying less. 

“As a result the cost of living will come down 
for others in industry. The farmers comprise 
forty per cent of the country’s population and 
we cannot keep on with them earning much 
less in proportion than other people; either the 
others must come down or they must advance. 
That is fundamental. 

“Eighty per cent of the people realize that 
hard work and saving are necessary. It may 
take us months, and it may take us longer, but 
the economic steps of our recovery are just as 
sure. With lower prices there will be less de- 
mand for money, which in turn tends to lower 
the interest rates. Eventually this will lead 
to more money becoming available for invest- 
ment and speculation and business will start 
up as a result. 

“The only danger to us was that of a pos- 
sible financial panic. But we have developed 
our Federal Reserve system to a point where 
we can look on with the greatest equanimity 
and without fear of such a disaster. To my 
mind now it is merely a matter of months be- 
fore we recover economically.” 





sacrifice of skilled labor, of 
brains, and of property will 
require a generation to cure. 
The hates of many newly 
liberated states must cool 
slowly, and their many new 
borders check the free flow 
of commerce. Many of these 
states possess masses of peo- 


“ple who have suffered from 


exploitation and tyranny for 
generations. Their extreme 
reactions of Bolshevism and 
socialism and nationalization 
are slowly dying out. Many 
governments have been un- 
able to raise sufficient taxes 
to meet expenditures, and the 
ceaseless printing of cur- 
rency carries destructive in- 
flation. All of them, except 
the enemy states, bear the 
burden of greater military 
establishments than even be- 
fore the great war. All this 
must accumulate to decrease 
their productive power and 
to lower their standards of 
living. 

In balance against this loss 
of productive power, their 
people over great sections are 
now coming to a full realiza- 
tion that they must work 
harder than ever before and 
that they must export com- 
modities for all that is in 
them, in order that they may 





is left without much gold, 
foreign property, or foreign 
business earnings of conse- 
quence; therefore, these payments must be made 
mostly by the sale of manufactured goods outside 
her borders. But beyond the reparation payments, 
she must also sell goods abroad in the amounts neces- 
sary to buy her imports of food and raw materials. 
Any calculation based on the pre-war trade of Ger- 
many implies an enormous increase—perhaps more 
than doubling—of her pre-war exports. In view of 
the export duty and other payments, she must pro- 
duce these goods for about one-half our production 
cost in order to take our markets. Such an increase 


in exports must be manufactured goods, and until 
the world consumption grows these must be marketed 
in displacement of the goods of other industrial 


nations. 


We shall certainly feel.the effects of this 





HANIA 


make exchanges for the bare 
margin of life. They will, 
some of them, receive payments from Germany in 
relief of their tax burdens. They are mobilizing the 
skill and the intelligence of their people to their eco- 
nomic salvation with the same diligence that they 
were mobilized in war. The great manufacturing 
states are straining every device of science and 
thought to the improvement of their industrial proc- 
esses, to the simplification of products, to the elimi- 
nation of waste—that they shall make every reduc- 
tion in production costs. In reinforcement of their 
marketing machinery, many of the governments are 
stimulating the consolidation of banks and of manu- 
facturing concerns. Governmental and government- 
encouraged combinations are being created to con- 
trol exports and imports to exploit foreign markets. 














July 23, 1921 


They are seeking special concessions for develop- 
ment and trade throughout the world. Altogether, 
these policies comprise a militancy in commercial 
expansion that compares with Elizabethan England. 


The Effect Upon Us 


Any improvement in European production of man- 
ufactured goods will favorably affect our market for 
those raw materials, such as cotton and copper, where 
we possess the final supplies. In considering the 
demands for such raw materials we must remember 
that the manufacturing countries of western Europe 
have lost for a long time to come any great markets 
in Russia and Turkey; the population of Europe, 
as a whole, has not the consuming capacity for man- 
ufactured goods that it had before the war and, 
therefore, we must expect a less than pre-war con- 
sumption in the confines of Europe for their remanu- 
facture of our raw materials. But, on the other hand, 
they will find after this depression is passed that 
the markets of the rest of the world are larger than 
before the war. I am confident they will gradually 
return to pre-war demand for our cotton, copper, etc. 
Fortunately, our producers have realized this tem- 
porary situation and have vigorously reduced their 
production so that they should eventually realize 
better prices than at present. 

It seems to me that it was inevitable that the bal- 
ance of the forces at work in Europe would improve 
their ability in competitive manufactured goods. 
Their production costs were bound to be low, both 
by better organized industry and by lowered stand- 
ards of living. Some of them are to-day, through gov- 
ernment subsidies, artificially low and will undoubt- 
edly increase. If we analyze the effect of these 
forces on the market for our manufactured goods, 
either in Europe or in our much larger market out- 
side of Europe, we quickly find two directions in 
which we occupy a position of some security. The 
first is in those exports of lower production costs 
which are the result of great repetitive production, 
which has its firm root in our enormous consumption. 
The second is in that large number of special manu- 
factures in which the inventive genius and skill of 
our people have been developed beyond any country 
in the world. Your own industry of shoes and shoe 
findings is typical of these two characteristics. I 
believe we will recover and can hold our share of 
the market for these products after the present world 
depression. . 


Tariff for Protection 


As to our manufactures containing a large element 
of labor cost, in which we do not enjoy special advan- 
tages, we must look out and take measures of our 
own. We can no doubt devise tariff measures that 
will protect our domestic market. But if we are 
-to hold to our foreign markets in this vast group 
of our manufactures, and thus to keep our people 
employed, we have several things to attend to. Fun- 
damentally, we must get our production costs down. 
That lies only along the road of increased efficiency 
in our whole industrial machine. It means a willing- 
ness of our working people to put forth every effort 
that is in them consistent with health, proper family 
life, and good citizenship. The surest road to a 
continued high wage and the surest safeguard 
against unemployment is to remove every restriction 
on effort. This must extend from our mines to the 
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railways, to the factories, to the wharf and to the 
ship. It means smaller margins of profit. It means 
that ultimately we must have much lower transporta- 
tion rates. It means we must have better organized 
marketing machinery abroad under Americans them- 
selves. It means the establishment of adequate short- 
time credit machinery and much more care in foreign 
credit risks than our merchants have shown in the 
last twelve months. It means elimination of the 
great wastes in industry.- For instance, in the Atlan- 
tic seaboard area alone, by the development of these 
great water powers and through economies by electri- 
fication generally, we could profitably save 30,000,000 
tons of coal per annum if we had the courage to go 
at it. It means the Government must remove as 
quickly as possible those unnecessary domestic bur- 
dens upon commerce to which the Government is a 
party, by the reorganization of our tax system, the 
settlement of the tariff question, the reduction in 
Government expenditure through the reorganization 
of the Federal Government, through reduction of 
armament and through reduction of Shipping Board 
losses and by the settlement by the Government of 
the outstanding claims of our railways. It means 
we must cease trying to drive American ship owners 
off the sea with tax-paid shipping losses. We must 
carefully determine what particular trade routes we 
will maintain in development of our commerce over 
a period of years, and let our merchants know them. 
It means the Government must provide such infor- 
mation to commerce and industry, from both at home 
and abroad, as will enlarge its judgment. It means 
we must extend scientific research into the problems 
of waste, the perfection of processes, the simplifica- 
tion of methods that are beyond the ability of one 
manufacturer acting alone, and we must co-operate 
with industry to perfect these things. I am confident 
we can hold our markets, our higher standards of 
living and of wage if we will all put our backs into it. 


The Shift in Credits 


Over-riding all these questions of production and 
markets is one of credits. Our whole financial rela- 
tion to the rest of the world has greatly shifted. 
From a nation owing some five billions of dollars to 
the rest of the world for moneys borrowed, the war 
has reversed our position so that the world, prin- 
cipally Europe, owes us to-day from thirteen to fif- 
teen billions of dollars, of which about ten billions 
is due our Government. Before the war we had to 
export a surplus over our imports and, beyond this, 
had to contribute through remittances of immigrants, 
tourists, shipping, etc., great sums to pay interest 
upon our debts. 

The reason for the piling up of this vast debt is, 
of course, that we have not only loaned money to 
the Allies, but have also, since the war, vastly in- 
creased the surplus of our exports, and the movement 
still continued to accumulate in our favor. Unless 
we would cease a large part of our war-increased 
productivity, with all the resulting unemployment 
and losses of such a cessation, we must continue for 
some time to export in excess of our imports. Event- 
ually the increase in our imports of tropical supplies, 
minerals and commodities that we do not ourselves 
produce, together with the spending of tourists and 
the investment of surplus capital abroad, etc., should 
overtake our export balance and establish a proper 
equilibrium. In the meantime, if we would maintain 
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our economic position, we must continue to give 
credits to buyers of our goods and, if we should de- 
mand interest or principal on our established loans, 
we would nullify any benefits of such credits. I may 
repeat that if to-day we stop giving more credits 
and demand payment of interest on debts due our 
Government, our exports will further decline, and 
the decline will find its interpretation in more un- 
employment among our own people and more dis- 
placement of our industries. 


Why Production Cost Is High 


The natural effect of our continued surplus of 
exports (although we have as yet made no demand 
for payment of interest on the Government debt) is 
that our dollar is at a premium over even the most 
stable currencies in the world. Thus the cost of 
producing our commodities is higher than in any 
other country. This does not so materially affect the 
export of those commodities of which we hold a final 
supply, such as the food supplies and our raw mate- 
rials, or those articles in the manufacture of which 
we have unique ability. It does, however, partly 
blockade our exports of manufactured goods in which 
we directly compete with Europe. Exchange itself 
is not the cause but the effect. It bears the same 
relation to trade that the barometer does to the 
weather. It is but an indication of the movement 
of commoditiés and credit. Our high barometer 
means we need more credits outward, or, alternative, 
we must send less goods out or take more goods in. 

I may say in passing that I am confident that our 
debtors can eventually carry the debt due to us with 
ease, provided they have the time necessary for the 
healing of their economic wounds, that they succeed 
in the reorganization of their fiscal policies so as to 
balance their government expenditure, and, above all, 
that they secure disarmament and continued peace. 
Before the war the world carried a debt to a single 
European nation of twice the size of our foreign 
claims without knowing it, and with the renewed 
growth of the world’s commerce and wealth our debt 
will be no burden. Our problem is the difficulties 
of our debtors during the few years until these bless- 
ings are attained. 


Must Avoid Inflation 


All of my rightful and optimistic view that we will 
maintain the flow of our goods is based upon the 
assumption that we can wisely manage these credit 
problems. There is a general agreement that we 
must extend credit if we would market our surplus 
and upbuild our customers during these next few 
years of readjustment, but as to the methods there 
are many minds; there are those who would directly 
try to stabilize exchange back to parity; those who 
would create securities jointly guaranteed by the 
principal nations, either through international banks 
of issue, bonds or currency; those who would extend 
credits directly or indirectly from the United States 
Treasury to buyers of goods, in order to stimulate 
exports, and also those who have confidence that the 
processes of business will find their own way out. 

Attempts to bring exchange to parity or to create 
international securities of any kind are open to the 
objection that they involve an element of inflation 
and that they practically open the gates of credit 
from the United States without regard to risk, how 
its purpose affects us or whether it really benefits 
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the borrower. Loans from our Government direct 
to foreign governments or foreign merchants have 
a hundred objections and disagreeable entangle- 
ments which we learned well enough during the war. 
In all this maze of difficulty and the unsettlement 
over credits and debts, I would sum up that wisdom 
consists in knowing what to do next rather than 
debates upon perfection. 

As necessary as the continued establishment of 
foreign credits are, if we are to maintain our large 
volume of export trade we should not over-estimate 
the amount needed for legitimate trade, for refinance 
and for reconstruction purposes. The amount is not 
so great as popularly supposed and will annually 
decline. I believe all trading states of consequence 
in the world can even now finance their imports of 
food supplies. The stronger of them can finance their 
imports of raw materials. We are, indeed, importing 
very much larger quantities of tropical produce than 
before the war, and our own consumption of these 
commodities will continue to grow. The margin of 
credits needed beyond our imports in order to keep 
commerce alive for the present are, first, compara- 
tively short-term amounts to cover part of our ex- 
ports of raw materials and the distribution period 
of our manufactured goods, and, second, constant 
refinance of debts or interest already owed to us. 

In summary, on the production and marketing side 
of our commerce we can say that our food exports 
should remain on a greatly enlarged scale; that the 
demand for our raw materials should slowly increase 
toward pre-war amounts; that in respect to our man- 
ufactures we should be able to hold special fields of 
repetitive production and ingenuity; that we will 
need to make a fight to hold the markets for manu- 
factured goods where we come more directly into 
competition with the European manufacturer, but 
that we can do it if we will work and apply our 
brains to it. On the financial side of our situation, 
I do not believe our world credit situation is at all 
so unsurmountable or that it requires extraordinary 
solutions. 

I may repeat that we need to realize, above all 
things, that even if we lower our vision of civiliza- 
tion in this crisis solely to that of our own selfish 
economic interest, we are mightily concerned in the 
recuperation of the entire world. There is an eco- 
nomic interdependence in the world that recognizes 
no national boundaries. The greatest jeopardy to 
the standard of living of our people is the lowered 
standards of Europe. Now that we have become a 


‘great debtor nation, we must learn that this great 


debt must be wisely directed so that we do not stifle 
both our own growth and the growth of others. 
There are, indeed, many complexities arising out 
of our great expansion on productive power and our 
suddenly born creditor position. I do not need say 
that we are confronted with a hundred difficulties, 
that we must be alert to steer our commercial policies 
against the winds of the world in an economic storm. 
We are suffering greatly in this immediate world- 
wide industrial depression. This depression is partly 
due to the war; it is partly due to our post-war boom, 
with its. speculation, its extravagance and its slack- 
ening of efficiency. The Government can help recov- 
ery by removing the obstructions to commerce and 
industry. But when all is done, the real cure for all 
depressions is courage and applied intelligence and 
the return to primary virtues of hard, conscientious 
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toil and economy in living. On every side there is 
evidence that the vast majority of our whole nation 
is making again an effort in those directions equalled 
only by that of 1918, and the day some months ago 
when we entered this effort we fundamentally turned 
the corner of this depression. While our recovery 
may be slower than some may expect, nothing can 
prevent the prosperity of a country where the people 
have enlightenment, wish to work, wish to produce 
and wish to do right by their neighbors. 
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We are not a nation of machines and houses, fac- 
tories and railways. We are a nation of men, women 
and children. Our industrial system and our com- 
merce are simply implements for their comfort and 
happiness. When we deal with those great problems 
of business and economics we must be inspired by 
the knowledge that we are increasing and defending 
the standards of living of all our people. Upon this 
soil grow those moral and intellectual forces that 
make our nation great. 








(Continued from page 48) 

When we come to discuss the problems of business, 
the problems of commerce, we must talk in terms of 
commerce and terms of economics. These are not sub, 
jects that lend themselves to oratory, but if we would 
consider the matters in the light and in the order 
that will be of use and importance to our people we 
must discuss them in terms of business. I therefore 
propose today to discuss with you for a few moments 
some matters in respect to our foreign trade, and in 
these times when we enter upon these discussions we 
must enter upon them with every frankness, with a 
willingness to diagnose our position, to look it squarely 
in the face and to attack it with courage. 


(Continued from page 40) 
Miss Hickeysunanimously, when Miss McPhee, a late 
entry, appeared. 

Miss McPhee’s points were as high as Miss Hickey’s 
which forced the judges to decide to nominate her co- 
winner, and the two girls paraded on the runway 
in the evening carrying beautiful, huge bunches of 
American Beauty roses presented by the management. 

The two young ladies were very generously ap- 
plauded by the huge crowd of spectators as they 
walked the length of the runway. Announcement 
had been made by a printed sign passed along the 
platform that the “most perfect feet in New Eng- 
land” were to be produced. 








Wisconsin Merchants To Meet in August 


The Wisconsin merchants have 
their program and other arrange- 
ments for the convention to be held 
at Sheboygan August 9 and 10 well 
under way. A general committee 
on arrangements, consisting of 
“Lap” Imig, Peter Schils, Oscar 
Hanson and Art Christof, is busy 
on the job. The convention will be 
a two-day meeting full of business 
building ideas.. There will be no 
displays of manufacturers except- 
ing where shoe travelers see fit to 
be in the city at the hotels on these 
dates. 

The Wisconsin merchants will try 
out the idea of a no-display con- 
vention, believing that the attention 
of the merchants can be more care- 
fully centered upon merchandising 
problems if buying is left out of 
consideration during this time. 


Well Known Speakers Chosen 


While the program has not been 
completed, several high lights have 
‘already been engaged. Among these are J. Orlebedke, 
president of the Wisconsin Federation of Retailers 
and manager of Crane’s Department Store; A. L. 
Summers, who will speak on “The Power of Organ- 
ized Efforts”; State Senator Oscar Morris, who be- 
fore his election to the Senate was connected with 
the Wisconsin Dry Goods Association, and who dur- 
ing his tenure in office has been instrumental in the 
defeat of the pure shoe bill and several other meas- 
ures which were up for consideration in the Wis- 
consin Legislature, and Earl C. Logan, western edi- 
tor of the BooT AND SHOE RECORDER, who will discuss 
some of the problems facing the retail shoe industry. 








WILLIAM SCHLAEFER 


President of Wisconsin Retail Shoe 
Dealers’ Association 


| The second day of the meeting 
| will be given over to round table 
and open forum discussion of styles, 
buying methods, help problems, 
stock records and other questions 
which are of vital importance to 
shoe retailers at the present time. 





Entertainment Planned 


The entertainment committee will 
see to it that time does not rest 
heavy upon the hands of the mer- 
chants while the convention is not 
in session. Lap Imig is chairman 
of the hotel committee, and it is 
well for merchants who expect to 
visit Sheboygan for the convention 
to write him to secure reservations 
because Sheboygan will have an old- 
fashioned homecoming the same 
week and hotels are likely to be 
crowded. 

Henry Young, Casper Wolff and 
Clarence Lavernz, shoe manufactur- 
ers of Sheboygan, will entertain the 
retail merchants upon the evening of August 9 with 
a trip to Elkhart Lake, followed by a dinner and 
dance. 

Two years ago when the convention was at Osh- 
kosh, Mr. Young was much impressed with the enter- 
tainment features and promised when the convention 
came to Sheboygan that he would go that entertain- 
ment one better. 

Every merchant who attends the convention can 
therefore be assured both a profitable and pleasant 


stay in the Wisconsin city. 
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Upper left—Sommer € a display. 














Upper right—City of Paris feature. Lower left—Philadelphia 
Shoe Co. window. Lower right—Emporium style exhibit 


San Francisco Prize Window Trims 


An unusual feature of the convention of the Cali- 
fornia Shoe Retailers’ Association was a prize win- 
dow trim contest which had been announced sev- 
eral weeks in advance of the convention. Every store 
in the city of San Francisco selling shoes was elig- 
ible to enter the contest. 

The merchants entered heartily into the spirit of 
the affair and all of the principal stores trimmed 
their windows with the idea of capturing one of the 
prizes. The committee to decide on the merits of the 
windows was appointed by the president and was com- 
posed of merchants outside of the city of San Fran- 
cisco. The points considered by the judges were: 

First, the decorative effect; second, the attraction 
to the customer, and third, the sale value of the trim. 

It was necessary for the committee to go over the 
downtown section of the city several times before ar- 
riving at a final decision. Prizes were awarded as 
follows: 

First, Sommer & Kaufmann, Market Street Store; 
second, City of Paris, shoe department, and third, 
Philadelphia Shoe Company. 

The window of the shoe department of the Em- 
porium, another large department store, also received 
favorable mention. 








The first prize was $25, second prize $15, third 
prize $10. Al Katchinski of the Philadelphia Shoe 
Company and president of the California Association, 
gave his window trimmer instructions to win the 
prize and not count the cost of producing the win- 
dow. The other prominent merchants apparently did 
likewise and the result was a city of unusually well- 
trimmed show windows. At least twenty-five win- 
dows in the city were worthy of prizes. 

Here is an idea that other associations might well 
feature in convention cities. 


“KEEP ’EM SHORT” 
Lynn Shoe Men Repeat Doctor’s Short Skirt Advice 

Lynn shoe manufacturers are repeating Dr. Woods 
Hutchinson’s advice to “keep ’em short.” The doc- 
tor was talking to some college girl graduates. Long 
skirts, he said, are a relic of the barbaric age, when 
savages went around wrapped in blankets that 
dragged on the ground. Short skirts have won wom- 
en foot freedom. 

When women first put on short skirts the world 
might have been scandalized a bit, but Lynn’s 
trade started to boom and it has been booming ever 
since. 
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Stability Is Here, Say Canadians 


Retail Merchants in Session at Toronto Urged by Speaker 
to Anticipate Improved Business Conditions— 
Merchandising on Falling Market Discussed 


Toronto, July 13.—“The slump in inventory values 
has been immense. The amount written off.the in- 
ventory last January would equal the profits of sev- 
eral years. One peculiar feature of trade has been 
the demand for novelties in leather and the salable 
Shoes of new patterns. What will happen if a great 
quantity of shoes are required on a basis of rapidly 
changing styles with retailers holding off until the 
last minute before placing orders? To give the shoe 
manufacturer and the tanner a fair chance and a 
Stable market the retail shoe merchant would do 
well to anticipate the improved demand in sight by 
having sufficient stocks on hand to supply customers 
promptly.” 

These are some significant sentences from an ad- 
dress on “The upper leather situation,” delivered 
by C. G. Marlatt of Marlatt & Armstrong Company, 
Toronto, at the opening to-day of the third annual 
convention of the National Shoe Retailers’ Associa- 
tion of Canada. 


Further Improvement Predicted 


Dealing with the question of supplies, Mr. Marlatt 
said that stocks of hides and leather had been fully 
liquidated and that present stocks throughout the 
country were low. Business is better now than it 
was a short while ago and he predicted a still fur- 
ther improvement by September, he believed, many 
tanneries would be working to full capacity. He 
pointed out that Canadian sole leather had so ad- 
vanced in quality as to reduce importations from 
other countries, although he admitted that in one 
instance the adverse exchange rate had been a factor 
in the reduction. There had also been, he said, a 
decline in the demand for foreign-made shoes, owing 
to the improved styles and workmanship of the 
Canadian product. 

His statements as regards available stocks of 
leather were generally confirmed by W. J. Heaven 
of the Anglo-Canadian Leather Company, who spoke 
on “The Sole Leather Situation.” 

“During the past year there was a still greater cur- 
tailment,” said Mr. Heaven, “owing to the lack of 
demand in Canada and the impossibility of export- 


ing.” 


However, basing his opinion on reports 
received from tanners throughout the coun- 
try he thought that the bottom had been 
reached in prices and that higher charges 
might be expected soon. He pointed out 
that the only block of leather was held by 
the United States, which had a six months’ 
supply, but that anything like a sharp de- 
mand for leather would soon eat into this 
surplus, which he estimated to be in pro- 
portion more like a mole hill than a moun- 
tain. 


Rules of Successful Merchandising 


Other practical and helpful addresses delivered 
at the afternoon session evoked an ardor and enthusi- 
asm among the members, which even an oppressive 
atmosphere of 90 deg. could not dampen. 

An animated discussion followed a paper read by 
C. E. Smith of Peterboro, Ont., on “Successful Mer- 
chandising on a Falling Market.” 

This result, he observed, was conditioned upon 
four cardinal rules: 

Buy intelligently—watch the market—study your 
trade journal—and sell not only goods but service. 

He stressed the risks involved in buying from too 
many firms. 

“You are liable,” he said, “to duplicate lines and 
eighteen pairs from two houses make thirty-six pairs, 
whereas if you bought, say, thirty pairs from one 
house, your sizes would run better and you would be 
less liable to lose sales from being out of size.” 

He also deprecated the common practice of telling 
a customer that the store was out of a certain style 
or size without giving a reasonable excuse for be- 
ing so, such as “we have had quite a run on that 
style,” etc., etc. In reply to a question he said he 
took stock at the market prices current at the time 
of stock taking, that he got quotations from the whole- 
salers and used them as a basis for re-figuring prices. 
He strongly recommended the adoption of a stock 
accounting system and mentioned one that he had 
got from the Brown Shoe Company in the United 
States some years ago as highly satisfactory. 


Your Salesmen as Buyers 


“Let your salesmen be your buyers,” advised Row- 
land Hill, Jr., of London, Ont., in a talk on “How to 
Promote Efficiency in Sales.” 

“They meet your customers and they know their 
wants.” 

He also advocated the payment of bonuses when 
sales exceeded a certain amount. In reference to his 
own firm they paid a bonus to salesmen of a dollar a 
head when Saturday nights sales went beyond an 
agreed-on figure and they found the system worked 
well. Keeping the salesman informed as to the prog- 
ress of the business was another method employed to 
enlist his interest and co-operation, as was also the 
payment of decent salaries. 

In a brief provocative address on “Handling Cus- 
tomers Successfully,” J. Howard Carkner of Ottawa, 
Ont., declared he had found that making exchanges 
promptly and cheerfully and evincing a genuine in- 
terest in the customer’s needs helped to establish 
that feeling of confidence which went far toward 
building good-will and establishing permanent cus- 
tom. 

As a matter of courtesy to the forty-five manufac- 
turers exhibiting at the King Edward Hotel, the con- 

(Continued on page 123) 
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f The cleverest stunt of the Boston Style Show—Sixz pair of feet come down the line with the first banner; a pistol 
shot and the top of the banner drops with a new message and shows the incongruity of footwear on banker, 
laborer, athlete, actor, chef and hobo 





Joe Pietzuch, the wizard of 
the Osteo-Tarsal, illustratina 


A. J. Sweet lines up the Lunn 
the flex of the shank 


& Sweet girls prior to their 
promenade around the build- 
ing 


These pictures are but sam- 
ples—if we had photographed 
all the special boosters it 
would have necessitated an 
encyclopedia 


Model clad in Polar Kloth for 
Thomas, Lake & Whiton, 
Boston 
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One-strap on feet and two-straps dis- 
played by La France model 


A Model on the Runway Naturally 
But Now the Latest Is “One in 
Every Booth” 





Perfection of fit illustrated on the model. This 

young lady held the center of the Stetson Shoe 

Co.’s little runway, which was spot-lighted and 
even cabareted 











Wearing Huckins & Temple Co., Milford, 
Mass., shoes of grained patent leather 





Ke Ae 
Wearing Huckins & Temple Co., Mil- 
ford, Mass., shoes of grained patent 
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Secretary Hoover as the RECORDER division 
cheered him 
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What Are You Buying for Fall? 


Program Mapped Out By New York State Merchants in 
Convention at Buffalo—Charles H. Barton 


Buffalo, July 15.—The 1921 convention of the New 
York Retail Shoe Dealers’ Association was voted the 
most successful meeting in the history of the or- 
ganization. From the time Fred Becker, president 
of the Buffalo Association, called the convention to 
order Monday morning until the close at 5 o’clock 
Tuesday afternoon every minute was full of enthusi- 
asm and the spirit that makes for 
better retail merchandising. 

The problems discussed were 
pertinent to the times and every 
speaker was apparently conscious 
of the fact that time was valuable 
and must be conserved. The invo- 
cation was pronounced by that 
grand old man of the shoe indus- 
try, Elmer Gildersleeve of Pough- 
keepsie, whom everybody in the in- 
dustry has learned to love and 
honor. 


Speaker Stresses Organization Ad- 
vantages 


The convention was welcomed to 
the city by Mayor George S. Buck 
in a characteristic, business-like 
way. The response was made by 
William Pidgeon, Jr., president of 
the association. 

Mr. Pidgeon, in his president’s 
message, dwelt upon the great and 
lasting benefit of craft organiza- 
tion in general and organization of 
the various parts of the shoe industry in particular. 
He told the story of the co-operation of the National 
Shoe Retailers’ Association and the government dur- 
ing the war period, the way in which it had saved 
and conserved and had done its bit toward the win- 
ning of the war. During the period of readjustment 
the association is again playing an important part 
by educating the merchant in better methods of mer- 
chandizing, in order that prices may be reduced and 
the public served in the best manner and at a mini- 
mum cost for footwear for the various members of 
the family. 


The Drop in Retail Prices 


Some merchants, he pointed out, became panic- 
stricken and dumped their merchandise at ruinous 
prices. A few stood in their own light, apparently 
not acquainted with conditions, did not take the 
proper mark down and have suffered thereby. The 
middle course was recommended and adopte by the 
average merchant. Retail prices were reduced in 
harmony with wholesale prices and both the mer- 
chant and the public have been the gainers. 

The charge of profiteering he characterized as a 
black lie, and added that merchants are now selling 
many shoes at losses ranging from $2 to $4 a pair. 


Elected President 








WILLIAM PIDGEON, Jr. 
Retiring President of New York State 


who was elected a 
Director for the maximum term of 
three years 


Association and 


“It will take a long time for many merchants to re- 
gain what they have lost financially, but they have 
taken their medicine like men and are ready to go 
ahead,” he conciuded. 


Various Leathers Described 


T. C. Mirkil, secretary-commissioner of the N. S. 
R. A., gave a very comprehensive 
idea of the past accomplishments 
and future expectations of the na- 
tional organization. He spoke in 
the highest terms of Senator Cal- 
der, who represents New York in 
the United States Senate, charac- 
terizing him as being fair and 
open-minded. He urged all mer- 
chants to keep in close contact 
with national affairs and to write 
often to their representatives in 
Congress about matters which per- 
tained to their business, believing 
that the law-makers are anxious 
to have the opinions of their con- 
stituents. 

James F. Lobell made a very ex- 
haustive talk on tanning and fin- 
ishing of leather, explaining in de- 
tail the difference in construction 
of the various animal hides and 
skins used in production of foot- 
wear leathers. He explained the 
process of grading leather, which 
is by feeling and testing it, and 
grade is determined by the personal judgment of the 
grader. He called attention to the fact that the name 
of a tanner did not indicate the grade of the leather 
since every tanner necessarily produced many grades 
because of the wide variation in the quality of the 
skin which he had to buy. 


Stock Good Polishes, Says Speaker 


In closing he urged upon the merchants the abso- 
lute importance of having the right kind of polishes 
and dressings for the various kinds of leather and 
explained the detrimental features of many of the 
polishes that are now on the market. 

With the opening of the morning session on Tues- 
day, President Pidgeon delivered a very unusual and 
wonderfully inspirational address on the human ele- 
ment in selling shoes. The retail merchant, he said, 
has a real part to play. No plan has yet been devised 
and probably never will be devised by which he can 
be eliminated and he owes to the public, as much as 
the public owes him. On the other hand he is per- 
forming a service which is necessary and which is 
honest, honorable and upright and a benefit to the 
public if he so makes it. 

He likened the world to a great procession, old and 
young, righ and poor, all human members of the same 
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family—all having to be fed and clothed. 

“The manufacturer and the wholesaler gather their 
materials from places where they originate,” he said. 

The retailer reaches out to the manufacturer and 
wholesaler and brings the wares into a storehouse 
and distributes these necessities required by the 
great procession. This great human procession do 
the things they want to do and the things they are 
pleased to do. It is the job of the retail merchant to 
assist them in doing these things in the best possible 
manner. 

“Again, this great procession of humanity can be 
likened to a great harp with six strings. The re- 
tailer is the artist who plays the harp. Each string 
has a special significance, must be played separately 
and yet in such a way that the strains mingle in 
harmony. The first strain is Comfort, and the manu- 
facturer as well as the retailer should give more 
thought to lasts, to materials and designs that will 
properly and comfortably fit human feet. 


Urges Beauty in Shoes 

“Second, Beauty, which is encompassed in style— 
and footwear should have refinement and taste. The 
human mind is endowed with desire for beauty which 
should be recognized in color harmony and footwear 
design. 

“Third, Pleasure. The desire for pleasure is present 
in every human being and proper footwear should 
add to the occasions where pleasure is sought. Sport 
footwear exemplifies especially the pleasurable in our 
industry. 

“Fourth, Fear—the element that causes women to 
bring children to the shoemaker and the element 
that sometimes prevents people from buying their 
actual needs. The perfect confidence which the pub- 
lic should have in the shoe merchant and which the 
merchant may have if he deserves it, should allay 
this element of fear. 

“Fifth, Economy—there are a few spendthrifts who 
do not value their money, but people generally are 
economical. This string should be played softly. To 
talk price, price all the time breaks down confidence. 
Rather talk quality, value and appearance. 

“Sixth, Self-Protection—this in shoe merchandis- 
ing comprises waterproof footwear, rubbers and simi- 
lar foot-coverings. It is an element that must be 
looked upon as a great part of the business.” 


C. H. Barton Elected President 

The election of officers resulted as follows: 

President—Charles H. Barton of Buffalo, N. Y. 

First vice-president—J. Irving Pratt. 

Second vice-president—Bert J. Kasper. 

Third vice-president—Charles Strange. 

Fourth vice-president—N. B. Hughey. 

Secretary—Fred Becker, Buffalo, N. Y. 

Treasurer—E. P. Ellenthorp. 

Directors—Three years—William Pidgeon, Harry 
Phelan, Charles H. Miller, Chris Salter. Two years— 
Mr. Kimball, J. L. Patton and Fred Nichols. 

The next convention will be held in Albany, be- 
ginning Tuesday, following Labor Day, 1922. 


Style Program Mapped Out 
One of the most interesting and without doubt the 
most profitable periods of the convention was that 
devoted to an open forum discussion on “Shoe Styles 
and Quantity Buying” for the fall and winter season. 
The forum was led by Ernest Parks of Syracuse. 
The style committee, appointed by President 
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Pidgeon had charted a plan showing their ideas of 
an average shoe stock in the State of New York for 
the period between Sept. 1 and Jan. 1. 

Mr. Parks, in his opening remarks, said that in his 
opinion the average store had too much stock and 
was not getting an adequate turnover excepting on a 
few items, which constituted the most salable ar- 
ticles, but was, in fact, only a small percentage of 
the store’s investment. 


Local Condition May Alter Plan 


He recommended that the merchants carefully 
study the chart prepared by the styles committee and 
determine the percentages needful in their stock 
based on the plan presented. 

“It is not to be expected,” he said, “that any mer- 
chant can adopt the percentages here presented ‘as 
is,’ since the size of the city and local conditions 
must be taken into consideration, but the plan can 
be adopted as a general guide and the percentages 
worked out as the good judgment of each merchant 
dictates.” 

In the discussions which followed the presentation 
of each item on the schedule, merchants were not of 
one opinion as to its correctness and many lively tilts 
were indulged in. 


Thirty-one Per Cent Boots , 


The first part of the schedule which shows 31 per 
cent boots; low cuts with military heels 53 per 
cent, and low cuts with Louis and Junior Louis heels 
16 per cent, was conceded as being a pretty fair and 
safe average to figure upon for the average store. 

The discussion on welt sole oxfords with walking 
heel, centered on the proportion of tan calf as recom- 
mended by the committee. There was a general feel- 
ing that tan calf should show a larger percentage 
and many merchants from the larger cities felt that 
the proportion of patent leathers should also be con- 
siderably larger and that the proportions of black kid 
and ooze should be lessened. 


The Vogue of Black 


When it came to the consideration of the Louis 
heel schedule, the merchants from the larger cities 
felt that the proportion of black kid and brown kid 
were both too high and that the proportions of patent 
and black satin were entirely too low. 

Attention was called to the fact that the schedule 
as worked out provides for 20 per cent of colors in 
Louis heels. All indications point toward the fact 
that women will wear black gowns of Canton crepe 
and other soft, clingy silks. Black and white com- 
binations, black being the predominating color, will 
also be popular in women’s gowns. In view of this, 
it is expected that in the Louis heel type of footwear 
black will prevail almost exclusively for street wear. 
Consequently only a small percentage of colored 
leathers and colored fabrics will be used in this type 
of footwear. 

The discussion on the schedule of high Louis heels 
against Junior Louis heels resulted in the convention 
accepting the proportion of 55 per cent high Louis 
against 45 per cent Junior Louis as recommended by 
the style committee. 


Advocates Wide One-Strap 


Quite a lively debate arose on the question as to 
the particular type of strap oxfords with welt soles 
that would be most popular for the forthcoming 
season. 
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Mr. Roblin of Buffalo was of the opinion that a 
wide one-strap with button fastening would prove 
much in favor. 

“While buckles have been popular, they have a ten- 
dency to cut the edges of the straps, giving them a 
frayed appearance,” said Mr. Roblin, “and for this 
reason as well as the fact that the wider one-strap is 
neat in appearance and something different, will make 
it pleasing to women of taste.” 

The new 3-strap model with harness buckles di- 
rectly over the center of the foot was discussed and 
opinion varied as to whether or not it would make 
any great headway. Below is the chart as worked 
out by the style committee: 


STOCK FOR OCTOBER, NOVEMBER AND 
DECEMBER 


Women’s Shoes. 
Entire Stock: 


Low Cuts—Military Heels 
Junior Louis and Louis Heels 


Black Calf 
Patent 


Black Kid 
Tan Calf 


Black Calf 
Black Ooze 
Colored Ooze 
Patent 





Law Cuts (Straps, Colonials, &c.) with Louis and Junior 
Louis Heels 


Black Kid 
Brown Kid 
Black Calf 
Tan Calf 
Black Ooze 
Colored Ooze 
Patent 


Louis Heels 
High Louis 
Junior Louis 


This schedule does not take into consideration slippers 
strictly for evening wear. 


How the Men’s Business Can Be Built Up 


In opening the discussion on men’s shoe styles Chair- 
man Parks related a little chapter of his own experi- 
ence. 

“Before the end of 1919-1920,” said Mr. Parks, “I 
realized that my men’s business was slipping. I 
made an analysis of the situation and determined 
upon a new policy. I found that I had entirely too 
heavy a stock of what we usually term ‘men’s staple 
shoes.’ 

“Regardless. of what those shoes had cost me, I 
inventoried them at prices low enough to be on the 
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market, even anticipating future declines which I 
felt would come within the next few months. I re- 
priced them at retail on that basis and then adver- 
tised them good and strong. 


Cleaned His Shelves and Bought Style Shoes 

“IT sold my salespeople on the idea that those shoes 
were good values at the new prices and that the men 
needed them, and it was up to them to clear the 
shelves. We did it and we did a clean job, then I 
went into market and bought what I thought the 
youngbloods wanted, and here again I was right. I 
am convinced that the time is past when men are 
willing to pay $15 to $20 for shoes. 

“I knew that I could buy good, snappy shoes and 
good, substantial shoes to sell at from $7 to $10, 
and here is where we put the stress of our sales 
effort. I felt that if I could do a volume business 
that I could mark those shoes on the basis of 30 to 
33 per cent on the selling price and have a satisfac- 
tory profit. Here, again, I was right, and our men’s 
shoe business has been satisfactory and I have no 
complaint to make.” 

$6.50 to $10.50, Says Baird 

John J. Baird of Columbus, Ohio, president of the 
Ohio Valley Retail Shoe Merchants’ Association, who 
happened to be in Buffalo, backed up what Mr. Parks 
had said by a similar experience in his own store. 

In his opinion, men are pretty well fed up on $15, 
$18 and $20 shoes. The price of $6.50 to $10.50, in 
his opinion, would cover the range of popular sell- 
ing prices for the forthcoming fall and winter 
season. 

When some merchant in the audience asked Chair- 
man Parks his opinion of ball straps for fall, prac- 
tically the whole audience, with one accord, yelled 
“Dead!” 

French Toes and Brogues Good 

In the opinion of the convention, medium square 
French toes, the regular brogue last and lasts sim- 
ilar to the old custom models, will be the prevailing 
types for fall. 

It was conceded that there is a strong tendency 
toward black, but in the heavier types the tan Scotch 
grains and similar leathers will be much in vogue. 
In the smooth leathers, light and medium shades will 
prevail in the higher grades which sell above $10, 
while in the grade below $10 light shades will not 
be so popular and the dark brown will still be very 
good. 

As was the case in the chart presented on women’s 
styles, the merchants did not agree entirely with the 
report of the Style Committee, but in the main the 
report was accepted by the convention. 


MEN’S SHOES 
Dress and Street Shoes 


High Shoes 
Oxfords 


Men’s High Shoes to Retail at $10 and Up. 


Light (No. 3) Russia 
Medium (No. 4) Russia 
Dark (No. 26) Russia 
Brown Kid 

Black Kid 

Black Calf 
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Telegraph Code Word—Basis 
No. 398—Panel Two Strap, Black Glazed Kid 
Leather, Last No. 182, 14/8 Junior Louis Bom 
Seven Iron — Turn Edge Sole - . 83.75 

to 8 





Telegraph Code Word—Dawn 
No. 405—Circular Vamp Whole arter wi 
Ball Strap and Stock Tip, Blind hone A... 
} en meng ans --~ 184, 10/8 Military 
} ingfoo ubber Heel, 

Double Fudged © Bdge Sole. 1 eer eee 


acess es tale to 7% 
I ° 
No. 405—Brown Calf with +e Heel. $4.25 





Telegraph Code Word—Cabin 
No. 406—Panel Two Strap, Imitation Ball 
Strap and Tip, Medium Light Tan Calf Leather, 
Cochin Shade, Last No. 183, 12/8 Military 
Heel, Nine ~_ my | Fudged — Sole. 

to 8 









9 


‘ ra 


eS | 






ke 


2) 


SST TS Se Se 


» 


lit. 


PEAS \ pubbsaieas 


igs 


A 
Z 
z 
Z 
z 
< 
— 
Z 
s 
— 
= 
— 
= 
= 
= 
Zz 
ZS 
ZS 
Z 
a 
A 
¥ 


There’s No Argument 


Quality speaks for itself. New SHUKRAFL models hold 
the attention of the shoe-buying public. Their unusual 
attractiveness takes the “no” out of turnover. 





Shoes Shown Are in 
Stock for Immediate 
Delivery 


HUKRAF]. 








Quality Footwear 








CEC Shoe Co 
Columbus O 


Seasonable Shoes at Reasonable Prices 
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| 260, oan - pairs of VK ) Ss 
New Field Shoes 


BIDS CLOSE AUGUST 15, 1921 


sale of 





Surplus Property Branch, Office of the Quartermaster General, Munitions Building, Washington, D. C..,. 


offers for sale by negotiation until 12.00 o'clock noon (Standard Eastern Time) August 15th, 1921, alli 
Informal bids for all of any one lot, or for all of any two or more lots, will! 


of the shoes offered in this list. 


be considered, but bids for any part of any one lot will not be considered. No special bid form is necessary. 


Ten per cent of the amount of bid must accompany bid as a guarantee to fulfillment. 
’ f.0.b. point of storage. 


thirty days after notification of award. 
merchandise is invited. 


Bids must be made for goods “‘as is,’ 


The remainder must be paid within. 
Inspection of actua 


Sizes range from 5A to I5EE. Upon application you may obtain lists which completely describe each lot as to sizes,_ 


point of) storage, etc. 
See list as follows: 


If you are interested in any special lot, please refer to the SPD No. when asking for information. 


New Field Shoes, Hobnailed 


SPD No. Stored Quantity SPD No. Stored Quantity 
E-3070 Baltimore, Maryland .............. 77 C-1188 Camp Knox, Kentucky ............ 84- 
E-212 Baltimore, Maryland .............. 565 14331 ak, IN os winds 2 ord 0 oe 00 6 38, - 
16301 Baltimore, Maryland .............. 15,220 19404 Jefferson Barracks, Mo. .......... 

16829 Edgewood Arsenal, Maryland....... 2,531 C-1506 Camp Funston, Kansas Sade metaime 1 1,068. 
E-1609 SS aR Pere 860 16307 De EO, bbc occ aceucs sae 50- 
E-1612 Philadelphia, Pa. ea acing atta Sioa ai ca 0:<ec aed 2,145 13837 ee LLC TE ee TC Te 1,740» 
20993 PE 6 csc ccsebaccsaee 303 3 3 
20995 Philadelphia, Pa. ..............-- 2,226 The following lots may or may not have hobnails: 
20997 I BM, oct castes comedian 458 21002 SS Ce rere eee re 285 . 
19399 ee I, ce cene nae eu 15,510 20994 TIS, on aS x dla aaup so 8 actun 418 
19556 Ne Saree rer errs 33,728 16991 OS ee 3,177 
17273 Brooklyn, N. ES eee 2,108 E-3067 EE era 133 
16990 SOTO CTC CR Ce 49,090 19399 RO Se Ser orrerra 1,112 
SE-966-CE OR, nbc ois 4 cia steer 824 20998 IS I in ce ccc tesc ces 18,300 
21077-CE Be MIEN, BI. oc cc ccccccccccce 9,696 21001 I TR. go oaeo 000.6 od eme 6,410 
904-CE Ee ee eee 1,247 20960 Gumpeweaweee, MAE. .n. ccc ccccccus 3,480 
S-159 voce a wes aes oe 1,241 R.S.S. IE ok 6. 5. 6.0 3 0.9 0 5 < 0 « ako eee 1,558 . 
S-159 Fort Ringgold, Texas ............ 101 R.S.S. COTE 56. c.cccesceccec daca 13,545 . 
S-159 EE, ono c666 cc cclenbes 287 C-895-CE OS Ser ee 202 : 
8-159 ee I, EMD bc cecccceseces 12,731 894-CE EE sw oc a 3 06.000 6 eee 79 
20953 Jeffersonville, Ind. .............. 4,004 892-CE a arr rrr. 1 
C-1066 Perr e eer 378 893-CE IID bao: 4'0..6 0 060-6 © biamretgad 5: 
1195 Camp Knox, Kentucky............ 4,405 16070-CE Camp Pike, Arkansas ............ 5. 


These shoes will give excellent service and are just the ee needed by men who are working in lumber camps, mines, 


quarries, lime and cement plants, construction work, and 


great many other occupations. 


opportunity to bid on shoes of this character. 


Shipments will be made promptly. 


they may be utilized to a certain extent in farm work and a 
Merchants having a following of this kind should not hesitate to take advantage of this - 


For full particulars as to sizes and widths of each lot, details of sale and other information, write immediately to: 


CHIEF, SURPLUS PROPERTY BRANCH 


Munitions Building, 


Office of the Quartermaster General, 


Washington, D. C. . 


REMEMBER, ALL BIDS MUST BE IN BY AUGUST 15th, 1921 
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“The Lift That Suspends 
or Money Refunded’ 





The Case 
of Ed. C. Brown 


EOPLE are all too frequently quiet about such things. They suffer 
and keep on suffering. Read the letter shown on this page. it 
tells its own story. It speaks volumes. It points the way to re- 

tailers of the country who have that sincere desire to serve and in serving 

they reap their reward in increased goodwill, stimulated movement of all 
merchandise on their shelves asd increased profits. 





March 25, 1921. 
Federal Arch-Lift Co., 
Boston, Mass. 


Gentlemen: 


I am a man weighing 225 pounds, and before I discovered the 
Federal Arch-Lift I could scarcely stand or walk on my feet. 
I have worn them now for six weeks, and the benefit I have 
derived from them is almost unbelievable. If I was unable to 
purchase another pair, I would not part with these Arch-Lifts 


at any price. 
Yours truly, 


ED. C. BROWN. 
Public Works Dept., 
Boston, Mass. 


For the sake of those who suffer from foot-trouble we urge you to feature Federal 
Arch-Lifts. With this initial order comes our striking advertising material and com- 
plete selling information. 

Those of you who attended the Boston Style Show know that we made good our claim 
to fit Arch-Lifts to all dealers who came on crutches. These men are sold on Federal 
Arch-Lifts. One demonstration has convinced them, as it did Mr. Brown, that Federal 
Arch-Lifts are the greatest thing of the kind on the market today. 


No Rubber No Leather No Metal 


FEDERAL ARCH-LIFT MFG. CO. 


168 Dartmouth St. Boston, Mass. 
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¢ No. 13711, 
No. 1416 pe calm 
IRON CAST ENAMELLED BUCKLES IRON CAST 
NONRUST THAT HARMONIZE WITH COMPOSITION 
pt oma STYLISH SUMMER FOOTWEAR Deka 





Harmony is the keynote of summer. 
We manufacture a large assortment of 
buckles to match leathers which will 








be popular all season. 
Samples sent free upon 
No. 1141 request of manufacturers, COMPOSITION 
COMPOSITION NORTH & JUDD MFG. CO. SALES OFFICES 
NEW BRITAIN, CONN. NEW YORK 


- CHICAGO 
i) ST. LOUIS 
SAN FRANCISCO 





ALL LEADING (s 
JOBBERS SELL 


OUR PRODUCTS. HARDWARE 
PROOUCTS 














































MEN’S FANCY BALL-STRAP OXFORDS 
@ pilimen 


cSPEC/AL-. 


7 Ltigh Grade Shoe > &) 
In Stock 








No. 71 
Widths A to D 
Price $6.50 


WHITMAN & KEITH COMPANY 


Designers and Makers of Men’s and Women’s Fine Shoes 


BROCKTON (Campello Station) MASS. 
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KYZYCALF 


| B -Bso insistent demand ‘ell 
for sonathng different and a 
departure from staple lines, 
has resulted in the evolution 
of this individual, distinctive 
Calf leather creation. 

The best skill known to the 
Trade has esx in Aozy- 
calf such desirable character 
istics as the richest of colors, a 
superior finish and an incom, 
parable 


Made in the following shades:- 
Color No. 16 —(Dark Mahogany) 


Bosh No.2] euacibon teve roe ON 


eck 
=A colors in ‘ie 


THE OHIO LEATHER CO. 
GIRARD, OHIO. 





a ameos nimaepliipeiii 

















THE HVME VF THE 




















TANNERY AND GENERAL OFFICES 


THE QHIO LEATHER CO. 
GIRARD, OHXIO. 


BOSTON 
THE OHIO LEATHER C "PORATION 
33 SOUTH ST. 


PHILADELPHIA 
THE OHIO LEATHER COMPANY 
325 ARCH STREET 


ST. LOVIS 
ARTHVR S.PATTON LEATHER CO. 
1602 LOCUST ST. 


NEW YORK 
OSCAR SCHERER & BRO. 
29 SPRUCE ST. 
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WORKERS UNION 
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There’s Only One Way to 
Reach these People 


and it helps you reach the others, too! 


Think of the hundreds of Union men and Union women 
in your town—are you ignoring their business entirely? 
There’s only one way to reach them, and that is to carry 
the Union Stamp on the shoes you have to sell. They'll 
surely look for it and, rot finding it, they will go out. 


There areany number of manufacturers making any num- 
ber of grades and styles of shoes that carry the Union 
Stamp. You have a wide field to choose from—so why 
not be sure of appealin, <o all the people all the time, by 
having the Union Stamp on your stock. 


Boot and Shes Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street Boston, Mass. 
COLLIS LOVELY, Gen’! President CHAS. L. BAINE, Gen’l Sec’y-Treas. 
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The 
First National Bank 
of Boston 





Transacts commercial banking business of 
every nature. 


Make It Your New England Bank 





Capital, Surplus and Profits 


$37,500,000 








, 


HE Nufashond Lacer with the 

Nufashond Fabric Tip is the one lacer 
that has a legitimate ex- 
cuse for its existence. 
In designing the original 
Nufashond Fabric 
Tipped Lacer we tried 
to think of everything 
that the ideal shoe lacer 
should have—then we 
made Nufashond 
Lacers. 
We gave them a tip that couldn’t wear off— 
break off or tear at fine hosiery. 
Nufashond Fabric Tipped Lacers stay put. 
There is a profit suggestion for you. 
Then too there are display cases, signs and 
selling helps aplenty for you. 


Ask your jobber for samples and prices. 





Reading, Pa. 











The Fabric Tip—It Can’t Come Off 




























An authority’s personal attention to work- 
manship and his close follow-up through 
the factory—such is the service which Mr. 
Whittredge offers buyers of Spatwear. 
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Get in touch with us now, and you'll be 
well taken care of for Fall. 








C. R. WHITTREDGE & CO. 


245 Burrill Street Swampscott, Mass. 
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No. 343 
Black and Brown 
Vici Kid, 2 Strap 











Imitation Tip 
Sizes 3 to 8 
Same as Above Cut . 


$2.95 
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159 Duane St. 
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Absolute 
Reduction Sale 


Our Entire Stock of Women’s, 
Misses’ and Children’s PUMPS 
AND OXFORDS in all leathers 


Sold at Sacrifice Prices 


The Goods Offered Are Not Last 
Season’s Merchandise or Short 
Lines. On the Contrary, They 
Represent Brand New Merchan- 
dise in All the New Fashions 
That Will Sell Throughout the 
Fall. 


New York City 












No. 310 
Black and Brown 
Vici Kid, 2 Strap 





Imitation Tip 
Sizes 3 to 8 
Same as Above Cut 

















159 DUANE STREET 






CRESCENT SHOE CO. 


MANUFACTURERS AND JOBBERS OF 
WOMEN’S AND CHILDREN’S SHOES 


$2.65 


NEW YORK, N. Y. 




















eKeth’o Konqueror” “ijulletin 





UY. 299° Broadway—" Wooton, 207 Essex Streel 
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“Thic week another new one—and a 
beauty. “Woman’s afoort shoe all 
ready for chifoment, 

“Your choice of two numbere— 
621 “Black Calf [rimmings— 
Number 622 Tony “Red Trimmings. 
Size GAG=D. “Ready now. “Price 
$5.75. Hea buy. Order today and 
be among the first to feature ct, 


“The “Preeton 13. Keith Shoe Co. 
“Brockton, Wace. 
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VACATION TIME IS GOLF TIME! 


No. 80 


Pearl Elk 
Golf Oxford 
Tan Elk Saddle 
Suction Plug 
Golf Soles 
6-10 C. D. 


IN STOCK 





THE ORMOND 


READY FOR SHIPMENT 


For the chap who plays 
golf or the man who 
wants a short oxford_— 
just show him this num- 
ber. 


It's more business for you 
if you do. 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 


Q 










































Style No. 242-B 


White kid button, trimmed with pearl 
buttons and silk tassels. Sizes 1 to 
5, full and -half. 


Children’s First Step Shoes 


Children’s First Step Shoes, Sizes 1 
to 5. Best quality of leather and 
workmanship thoroughout. 


Spring Heel Turns 


Sizes 4 to 8, and 8% to 11. Highest 
grade oak tanned sole leather, all- 
leather counters, shank and under- 
lifts. Best upper leather, drill linings 
and threads. 


IMPERIAL 


ROCHESTER,NY. 
tia to Retailer 
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CONV"NTION BENEFICIAL 


Not Much Buying Done But It Served 
to Emphasize Style Stability 


An event of particular interest to 
the merchants of Chicago and the Mid- 
dle West during the week of July 5 
was the Chicago National Shoe Ex- 
position and the Illinois Shoe Retail- 
ers’ convention, which were held joint- 
ly at the Sherman Hotel. 

The association spirit has never 
taken firm root in the city of Chi- 
cago, or, if it has taken root, there 
has not been fertility enough in the 
soil to produce a very large plant. 
The attendance at the convention was 
made up almost entirely of merchants 
outside of the city. The excessively 
hot weather prevented many mer- 
chants from participating in the con- 
vention who had expressed the inten- 
tion of coming. 


Merchants Attend from Other States 


Business throughout the Middle 
West has suffered materially during 
the last few weeks on account of the 
heat and this no doubt was responsi- 
ble for many merchants remaining at 
home. Merchants in goodly numbers 
from Iowa, Wisconsin, Michigan and 
other nearby states were in attend- 
ance at the exposition and many of 
them displayed a lot of interest in 
the convention program of the Illinois 
merchants. The entertainment fea- 
tures of the convention were arranged 
by the Chicago Shoe Travelers. 

The Exposition was larger in point 
of lines shown than any previous 
event, and while buying was not done 
to the extent the shoe travelers had 
wished, yet in an indirect way it had 
a beneficial result, because merchants 
went back home as a rule pretty well 
satisfied that they had selected the 
right styles, colors and patterns from 
the travelers on their regular visits. 


Nettleton Office in Security Building 


Ross. King, representing the A. E. 
Nettleton Co., has opened an office 
in the Security Building, room 1108. 
Mr. King was formerly located in the 
Great Northern Building. He is par- 
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Chicago 


ticularly anxious that all Nettleton 
customers should know of the change 
in his address. 


Hugh Lyons & Co. Remodel Chicago 
Display Room 


The Chicago sales headquarters at 
232 South Franklin Street, Chicago, 
of Hugh Lyons & Co., Lansing, Mich., 
have recently been remodeled. By 
the new arrangement open booths rep- 
resenting display windows of various 
types have been constructed and in 
each window is installed a complete 
and tasteful display of fixtures. Each 
distinctive period design occupies a 
separate window. A merchant is 
thereby enabled to see just how the 
fixtures will look in his own windows 
at home. 

Nat Drey and M. R. Gorove, who 
are in active charge of the sales 
room, have had long experience and 
close connection with window display 
problems. The result of their experi- 
ence is clearly shown in the tasteful 
arrangement of the displays. 


Florsheim Store Managers Visit 
Factory 


The semi-annual convention of the 
retail store managers of the Florsheim 
Shoe Stores was held in Chicago at the 
factory office the week of July 4. At 
these semi-annual conferences the 
styles, lasts and colors for the forth- 
coming season are threshed out, the 
men profiting by the suggestion of 
the factory manager and the factory 
manager taking a tip here and there 
from the suggestions of the retail 
men. 

The consensus of opinion of this 
bunch of merchants is that for the 
forthcoming fall and winter, fancy 
perforated patterns will be very much 
in evidence and patent leather will be 
prominent in both boots and oxfords. 
Ball straps and saddle vamps will be 
less prominent. Ball straps have 
proven unsatisfactory and a disap- 
pointment to both merchants and 
wearers. Mr. Schaaf, assistant sales 
manager, feels there is a misappre- 
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hension among retail merchants re- 
garding future prices. In his opinion 
prices will not be lower because choice 
upper leather in both calf and kid is 
costing more than’ was the case some 
weeks back. Overhead and accessory 
costs are no lower. 


Business a Little Quiet on Monroe 
Street 


For the last few weeks business in 
the wholesale district has not been 
exceedingly rushing. White shoes 
have sold well and most wholesalers 
found themselves unable to supply the 
demand on the wanted numbers. The 
slacking up in business however has 
created no alarm among the progres- 
sive wholesalers. It is a condition that 
usually exists at this time of year. 
Spring and summer shipments with 
the exception of white goods and fill- 
ing in orders have been made and 
fall shipments have not yet started. 

One of the large houses reports 
collections to be exceedingly good in 
proportion to sales. 

A survey made by a particularly 
large concern covering the general 
footwear field indicates that the out- 
look for fall business is very en- 
couraging. In the agricultural sec- 
tions of the Middle West merchants 
are looking forward to a good fall 
business because the outlook for crops 
is far above the average and farmers 
have. become reconciled to the prices 
which they are receiving for their 
crops. 

In the industrial centers there is 
every indication for more activity dur- 
ing the fall months than has prevailed 
during the spring and summer. 


Chicago Trades Association preparing 
For Pageant of Progress 


The next event of importance in the 
Chicago trades will be the display at 
the Pageant of Progress to be held 
at the Municipal Pier, July 30 to 
August 14. One feature of the ex- 
hibit will be a large comfortably fur- 
nished reception room and information 
bureau maintained for the benefit of 
visiting shoe buyers. 
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Where to Buy | 


ll Women’s Shoes 
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Westcott Whitmore Co., Syracuse, N. Y. 
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BOUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid Hand 
Turned B - Quil 


Bench Sewed Turns. sises 2% to 7. 1.60. 
Same in Misses’ 11% to 2,.$1.50. 5% 10 days. 
SHOE CO. New Hampshire 
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COLLINS & STAPLES 
Makers of 
Hand Turned Low Cuts 
and novel- 





BLEECKER STYLES 
Are the last word in footwear 
for stylish women 











BOUDOIRS 
IN STOCK 2 


Fine kid Boudoir 

Slippers for imme- 

diate delivery, made of best material obtain- 
able in Black, Red, Pink, Blue and Tan. 
Order sizes or case lots. Prices, Black $1.30, 
colors $1.50. Terms 5% 10 days, net 30. 
SILVER SHOE CO., Haverhill, Mass. 














IGH GRADE 






= 


Ol Suppers ASF 
dll styles made of Dometic and 


Imported Satin Brocadevand Metal Cloth. 
$220 per pairandup 
eee: M GUSTIN Co NEW YORK 











INFORMATION 22. 


“Where to Buy” constitutes a? 
source of knowledge so that he who i 
runs through pages may read : 
—and learn. H 
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The Chicago Shoe Travelers’ Asso- 
ciation will also be represented and 
will assist in every way possible to 
make the visit of out-of-town mer- 
chants profitable and pleasant, al- 
though the shoe travelers, excepting 
those representing Chicago houses, 
will not have their lines on display 
at the Municipal Pier. 


Retail Business Stimulated by Special 
Sales 


White footwear has been the pre- 
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dominating factor in keeping shoe 
stores busy during the first part of 
July. The larger merchants and de- 
partment managers have scoured the 
market in order to find white foot- 
wear that could be popularly priced. 
Several of the larger stores have 
taken the first half of the month to 
clean up broken lines of leather foot- 
wear in both the low heeled welt sole 
type and the lighter and more airy 
Louis heel varieties. 


Rochester 


WHITES STILL POPULAR 


Heat Wave Adds Stimulus — Stores 
Holding Sales 


Nineteen consecutive days of 
sweltering heat, and no relief in 
sight! 


This condition has resulted in a 
material increase in the demand for 
white footwear for both men and wo- 
men. Strap pumps are exceedingly 
popular, as are white kid and canvas 
shoes, the latter being the biggest 
seller. 

During the past week there have 
been sales in practically all of the 
stores. McCurdy’s are conducting 
their annual sale of low footwear for 
women and are offering Hanan’s ox- 
fords and pumps at $12.45. White 
linen oxfords range in price from 
$7.45 to $8.25. Walking oxfords made 
by Hanan, J. Lesser, Hallahan, For- 
bush, I. Miller, Thompson Brothers, 
Wichert and Gardner and J. E. French 
are included in the sale for $9.45. 

Gould, Lee & Webster is conduct- 
ing a special selling event for vaca- 
tionists, offering eleven popular 
models at $6.85. Walking oxfords in 
brown calfskin, black kidskin and 
brown kidskin, one strap, two strap 
and Antoinette tongue pumps and a 
white linen one-strap pump are in- 
cluded in the special sale. 

E. W. Edwards & Son offer wo- 
men’s one: and two-strap white buck 
pumps, women’s white buck sport ox- 
fords and white linen one-strap mod- 
els, tan and black calf trimmed, all 
at the clearance price of $6.45. 


_ line of trade would join 


“Dollar Day” Repeated 

Retail merchants in Rochester held 
another Dollar Day on Thursday, July 
21. It was expected that this would 
be the biggest sales event the city has 
ever had, and that more than a hun- 
dred merchants, representing every 
in the 
co-operative advertising campaign. 
Rochester’s trading area extends for 
more than fifty miles and this terri- 
tory was covered by advertising set- 
ting forth the values that may be had. 


Stores Closing Saturday Evenings’ 

In accordance with the action taken 
by the Rochester Retail Shoe Dealers’ 
Association, practically all of the 
downtown shoe stores close at 6:30 on 
Saturday evening, and this practice 
will be followed out during the sum- 
mer months. A number of the outside 
stores which find it impracticable to 
close early on Saturdays are closed 
Wednesday afternoons in the warm 
season. 


*Phone Rate Increase Protested 


Shoe men were well represented at 
the hearing on the increase in tele- 
phone rates by the Rochester Tele- 
phone Corporation, the new concern 
growing out of the consolidation of 
the New York State Telephone Co. 
and the Rochester Telephone Co. The 
telephone company wants the cost of 
service to be measured by meter af- 
ter August 1, the date the merger 
becomes effective. This is being op- 
posed by business men on the ground 
the cost of telephone service to them 
would be far in excess of what they 
now are paying. 


Richmond 


SHOE BUSINESS GOOD 
Slump Has Not Affected 
Footwear Trade 


The general slump finds shoe mer- 
chants enjoying a prosperous sea- 
son. The annual shoe style show of 


General 


the Richmond Association of Travel- 
ing Shoe Salesmen being over, the 
overflow visiting the show has con- 
tributed to a steady business in the 
local retail shoe stores. 


The larger 


portion of stock that has been mov- 
ing consists of white footwear of 
every kind. Business for the month 
of June compares very favorably with 
the records of the same time last year. 

A few of the local merchants have 
been conducting small reduction sales 
on special lots during the past two 
weeks. These sales have been more 
largely in men’s lines than in wo- 
men’s. The local merchants probably 
have a fewer number of pairs of shoes 
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to clear off their shelves at the re- 
duced prices than they have had for 
many seasons. Stocks are being kept 
as low as possible and buyers are 
getting goods only for immediate 
needs. 


Five Turns Per Year 


F. W. Dabney & Co., one of the 
largest stores in the South, is in- 
creasing each week in-town and out- 
of-town orders. This company does 
about the largest business in the 
South, and the stock is turned over 
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nearly five times yearly. Walter 
Scott is manager of the women’s de- 
partment. L. W. Nuckols is buyer 
and manager of the men’s depart- 
ment. B. L. Lane is manager of the 
trunks and window displays. 


Displayed Boys’ Shoes at Style Show 
Martinez Bros., New Orleans, La., 
were the only exhibitors at the Rich- 
mond Shoe Style Show who showed 
boys’ shoes. Miss Hazel Wolfe of 
the Famous Players, Inc., exhibited 
these boys’ shoes on the runway 
dressed up in boys’ knickerbockers. 


Syracuse 


MERCHANTS HOLD OUTING 
William Pidgeon, Jr., Makes Address 
at South Bay 


About 150 shoe dealers from Syra- 
cuse, Oneida, Canastota, Utica, Water- 
town and Cortland attended the an- 
nual outing of the Syracuse Retail 
Shoe Dealers’ Association at Daw- 
son’s, South Bay, June 22. William 
Pidgeon, Jr., president of the State 
association, addressed the gathering. 
Elmer Beesley, former Syracuse shoe 
man, told of conditions in California, 
from where he has just returned. 
After a program of sports a banquet 
was served. <A. B. MacCormack, 
Eugene Welden and John Larkin 
constituted the committee in charge. 
Seventeen new members for the State 
association were secured at the 
outing. 


MEN’S BUSINESS PICKING UP 


Heavier Grades of Grain Leathers 
Most Popular 

White goods have been going good. 
Hot weather has served to increase 
sales to a point higher than they 
otherwise would have been. All deal- 
ers are sold out of goods with the 
black and white effect. 

Since the hot weather other retail 
business, however, has_ slackened. 
Few of the dealers are offering sales 
as inducements, however, preferring 
to wait until the fall season opens. 

The sale of men’s tans has been 


picking up. Scotch grains and Nor- 
wegians have been taking good in 
men’s oxfords. They are asking for 
the heavier grades. 


W. H. Lynch Co. Incorporated 


Edward J. Mirande is president of 
the recently incorporated W. H. 
Lynch company which took over the 
store operated by the late W. H. 
Lynch of this city on South Clinton 
street. William-J. Hughes is vice- 
president, Harold Cross, secretary and 
John Lynch, treasurer. The concern 
is capitalized for $25,000. Mirande 
has been connected with the store 
for many years. 


Industry at Low Ebb 


It is believed that buying in this 
city is now at the lowest point in 
many years. Many of the large ma- 
chine shops which ordinarily employed 
thousands now count their employees 
by the hundred. Some have closed 
down. None of the shoe stores, how- 
ever, have had any difficulties of any 
kind, though all dealers admit busi- 
ness is slow. 





Newark Chain Opens New Store 

The Newark Shoe Co. opened a 
new store here this week at 209 South 
Salina street. S. B. Butcher, former- 
ly of Rochester, has been made man- 
ager. The company also opened a 
store at Oswego. 


St. Louis 


SHOE SITUATION BAD 


‘Merchants Look for Early Fall 
Buying 


The retail shoe business here can 
be definitely characterized as being 
dull, and this only about half de- 
scribes the situation as it exists now 
and during the latter half of June. 
The first week of June found the busi- 
ness brisk in so far as it applied to 
the women’s and children’s line. This 
naturally included the intensive de- 
mand which was being made for white 
goods and its greatest effect was felt 
about the first week during the past 


month. The pressure brought on this 
merchandise not only kept the wo- 
men’s business on an even basis but 
forced it ahead at great speed and 
the problem that confronted practi- 
cally all or a greater majority, was 
where to secure more white goods 
for immediate delivery and sale, to 
supply the ever-growing popularity 
for white shoes which were being 
called for so profusely early in June. 

So far as the stocks of white goods 
are concerned it can be safely said 
with few exceptions, they are all de- 
pleted and as one of the leading re- 
tail merchants here expressed it: 














Where toBuy 


Women’s Shoes 
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WOMEN’S McKAY 


Slippers and Boots 
of Character 


HARRISON-LOCKWOOD CO. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 























Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 


MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 














E. A. & M. C. Witherell Co. 
Menufacturers 


261 Eaves St. eoma2t 










Women’s Turn 
Boots and Slippers 


Egret, Mae 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 

















Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries Promptly An- 
swered, 

Samples on Request. 
Felstiner-O’Connell 

Shoe Co., Inc, 

41 Washington St. 

Haverhill, Mass. 

St., Room 205 








- 


Boston Office, 207 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 


Slippers 
276 River St., Haverhill, Masa, 


207 Hecen Street 


Where to Buy 


Boys’ Shoes 


















































































































Where toBu 


Women’s Shoes 














Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 


Brockton, Mass. 








ealiarding Shoe Co., Inc.am- 


Makers ¢, Women’s Turn Shoes Specializing 
in High Grade Novelties 


NEW YORK BOSTON 

D. F. Mellen 189 Lincoln 8t. 
Bernard L. Durgin 

Factory 


hove tT Haverhill, Mass. eum 





WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, and 
production is “hitting on high.”’ The high-qual- 
ity standard will be better maintained than ever 


before. 
“*: TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 

















Where to Buy 


Shoes at Auction 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AN D RUBBERS 


Every Wednesday and Friday “° 

















Where to Buy 


Shoe Illustration , 
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“Our white shoe stock has been so 
exhausted and the sales have been so 
great, that instead of waiting for our 
annual July clearing sale, we were 
obliged to conduct a special sale previ- 
ous to our big July sale, to clean up 
what few odds and ends were left 
of our white goods stock,” and this 
opinion is prevalent with most of 
the retailers. 

But after the first ten days of the 
intensive buying a lull occured and 
up to a few days before the national 
holiday the slackness was still evident, 
without any encouragement for July. 

The depression not only affects a 
certain grade of store or a particular 
line of shoes, but strange as it may 
seem it has for the first time this 
year included all lines of shoes in 
men’s, which has for some time shown 
a downward trend and little or no 
activity. Women’s and children’s busi- 
ness which up to the present slump 
has known no dullness, unexplainable 
enters into the same field of depres- 
sion. 

Some of the merchants seeking an 
explanation of the present situation 
have advanced the thought, that the 
intense summer heat which is being 
experienced here, especially in the 
afternoon has done much in influenc- 
ing the women buyers to remain 
home, instead of planning their shop- 
ping tours, which they would do, if 
the temperature wasn’t so close to 
the ninety-five and hundred degree 
mark. Others suggest that a great 
many would make their purchases to- 
ward the last few days of the month 
to carry over their charge account 
an additional thirty or forty days. 
Waiting for the July clearing events 
was also asserted as one of the many 
reasons for the slump. 

It seems as though the summer 
dullness will remain until the clearing 
sales are put on, which will probably 
start next week. Just a few of the 
stores have announced their July 
clearing sales as being in force, but 
the majority are holding off expecting 
to get the early July business in be- 
fore they throw their stocks into re- 
duced price sales. The department 
stores are offering some few shoes 
in small sales but no pertinent offers 
have been made to dispose of the 
stock now on hand, which would not 
be advisable to carry over for another 
year. 

One angle that stands out as un- 
usual, is in the fact that a few feel 
that when business again starts on 
its upward climb the men’s line will 
be about the first to head the pro- 
cession. Some good logic has been 
given as to why this should be and 
the reasoning seems believable. A 
great many say that the men who 
were the first to economize cannot 
hold out much longer and that bare 
necessity will drive a great many 
into the stores to be fitted with the 
shoes for their actual needs. 
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Then the unemployed situation be- 
ing improved constantly, should again 
find men who too feel the need of 
new footwear after a long deferred 
buying period. 


HISTORY OF THE INTERNATION- 
AL SHOE COMPANY 
In 25 Years St. Louis Develops Into 
Greatest Shoe Manufacturing 
City in the World 


Frank C. Rand, president of the In- 
ternational Shoe Company, in an ad- 
dress before the weekly luncheon of 
the Kiwanis Club told how St. Louis. 
during the last twenty years has de- 
veloped into the greatest center in 
the world for the manufacture of 
shoes. His subject was the develop- 
ment of the International Shoe Com- 
pany, which is recognized as the larg- 
est single shoe manufacturing com- 
pany of the country. 

“The manufacture of shoes in St. 
Louis really began in a big way in 
1900 and grew very rapidly after that 
date,” said Rand. “Before that time, 
most of the shoes of the country were 
made in New England States and 
were distributed in this territory by 
St. Louis jobbers. The shoes made 
by our company at that time lacked 
a great deal of refinement of the 
Eastern shoes. I used to think the 
St. Louis shoes were better than they 
looked, and that Eastern shoes looked 
better than they were. St. Louis has 
proved the soundness of its policy 
in the shoe business. It probably now 
is the leader in the country as a single 
center in the shoe manufacturing 
business. 

“St. Louis has figured largely on 
a volume basis. Our company would 
rather sell shoes at a 5 per cent profit 
than at a 25 per cent profit, and from 
no unselfish purpose. We believe in 
a bigger return from a larger volume 
of business. St. Louis is the bright- 
est spot in the world to-day as far 
as shoe manufacturing is concerned 
Many concerns all over the country 
have suffered material losses. The 
buying public of United States has 
not lost sight of a sense of value. 
As a result, we are doing a greater 
business this year than a year ago 
while other concerns are running on 
a 50 per cent basis. 

We expect this year to make, ship 
and deliver 25 to 50 per cent more 
pairs of shoes than during the last 
years when we were on a hilarious 
drunk of commercial activity. 

“The International Shoe Company 
was organized by a combination of 
the Peters Shoe Company and the 
Roberts, Johnson and Rand Shoe Com- 
pany. The Roberts, Johnson and 
Rand Shoe Company was organized 
in 1898 with a capital of $250,000. 
The Peters Shoe Company was or- 
ganized in 1895 with a capital of 
$250,000. 

“The story of the Roberts, Johnson 
and Rand Shoe Company is largely 
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a family matter. Oscar and Jackson 
Johnson are my first cousins. They 
were brought up in my father’s fam- 
ily, as their father died from a wound 
received in the battle of Franklin in 
the Civil War. My father set them 
up in business in Mississippi in the 
early eighties, when a retail store 
was started under the name of Rand, 
Johnson & Co. My father died in 
1892, and the company moved to Mem- 
phis, Tenn., as the Johnson, Caruth- 
ers and Rand Shoe Company. From 
Memphis we moved to St. Louis in 
1898 because of the prevalence of 
yellow fever which kept the business 
in Memphis closed three months of 
the year. 

“John C. Roberts had just left Ham- 
ilton, Brown Shoe Company at that 
time. He had been with the com- 
pany for twenty years. The Roberts, 
Johnson and Rand Company was or- 
ganized with two Roberts, two John- 
sons and two Rands. At that time 
neither Peters nor our company man- 
ufactured any shoes. We were de- 
veloping good will for Eastern man- 
ufacturers, and had close personal 
knowledge of the retail needs of this 
part of the country. It was then 
that we began to manufacture shoes. 

“Our company to-day is not trying 
to put over anything at anytime on 
anybody. The future of St. Louis in 
the manufacture of shoes is limited 
only by the men engaged in the busi- 
ness. The world will come to us if 
we continue to give them best values. 

“St. Louis, with its location, its 
reputation for sound industrial insti- 
tutions, is an asset to every business 
in the city. St. Louis has had no 
mushroom growth and at no time’ has 
attracted the attention of the world 
because of downward trend. There 
has been more sound readjustment 
going on in St. Louis than any other 
city in the country. The high freight 
rates are driving business to St. Louis 
and will continue to drive it here 
because of our sound business. 

“The International. Shoe Company 
wants to be a real factor in the sound 
development and growth of St. Louis. 
We are here in an earnest effort to 
render real service to the people who 
look to St. Louis for their supply.” 


Shoe Manufacturer Marries 

Theo. Samuels, president of the 
Samuels Shoe Company, one of the 
-largest wholesale shoe houses on 
Washington Avenue, was married on 
June 27 to Miss Ruth Glaser, daugh- 
ter of Mr. and Mrs. Harry Glaser 
of New York City. Theo. Samuels is 
the son of Mr. and Mrs. E. R. Samu- 
els of St. Louis. E. R. Samuels is 
also connected with the Samuels Shoe 
Company, being treasurer of the firm. 

Mr. and Mrs. Theo. Samuels are 


spending their honeymoon in the Can- 
adian Lake region and expect to be 
gone until the early part of August, 
when they will return to St. Louis 
where they will reside. 
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E. R. Samuels, treasurer of the 
company, leaves July 15 for Charle- 
voix, Mich., where he will spend the 
summer with his family at their cot- 
tage. He will return some time in 
September. 

The company reports one of the 
biggest white seasons it has ever ex- 
perienced in the history of the busi- 
ness. E. R. Samuels estimated that 
they could have easily disposed of 
another $250,000 worth of merchan- 
dise provided the shoes would have 
been available. However, he was of 
the opinion that the policy they 
adopted of buying enough merchan- 
dise which they felt could be disposed 
of was far wiser than overloading 
their stock and carry over $100,000 
or more of shoes for another season. 


Robbers Make Good Haul 


Between nine hundred and a thou- 
sand pairs of shoes valued at $5,000 
were stolen from the Marks Shoe 
Company at 1530 South Broadway in 
a recent robbery. The thieves forced 
a rear door that had been barricaded 
with an iron bar, selected the shoes 
they wanted, took them out of the 
cartons and left the cartons on the 
floor. $950 which had been concealed 
in a compartment of a desk also was 
taken. William Marks is proprietor. 
The loss was covered by insurance. 


Getting Ready for Fall Trip 

Sales Manager Chas. Strayer of the 
Johansen Bros. Shoe Company an- 
nounces that the sales force will leave 
on August 1 for a fill-in trip with 
immediate delivery patterns for early 
fall selling. A big portion of the 
line will give way to oxfords with one- 
and two-strap effects. Some pretty 
patterns will also be shown in a 
medium shade of calf in oxfords with 
two- and three-strap buckle effects. 
Majority of the styles in oxfords carry 
the military heel. 


At Boston Convention 

Harry Johansen, accompanied by 
Earl Buck journeyed to Boston to 
attend the National Shoe and Leather 
Exposition and Style Show held 
there July 11, 12, 138 and 14. While 
East some attention will be given to 
the material situation and keen ob- 
servation will be made of the style 
trend. 


Visiting Eastern Markets 

J. T. Dyer and J. H. Ballard, super- 
intendent of the Billiken factory of 
the McElroy-Sloan Shoe Company, are 
both visiting in the Eastern markets 
securing information on the style sit- 
uation and any new developments in 
the shoe industry. A survey is also 
being made with reference to the ma- 
terial situation and it is expected val- 
uable information will be gathered, 
which should prove beneficial to the 
company. 
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Men’s Shoes 
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better"than ever in Qualityand fit 
Sinator.owner, of 7iade Mark’ Pullman’ 
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REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 














THE 
CO-OPERATIVE SHOE 


FOR MEN 
Carried in stock at 11 South Street, 
Boston. 


Brockton Copqus Boot & Shoe 


o. 
Factory—Brockton, Mass. 








Stock Dept. 5 <¢ 
Is at Your Service Ss 


THE STETSON SHOE CO. (Inc.) 
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TRAVELERS BOOKING ORDERS 


Retail Trade. Looking Further Ahead, 
But Congestion May Develop 
Later 


The summer doldrums do not seem 
to be with the St. Louis shoe trade 
as in previous years, for the men, 
in the main, are keeping to the road 
and are sending in orders for imme- 
diate and for forward delivery at 
a very satisfactory rate, considering 
the temperature and the situation gen- 
erally. While, as has been noted in 
past weeks, there is increasing dis- 
position on the part of the retail trade 
to look a little further ahead, it is 
still evident that they have not 
bought all that they will need by any 
manner of means. 

Some of the traveling men are 
taking advantage of the opportunity 
offered just at present by the extreme 
temperature to indulge in a little 
recreation for a short period, but 
as a whole the forces are taking 
care of their trade and watching de- 
velopments very closely. As a rule, 
the fall samples that are being pre- 
pared for the next period of the sell- 
ing will be in the hands of the travel- 
ing men by August 1, and at that 
time they will press for forward 
shipment orders and at the same time 
endeavor to take care of the imme- 
diate orders that are expected for the 
early fall selling and which the mer- 
chants are expected by that time to 
have realized that they will need. 

Right there will come in the jam 
that is expected to parallel in some 
degree the Easter condition. So far, 
boots have not figured in the busi- 
ness to any degree of consequence, 
practically all the orders being placed 
on low cuts of various types. The 
efforts of the factories are being di- 
rected to taking care of the shipments 
that are required at this and the near 
future period, and also to get the floor 
stocks in some sort of shape to meet 
the early fall pressure. 


CLEARANCE SALES BEGIN 


Reductions, However, Do Not Average 
More Than Ten Per Cent 


In the retail stores of St. Louis 
the semi-annual clearance sales, as 
usual, began to make their appear- 
ance in the advertising columns of the 
daily papers immediately after the 
Fourth, and they apparently “made 
it unanimous” with the last Sunday 
issues. The offerings indicate from 
their very nature that most of the 
retail stores have cleared themselves 
up pretty well and really have no 
great amount of goods to offer the 
public or at any marked reduction. 
Incidentally, it is also evident that 
the retail stores which have in the 
past depended upon manufacturers’ 
left-overs and cancelled stocks are 
not finding as much of this class of 
merchandise for the midsummer sell- 
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ing as usual, and this is having its 
effect on the situation. The reduc- 
tions, except on severely broken lines, 
do not seem to average more than 
10 per cent or perhaps a little more 
than that, and the goods offered, while 
more or less seasonable, are not really 
striking bargains, although there are 
savings, of course, to be made over 
the prices which have been prevail- 
ing in the retail stores during recent 
weeks and months. 


St. Louis Selects Space for Chicago 
Convention 


The St. Louis Shoe Manufacturers’ 
and Wholesalers’ Association has 
completed its preliminary plans for 
the January convention of the N. S. 
R. A. at Chicago and has taken its 
space in the exhibit hall. The loca- 
tion of the St. Louis space is at the 
immediate right of the main entrance 
to the Coliseum, in the first main aisle 
which leads through the displays to 
the door of the convention hall. It 
will be located on both sides of what 
is denominated as South Dearborn 
Street. This will give enough booths 
for the members of the Association, 
and they will be uniformly decorated 
in accordance with the plans of the 
exhibit committee, with such variance 
from the basic plans as may be per- 
mitted. However, all the booths of 
the St. Louis section of the show will 
be handled in identical manner. 


Travelers May Have New Quarters 


The St. Louis Shoe Travelers’ As- 
sociation is considering the formula- 
tion of plans by which it can occupy 
the quarters of the Shoe and Leather 
Club without sinking its identity, and 
also looking into matters which can 
be considered while the men are com- 
ing into St. Louis for the midsummer 
“in-season.” The Shoe and Leather 
Club is very nearly ready to move 
into its new quarters on Pine Street, 
from Lindell Boulevard, which will 
be accomplished as soon as repairs, 
etc., are completed. The recent river 
excursion of the club, although the 
returns are not yet all in, has netted 
the organization quite a bit of money, 
while the financing operations for the 
new home, under which the club plans 
to acquire actual ownership of the 
building, are progressing nicely. 


Shoemen Planning New Homes 


In spite of the high cost of con- 
struction and of habitable real estate 
generally, the shoemen of St. Louis 
seem to be taking to the home ques- 
tion very generally just now. An- 
drew Johnson, a vice-president of the 
International Shoe Co., has acquired 
a handsome home on Hortense Place, 
until recently the home of L. J. Lam- 
bert. It is a 15-room house, very 
handsomely finished in mahogany and 
white enamel. Thomas L. Mauldin 
of the Lund Mauldin Shoe Co. has 
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bought a lot on Lindell Boulevard, 
fronting on Forest Park, and will 
build shortly. Theodore R. Samuels 
of the Samuels Shoe Co. has bought 
a site somewhat to the west of Mr. 
Mauldin’s location on the same street 
and will also build soon. Both will 
put up very handsome and commo- 
dious structures. 


Hamilton-Brown Running at Capacity 


With the reopening of the Hamilton- 
Brown Shoe Co.’s factories at Poplar 
Bluff and East St. Louis, recently an- 
nounced, all the factory capacity of 
the company, even to its last reserve, 
is in operation at the fullest capacity 
that the labor supply will admit. The 
treasurer of the company, Maurice 
Wright, is authority for the statement 
that the company is considering the 
increase of the capacity of some of 
the plants, though whether by re- 
arrangement or reconstruction has 
not been determined. Some additions 
may be built also. The company re- 
ports that the usual lull at this pe- 
riod of the year has not come, and 
that no let-up in the extent of the 
company’s operations is expected at 
all during the late summer and early 
fall season at least. 


Low Rates Offered by Railroads 


St. Louis has been put on the sum- 
mer resort list by the railroads of the 
southwest, and those of the central 
west and of the east are expected 
to follow suit shortly. The purpose 
of this is to get the benefit of low 
rates to the St. Louis Fashion Pag- 
eant, which is to be given for the 
seventh successive time in Forest 
Park auditorium, a natural amphi- 
theater in the largest park in the city, 
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which is at present being used by 


the municipal opera organization, 
which is presenting open-air opera to 
audiences running up to 8000 and 
10,000. Advance reservations made 
to the hotels in St. Louis and also to 
the wholesale houses which distribute 
the tickets to the pageant indicate 
that ‘the out-of-town attendance will 
be larger than ever before. The dates 
are August 2, 3, 9, 10, 11, 16 and 17. 
The vehicle which will carry the style 
show of new garments will be unus- 
ually attractive this season. 


International Has New Fitting Room 


The fitting room of the Mexico, 
Mo., plant of the International Shoe 
Co., having proved unequal to the ca- 
pacity of the rest of the plant, an 
auxiliary fitting room has been opened 
by the company in the nearby town 
of Vandalia, Mo., and the output of 
the Mexico plant thereby increased. 
Most of the factories of the St. Louis 
market are finding the fitting rooms 
the choking points of their factories, 
and are watching them very closely 
to keep the outputs up to the maxti- 
mum of the labor supply in the other 
divisions of the factory work. 


Paul Ebbs in Charge of Advertising 

Paul Ebbs, son of Arthur E. Ebbs, 
vice-president of the Swope Shoe Co., 
has been placed in charge of the ad- 
vertising for the company, on account 
of the resignation of Herbert Frank, 
who has taken a position in Indian- 
apolis. Horace M. Swope of the 
same firm, who is in Europe on a 
pleasure trip and also looking over 
the scenes he visited during the war, 
when he was engaged in Red Cross 
work, is expected home about Sep- 
tember 1. 


Louisville 


RETAIL TRADE QUIETER 


Volume Being Maintained, However, 
by Most Merchants 


Business, due to the fact that the 
summer season is about over and that 
the last several days .have been. the 
hottest that have been seen in this 
territory for several years, has suf- 
fered accordingly and dealers say that 
their trade has fallen off somewhat. 
In the first place the present hot spell 
has lasted longer than any one pre- 
vious and people have not been buy- 
ing as freely as they were a short 
while ago. Then, too, the needs of 
the summer buyers have about been 
satisfied and there are just a few 
stragglers left who are winding up 
at the tail end of the season by pur- 
chasing their summer whites. 

It is still too early for the fall 
trade. In fact a great many of the 
local stores have not even laid in a 
complete line of fall stock and have 
not completed their buying. Not- 


withstanding the fact that business 
has grown comparatively quiet, it is 
still above a point where the dealers 
can complain. It has been said by 
several dealers that their sales at 
present are almost double their sales 
of a year ago. That is in bulk, not 
in dollars and cents, for when such is 
considered and the profit on each in- 
dividual sale taken into consideration 
the dealers are not making the profit 
that they were at this time a year 
ago. 


Fall Expected to Be Good 


The fall, however, is expected to 
bring relief from these so-termed 
“losses,” for by that time very near- 
ly all the old stock will be disposed 
of and replaced by new stock, at 
lower wholesale prices. According to 
dealers in this city, the price stand- 
ard for the late fall will be lower than 
the standard that has prevailed during 
recent months. Stuff is coming out 
of the factories at much lower prices 








Where to Buy 


Children’s Shoes 








POCeeenneceeeteccnccesoccecacctcccosecccuscncescecacccetscsccccscscecesccccecscens 
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Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 
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Boggs & Cobb, Inc., Boston, Mass. 
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than it has in the last two or three 
years and as a result the “near” pre- 
war prices will prevail. 

The general run of trade of late 
has leaned toward the cheaper shoes. 
Not exactly a cheaper grade shoe that 
sells for a cheaper price, but a high- 
er priced shoe that is selling at re- 
duced prices. Dealers say that it has 
paid them to hold clearance sales 
frequently during the last two or 
three months, for it is just those 
things that bring the public in. The 
public at present, although not look- 
ing for something for nothing, as the 
saying goes, is full of the belief that 
as wholesale prices have been re- 
duced the retail price should follow 
the decline in turn. 


Big Season for Whites 


This last season has been very spec- 
tacular in the sale of white shoes, 
the season breaking almost a month 
ahead of time and practically depleting 
white stocks in almost every store. 
The dealers for a time were at a loss 
as to how to-handle the problem of 
re-stocking. “It was practically im- 
possible to repeat on the styles and 
numbers that they showed at the open- 
ing of the season and they decided 
that the best thing that they could 
do was to order and take what they 
could get. They did and as fast as 
the orders were delivered they were 
as speedily disposed of. At present 
the white stocks of the city consist 
of odds and ends. 


Low Shoes for Fall and Winter 


Forecasts as to style and the de- 
mand for the fall are still uncertain 
and dealers say that they cannot tell 
definitely just what direction things 
will turn. It is believed, however, 
that the demand this fall and winter 
will be mainly for low shoes. The 
age-old custom of putting on the 
“highs” for cool weather has been 
about done away with since the ad- 
vent of the woolen sock. In both 
ladies’ and men’s shoes this seems 
to be the case and dealers say that 
if things continue this fall and win- 
ter as they did last that high shoes 
will be practically dead, especially 





among the women. Dark colors or 
light shades? That is the question; 
and buyers are studying New York 
very closely in order to be prepared 
for that which will be most popular. 
If the rumor -is correct that the fall 
and winter styles will run to light 
shades in clothing and general at- 
tire, it may then be presumed that 
such will be the case with shoes and 
that light tans and browns will be 
featured among the “stylesters.” 


Thomas G. Plant to Open Store 

The Thomas G, Plant Company of 
Boston, Mass., who for the last ten 
years has conducted a department at 
the Kaufman-Strauss Company has 
recently announced that it will es- 
tablish a large exclusive ladies’ shoe 
house at 536 South Fourth Street. 
L. F. McConnell, who has managed 
the department at Kaufman’s for 
some time, stated that the building 
will.be taken over on August 1 and 
will be ready for busines early in 
September. The Kaufman - Strauss 
Co. will stock the Sorosis line. 


Shoeman Running for Office 

Among those who have recently 
been nominated for Republican Coun- 
cilmen is Jacob Ades, who conducts 
a shoe store, and is a wholesaler and 
retailer of shoes. He is fifty-one 
years old and has four children. Ades 
is the only representative of the shoe 
game in the nomination and it is said 
that the shoe retailers are behind 
him in full force. 


Brief Retail Notes 

Feltman & Curme recently held a 
sale in which were offered over 4000 
pairs of men’s oxfords and shoes, 
some of their regular six dollar line 
for $1.95 to $3.95. In the same sale 
were some 7000 odd pairs of ladies’ 
pumps, ties and strapped slippers for 
$1.95 to $3.95. 


Cc. S. Taylor of Miller’s Limited, 
Selz Royal Blue Store has recently 
gone to Chicago on a business trip. 
While there he will do some fall buy- 
ing and investigate business condi- 
tions. 


Des Moines 


PRICES ARE CUT 


Mid-Season Clearances Held in 
Nearly All Stores 


With the beginning of the mid-sea- 
son clearance sales, there has been 
the usual flurry of business that 
comes at this season of the year. 
“There are always bargain hunters 
who wait for mid-summer sales and 
for this reason,” say the shoe mer- 
chants, “good results can always be 
looked for. We do not anticipate any 
hurricane of business because this 
season of the year is always more 





or less quiet and this year is no 
exception to the general rule.” The 
price reductions have not been drastic 
but are about 15 per cent to 20 per 
cent lower than they were a month 
or so ago. 

The White Shoe Shop is selling 
white canvass pumps at $3.95 and 
making a special drive on sandals 
at $1.95. Brunk’s Bootery is offering 
its entire stock of pumps and ox- 
fords in lots from $4.75 to $9.85 and 
men’s oxfords are also being offered 
at these prices which are advertised 
at 20 per cent off. The same store 
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is also showing a special lot of baby 
shoes and children’s shoes at prices 
varying from $1.69 to $3.45. Heggen’s 
Shoe Shop is advertising white reign- 
skin oxfords and pumps at $3.85. 
Harris-Emery, in the basement shoe 
store, is selling black satins, brown 
kids and suedes at $3.98. Oransky’s 
special sale of shoes and oxfords at 
$1.00 has been a very strong drawing 
card and big crowds have been drawn 
by this feature. 


Good Prospects for Fall 

Hot weather has slowed down the 
shoe business. Iowa has never had 
such a continuous spell of heat, as 
during the past two weeks. The corn 
crop is doing wonderfully in every 
section of the State and a great deal 
of corn has tassled since July first, 
which is the earliest known to farm- 
ers in the past twenty years. Iowa 
has been having real corn weather 
and according to present indications 
there will be a bumper crop. This 
means that Iowa people will have 
plenty of money and business pros- 
pects are very bright for fall and 
winter. Shoe salesmen who travel out 
of Des Moines say that fall orders will 
be like old times. 


Special Advertising Novelty 

The New Kinney Shoe Store at 207 
Seventh Street, have had a boy in 
the doorway giving away match fold- 
ers, with Kinney’s name printed on 
the matches. A great deal of good 
advertising has been done by this 
novel method during the National 
conventions of the Shriners, Baptist 
and Teacher’s of the past three weeks. 


GRAIN LEATHERS FOR FALL 


Panor Expects Them to Sell in In- 
creasing Quantities 

In an interview with Tobias Panor, 
manager of the Family Shoe Store, 
Mr. Panor said, “I am glad to say 
that this store has been but little ef- 
fectéd by the industrial depression. 
Our sales of each month of this year 
have shown an increase over those 
of last year. We are making the 
normal profit and getting the busr- 
ness. Orders have been placed for fall 
shoes including a full line of staples. 
We are expecting a good demand in 
grain and boarded calf oxfords. These 
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did not sell as fast as we had hoped 
during the spring season, but it takes 
a little time to get our trade buying 
novelties. We believe that there will 
be a brisk demand in grain oxfords 
this fall and are therefore laying in 
a supply of them. 

“So far as oxfords being worn here 
this winter, are concerned, I do not 
believe they will be worn to any great 
extent. Twenty to twenty-five per 
cent is a high average for women’s 
oxfords in the winter and consider- 
ably less are sold to the men. The 
people of the city have not taken up 
low shoes nearly so rapidly as the 
people in the East and despite alt; of 
our advertising, oxfords are not sold 
here in the winter. One of the big 
reasons for this is that we usually 
have a lot of snow and cold weather. 
Our sales in women’s oxfords in nov- 
elty styles will be good, but in the 
winter it will be women’s boots, 75 
to 80 per cent, and the remainder in 
low shoes.” 


Douglass Shoe Store Moves 

On July first, the Douglass Shoe 
Store moved from 307: Sixth Avenue 
to its new location at 317 Sixth Ave- 
nue. The new quarters are light and 
comfortable and equipped with the 
latest shoe fixtures. A very attrac- 
tive opening sale is being conducted 
and business seems to be even better 
in the new location than it was in 
the old. 


De Arcy Shows Falf Shoes 

The De Arcy Boot Shop, exclusive- 
ly for women, is showing a complete- 
ly decorated window of I. Miller fall 
shoes and oxfords. The window is 
attractively trimmed and has created 
much attention among the window 
shoppers. 


White Shoes Supreme 

“The greatest demand for white 
shoes among both men and women 
which Des Moines has ever known,” 
is the unanimous verdict of local shoe 
merchants. Plain white oxfords and 
pumps have, as usual, the strongest 
call but the main source of interest 
has been the very strong demand for 
black and white sport shoes. This 
demand has taken Des Moines by 
storm and is becoming stronger every 
day. 


Minneapolis and St. Paul 


Straps Here to Stay 


Straps continue in vogue in the 
Twin Cities, with predictions by 
prominent shoe dealers that the fall 
season will show no let up in their 
popularity. Black is the predominat- 
ing color with white a close second. 
The tremendous demand for grey dur- 
ing the past season is rapidly dis- 
appearing and the present trend is 
toward the darker colors. 


In the opinion of various Minnea- 
polis. retailers, the strap patterns are 
here to stay, because of their com- 
fort, practicability, and beauty. A 
demand for colored stitchings and 
colored bindings is quite noticeable. 

Many local dealers have been cash- 
ing in on the best selling season of 
the year for children’s footwear. 
Light kid and canvas shoes together 
with socks prove rapid sellers and 
good profit payers. 















Where toBuy 


Engraving and Printing 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











|e UNIVERSIT 
ELECTRorYee Fou 





193 Enoex St Boston 
71 Bentie St Brockton. 














ATLANTIC PRINTING CO. 
Shoe Prirtters 


Tear put this ad and miail {er details of 


our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales - Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 


Sales Service and Advertising 
6 Beacon Street Boston, Mass. 
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~ Ballet Slippers 














BATHING SHOES 





BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 














CHICAGO 






W* Sumner SMITH 
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Where to Buy 


Shoe Ornaments 











BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY wil] sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES, 


PROVIDENCE - - = R.I. 





onl 





M. B. MARTINE, Inc. 


Show Reoom—130 W. 42nd Street 
Office—148-152 Duane Street 


NEW YORK, N. Y. 
SHOE BUCKLES, 


AND 

IN SHOE OBR- 

NAMENTATION, INCLUDING 
BEADING 

















Where to Buy 


Shoe Patterns 


























Where toBuy 
Shoe Polishes 
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Adjustment Sale on Smoke and Water 
Damaged Shoes 


Smoke and water from a fire that 
destroyed the building next to Kim- 
ball’s Novelty Shoe Shop is the 
cause of the $100,000 adjustment sale 
to be held next week. This shop, 
which is located at Fifth and Hen- 
nepin, was the exact center of the 
half million dollar blaze, and through 
some phenomena escaped the actual 
flames, but suffered severely from 
the dense smoke. 


D. D. Bryson Elected President ‘of 
the Minnesota Shoe Retailers’ Assn. 


D. D. Bryson of St. Paul, in his 
acceptance speech, after having been 
elected president of the Minnesota 
Shoe Retailers’ Association, stressed 
the need of the most up-to-date meth- 
ods in shoe salesmanship, and likened 
the growth of a strong retail asso- 
ciation to that of an acorn with re- 
sultant sturdy oak tree, thereby voic- 
ing the belief that upon the strong 
foundations laid by the Minnesota Shoe 
Retailers’ Association can and will be 
erected a superstructure possessed of 
ever increasing vital importance and 
benefit to every merchant in the 
Northwest who handles footwear. 

Other officers elected to the Minne- 
sota association at the time are: 
First vice-president, Fred Ioset, Wa- 
dena; second vice-president, John 
Sirois, Minneapolis; secretary, C. M. 
Stendal, Minneapolis; treasurer, E. J. 
Schoettley, St. Paul. The Board of 
Directors chosen included the follow- 
ing: S. N. Jereissati, Virginia; Charles 
Hodgkins, Minneapolis; Charles Rol- 
lins, St. Paul; H. F. Montgomery, 
Rochester; J. J. Picha, Kenyon; A. H. 
Monat, Duluth; W. R. Suffel, Duluth; 
G. F. Wruck, Winona, and C. V. New- 
strom, Minneapolis. 

St. Paul was picked for the 1922 
convention. 


Tight Conditions Loosening Up 


Frankness characterized the recent 
clearance saie of the G. R. Kinney 
Co., at 14 South Fifth, when dodgers 
announcing the reasons and values of 
the advertised “cuts” were distributed 
throughout the city. Unusual values 
in family shoes served to attract large 
crowds, and according to J. N. Mc- 
Creary, manager of the Minneapolis 
branch, proved that the tight condi- 
tion hitherto prevalent was “loosening 
up.” 


Back From Two Week Trip 


M. S. Ellenstein, president and man- 
ager of the Midwest Shoe Co., Min- 
neapolis, has just returned from a 
two weeks’ trip, visiting the leading 
shoe markets producing women’s 
footwear. 


July 23, 1921 


Daddy George A. Pierce Appointed 
Chairman 


“The daddy of the State associa- 
tion,” George A. Pierce, first presi- 
dent, and prominent Minneapolis shoe 
man, has been appointed chairman 
of the Twin City group committee to 
take charge of activities in the North- 
west in planning for its participation 
in the annual. convention of the 
N.S.R.A, Chicago Coliseum, Jan. 9, 
10, 11 and 12, 1922. 


Entire Stock Reduced 


Attractively reduced prices were 
named on the entire stock of the Elm- 
quist Shoe Company of St. Paul on 
the occasion of its thirty-eighth an- 
niversary of the founding of the busi- 
ness. 


Will Succeed the Late A. C. Kreiger 


George O. Vallance, well known by 
the retailers of the Northwest, has 
been chosen to succeed the late A. C. 
Kreiger in the organization of the 
St. Paul branch of that concern. For 
the past two weeks he has been do- 
ing special sales work in Minneapolis, 
Great Falls and branches. 


Home Market Week 


“Home Market Week,” held last 
month in St. Paul, resulted in good 
profits to manufacturers and whole- 
salers of the Twin Cities, who ex- 
tended invitations to shoe retailers 
and merchants carrying shoes as one 
of their several lines, to visit them 
while viewing the various demonstra- 
tions One of the oldest and lead- 
ing St. Paul shoe manufacturers re- 
port the largest number of merchant 
visitors in its history during the fair 
week. 


Going After Volume Business 


The Nelson Shoe Stores of Min- 
neapolis, operating three stores in the 
Mill City conducted a sale last week, 
at which time they announced their 
policy of going after volume, rather 
than large profits on every pair of 
shoes sold. 


Women Hold Luncheon 


The Ladies’ Auxiliary of the North- 
western Shoe Travelers’ Association 
celebrated the closing of their initial 
year with a luncheon at Donaldson’s 
Tea Rooms. Much work, of both a 
social and charitable nature has been 
accomplished. 


Shoe Travelers to Hold Picnic 


The local branch of the Northwest- 
ern Shoe Travelers’ Association are 
at present concerned with plans for 
their annual picnic,.the date for which 
has not yet been set. 
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Theodore Wessman of the Bluff 
City Shoe Company has just com- 
pleted his western trip and reports 
a most satisfactory business. 


Dan O’Connell of the O’Donnell 
Shoe Company and A. C. Pett of the 
Endicott Johnson Shoe Company fin- 
ished their trips the past week, both 
reporting big success. 


George S. Sanders, who is in his 
first season with the Holters Com- 
pany after many years success with 
another line in the Northwest, re- 
ports himself as more than pleased 
with the results of his maiden trip. 


Henry Hagan Visits the Twin Cities 


A special meeting of the shoe mer- 
chants of the Twin Cities was held 
the evening of July 5. The meeting 
was called in honor of Henry Hagan, 
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one of the largest and best known 
retail merchants of Boston, who 
stopped over in Minneapolis en route 
home from a trip to the Pacific Coast 
where he was the official representa- 
tive of the National Shoe Retailers’ 
Association at the convention of the 
California Shoe Retailers. 

About seventy-five merchants and 
heads of shoe departments greeted 
Mr. Hagan, who made a very splen- 
did address on the conditions of busi- 
ness generally and shoe business in 
particular. 

Mr. Hagan explained some of the 
great work the national association 
has done and is doing not only for re- 
tail shoe merchants but for the pub- 
lic at large. He urged upon the mer- 
chants the necessity of a largely in- 
creased firm membership in order that 
the national association might func- 
tion more advantageously for all con- 
cerned. 


Columbus 


Hot Weather Cleans Up 
White Stocks 


With summer sales in all of the 
leading retail stores of this city well 
under way the merchants report a 
very quiet week ending July 9. This 
is accounted for by the fact that July 
4 coming on Monday, many of the 
local population take the week of 
July 4 for their vacation. Owing to 
the exceptional hot weather which is 
prevailing throughout this part of the 
State but very few people venture 
downtown unless it is absolutely 
necessary and but few visitors have 
registered at the local hotels through 
the past week. 

What goods are being sold now is 
all of the white variety, with the 
sport styles selling very slow. Sev- 
eral weeks ago the merchants reported 
that the sale on white canvas Louis 
heel lace oxfords was very few and 
far between and that the price on 
this style of goods would not move 
them, as many of the merchants were 
offering this style at from $1.00 up 
per pair. Within the past two weeks 
the sale of this style has increased 
very materially due to the fact “the 
merchants say” of the other styles 
of white goods being very scarce, 
with most all lines of strap and lace 
military heel white goods being 
broken up. In the men’s departments 
trade has been very satisfactory, 
brown oxfords in ball strap stvles be- 
ing the best sellers. All the local 
stores are now running short handed, 
this being vacation time for the em- 
ployees. 


Leases Building 99 Years to Protect 
Store 

Louis Bamberger, proprietor of 

“Browning Shoe Store,” closed a deal 

this last week whereby he obtains a 


lease for 99 years on the White- 
Haines building at 80-82 North High 
Street. This building is six stories 
in height and covers a ground area 
of 41% by 187% feet. Mr. Bam- 
berger now occupies number 80 with 
his shoe store and leased the entire 
building in order to protect his loca- 
tion. The upper floors of this build- 
ing are now occupied by various other 
businesses. 


T. B. Mangin Makes Change 


Mr. T. B. Mangin, formerly with 
Traxler & Company of Dayton, Ohio, 
is now manager of the shoe depart- 
ments of The Union Company. Mr. 
Mangin is well known among the shoe 
men of the country and will make 
a valuable addition to the staff of 
managers of The Union Company. 


News From the Manufacturers 


About 85 per cent of the salesmen 
traveling out of Columbus are now in 
off the road and report a satisfactory 
trip just ended. While the orders sold 
are not as large as they were several! 
seasons past, the quantity of the or- 
ders sold is very gratifying and leads 
the men to believe that this coming 
fall will see very marked increase 
in the shoe business throughout the 
country. 

All the local manufacturing plants 
were closed the week of July 4, this 
is following a custom inaugurated 
many years ago, of allowing the em- 
ployees this week off for their vaca- 
tion and taking inventory in the ma- 
jority of the local plants. The C. &. E. 
Shoe Company and The John Fenton 
Shoe Company upon opening of their 
plants after this vacation will start 
the making of welts as part of their 
production. Both of these plants will 
continue to make McKays as part of 
their output. 
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Children’s Shoes 











F IN STOCK 
Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 
CONSOLIDATED 
SHOE CO. 
212 Essex Street 
Boston, Mass. 
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IN-STOCK 
Children’s “rT 
Turns, > to 


Priced 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 


°*RécuEstER, N.Y. 
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‘Miscellaneous 

















Lomb Weel Seles Sound ond Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
“A Service Trade Builder.” Send for our com- 


of Shoe Findings. f 
Terenas Co., Mfgrs., 81 High St., Boston 
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Manufacturer—Attention 


Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for ‘samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 

















Perfection Pneumatic 
Arch Cushion’ 


to Prevent 
‘alien Arches 


ELASTIC TIP COMPANY 
~.. Boston, Mass., U. S.A. 





E.ELLIS COMPANY /f 


HaVEeRMELL , MASS. 
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BIG DEMAND FOR BLACKS 


Both Patent and Kid Popular, Accord- 
ing to Several Manufacturers 


One of the outstanding features of 
the business being booked at the lo- 
cal factories for early fall is the pro- 
portionately large call for black foot- 
wear. Patent leather and black 
glazed kid, as well as black gun metal 
are in demand. Some of the local 
factories are noticing the call for 
black more than others, but in some 
of the larger plants this color gives 
evidence of being in the lead at least 
for early fall wear. 

However, in other plants, there ap- 
pears to be something more like an 
even break between blacks and dark 
browns. The lighter shades of brown 
and tan boosted by some style au- 
thorities earlier in the year are re- 
ceiving little call at this time. Be- 
sides what appears to be a rather 
unusual demand for oxfords, judging 
from their popularity in the sample 
lines shown by the local factories, 
one of the latest style creations seen 
in this market is a patent leather 
turn with a Louis heel carrying three 
and four straps, each of which is 
embellished by inlays of gold and 
silver cloth. The straps also carry 
novelty buttons. 


Benton H. Orr in Auto Accident 


Benton H. Orr, brother of J. P. Orr 
and Harry L. Gordon, former Lieu- 
tenant Governor of Ohio, were in- 
jured in an automobile accident on 
Saturday evening, July 9, at Cleve- 
land. Mr. Orr only suffered slight 
bruises, while his companion sus- 
tained a severe scalp wound. The 
accident was caused by a collision 
with another machine, and both Mr. 
Orr and Mr. Gordon were hurled from 
the car which they occupied. Mr. 
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Men’s Shoes 











ANY TYPE C.R.E. 
OF A SHOE 


In Men’s Fine Goodyear Welts 
Making special and difficult styles of shoes is our 
specialty. Let us solve your problems. See samples 
at Essex Hotel, Boston, July 5 to 15. 
CRAIG-REED & EMERSON, INC. 

Brockton, Mass. 

















Arthur Williams 
oodwill Shoes 


Boston Sales Office: 15 High St. 
ARTHUR H. WILLIAMS SHOE CO. 
Holliston, Mass. j 
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Cincinnati 
Orr, who is manager of the men’s 
department at the Potter Shoe Com- 
pany, returned to his desk a few days 
later. 


To Re-arrange Offices 


The Krippendorf-Dittmann Com- 
pany, one of the oldest shoe factories 
in this market, has let contracts for 
a re-arrangement of its offices which 
occupy the front part of the first 
floor of the factory. The changes 
planned include a considerable en- 
largement of the present sample 
room. 


W. C. Kenney with Van Meter 


W. C. Kenney, well known in re- 
tail shoe circles, having been con- 
nected with the Regal Shoe Co. for 
the last eighteen years, is now as- 
sociated with G. R. Van Meter, man- 
ager of the Bostonian Shoe Store. 
Mr. Kenney, a number of years ago, 
was manager of the local Regal Store. 
Since that time he has managed stores 
in both Pittsburgh and Baltimore for 
the same company. He expects to 
remain with Mr. Van Meter until the 
first of next year, at which time, he 
will probably locate in Baltimore. 


Investigating Styles in the East 


During the past ten days represen- 
tatives and sales managers of the lo- 
cal factories have been visiting East- 
ern shoe centers, especially those 
where style shows have been con- 
ducted. W. T. Dickerson, vice-presi- 
dent of P. Sullivan Company, has been 
spending the last two weeks in the 
East. F. X. O’Brien of the Holters 
Co. was in New York and Brooklyn 
during the recent style show. James 
Hughes, secretary and treasurer of 
the Homan-Hughes Shoe Company, 
returned last week from Chicago after 
attending the Chicago Shoe Exposi- 
tion. Mr. Hughes reports that con- 
siderable business was booked at Chi- 
cago for early fall delivery. Harry 
McLaughlin, manager of the Potter 
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Shoe Co., has also been visiting the 
Eastern markets. 


Special Cards to Announce Sale 

The Joseph Pietzuch Company an- 
nounced their Queen Quality July 
Clearance sales by sending out espe- 
cially printed cards to their custom- 
ers. One feature of their announce- 
ment was that attention of the buyer 
was called to the fact that low shoes 
will be in vogue for fall and that 
their offerings during their sales there- 
by would be doubly attractive. This 
idea of announcing sales by cards, in 
addition to their window displays and 
newspaper advertisements has proven 
its merit in the increased number of 
patrons during July. 


Predicts Good Business in Juvenile 
Shoes 

Both Ralph Wellingten and Arthur 
Knabe, owners of the Co-Operative 
Shoe Company, plan to visit Eastern 
shoe markets during the latter part 
of July. Mr. Knabe states that he 
looks forward to a healthy business 
in juvenile footwear this coming fall 
and winter. 


New Arch Support in Favor 

The North Side Process Company 
of this city is manufacturing and sell- 
ing to the retail shoe trade an arch 
support which is designed on the sus- 
pension principle rather than upon 
that of having a support between the 
sole of the shoe and the bottom of 
the foot. It is in the form of a band 
of elastic, and it is called the ArcHelp 
band. Though only a year old, ac- 
cording to the management of the 
North Side Process Company, the 
merchants throughout the country are 
accepting it and selling it with con- 
siderable satisfaction. The daily pro- 
duction of this band is at present be- 
tween seventy-five and one hundred 
dozen pairs per day. Each pair is 
put up in an attractive little paste- 
board carton. They are made in a 
number of colors, both for men and 
women. 


Milwaukee 


Larger Orders Being Placed with 
Factories for Fall Goods 


One of the significant developments 
in the retail boot and shoe trade of 
Milwaukee since July 1 is that deal- 
ers as a rule are more inclined to 
place liberal orders for fall and win- 
ter. This is the result of the ex- 
perience of most dealers who exer- 
cised extreme caution five to seven 
months ago in ordering for spring 
and summer. They found themselves 
caught short of stocks before the new 
season was fairly under way, and had 
to scramble for goods to fill current 


demand. It is figured that business 
conditions in the coming six months 
will be considerably better than in 
the half-year just closed, so that while 
orders placed with factories are still 
conservative, they are of somewhat 
broader scope and greater volume. 


Factories Resume Operations 
Factories in Milwaukee and Wis- 
consin which reduced operations or 
closed down July 1 for inventory, re- 
pairs, balancing of stocks, etc., have 
now resumed operations, and general- 
ly on a materially larger scale than 
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Pras reect and CorrecttvVe 


STETSON “SS 


ee -* an 


THE SHOE-FOR MEN-WOMEN 


HOW us shoes that will not only ease and correct our foot ills, but 
at the same time have really graceful lines.” 
That is the call of thousands of customers for whom the price of such 
a shoe is a matter of second consideration. 
Stetson SUBURBANS are such shoes. We say so because we have perfected 


them and proved them. Our reputation forbids our making so strong a statement 
unless we were completely sure. 








Will you profit as others are profit- 
ing with these far in advance correct 
and corrective shoes—fortified with 
the Stetson name and trademark? 


Salient Points of Stetson 
Suburbans 


1. Extraordinarily perfect fitting 





qualities, at heel, arch and two ball 
points. 


2. A flexible arch which not only 


supports, but exercises and develops 
weakened muscles and tendons. 


3. They fit before they're laced, 


so that when laces are drawn the 
arch and instep are comfortably 


bandaged. 








4. Lasts that admit of smart style 
as well as full toe room and un- 
cramped comfort. 





May we tell you of Stetson SUBURBAN 
Successes in leading large city stores— 
a pleasure—promptly accorded? 


The Stetson Shoe Company, Inc. 
South Weymouth (90), Mass. 


BOSTON NEW YORK 
Little Bldg. Bush Sales Bldg. 
Cor. Tremont and » 130 West 42nd St. 
Boylston Sts. . 
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ONE OF OUR MOST ADMIRED 
SHOES AT THE NATIONAL 
STYLE SHOW 


BLACK OOZE, SWEEPING VAMP HAVANA 
KID THREE STRAP BUCKLE QUARTER, 
JUNIOR LOUIS HEEL. . 


**Kimball and Sherman Quality” 


KIMBALL & SHERMAN CO. 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 


Omaha Representative: 
Culley-Store Shoe Co. 
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before. Unfilled orders on July 15 
were by far larger than on January 
15. This is saying much when it is 
considered that the National Conven- 
tion and Exposition at Milwaukee, 
January 10 to 13, developed a big 
volume of business from dealers, con- 
stituting the first real demand upon 
manufacturers that had been noted 
since the middle of the summer of 
1920. 

There is a growing disposition on 
the part of dealers to go beyond cur- 
rent requirements, which is considered 
a healthy tendency to generally im- 
prove the industry. A great many 
merchants are taking advantage of 
in-stock departments maintained by 
manufacturers throughout the various 
markets, but they are not going to 
put their trust entirely in such ser- 
vice in the future, because they have 
not always been able to obtain just 
what they needed, due to the fact that 
many other dealers jumped into the 
market at one time, causing some- 
thing akin to a “jam.” For this rea- 
son forward business placed with fac- 
tories is increasing. 


Wisconsin Dealers Visit Conventions 


The Chicago midsummer exposi- 
tion attracted a large attendance of 
Milwaukee and Wisconsin dealers, 
while a number traveled to New Eng- 
land as well. However, the majority 
could not spare the time or expense 
to go to Boston and other Eastern 
markets and made a trip to Chicago 
suffice. From the standpoint of local 
manufacturers, the Eastern as well 
as Mid-Western summer style. shows 
developed a very satisfactory amount 
of new business for fall. Orders for 
prompt shipment were in the majority, 
but quite a lot of business was placed 
for deferred delivery, covering the 
next sixty to ninety days. 


Extending Operations to Meet 
Demand 


The Weyenberg Shoe Mfg. Co. of 
Milwaukee, which maintains a large 
branch factory at Beaver Dam, Wis., 
and during the winter and spring 
months erected a new branch at 
Portage, Wis., is extending its op- 
erations to meet the increasing de- 
mand. The Portage plant is being 
brought to normal capacity for the 
first time. George Humbert, former- 
ly of Milwaukee and Fond du Lac, 
Wis., has been engaged as general 
superintendent of the Portage fac- 
tory. Until a year ago he was an 
executive of the Menzies devision of 
the Nunn, Bush & Weldon Shoe Co. 
at Milwaukee, and when this division 
was given its own entity and a fac- 
tory built in Fond du Lac, Mr. Hum- 
bert was given charge as_ general 
superintendent. He resigned several 
months ago to engage in the retail 
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business in Fond du Lac, but the offer 
from the Weyenberg company was so 
attractive that he is returning to the 
manufacturing field. The Humbert 
store has been turned over to the 
management of Sam _ Vandervort, 
formerly with the Diamond-Watkins 
store in Fond du Lac. 


Production Marketed Direct to Retail 
Trade 


A daily production of 500 pairs of 
men’s fine shoes in six styles, three 
high and three low cuts, has been 
reached by the Freeman Shoe Mfg. 
Co. of Beloit, Wis., a new corpora- 
tion which on July 5 started manu- 
facturing operations in the former 
John Foster plant, purchased recent- 
ly from the Juvenile Shoe Corpora- 
tion. First shipments were made 
July 15. New business is being re- 
ceived in such a satisfactory volume 
that President H. C. Freeman is cer- 
tain that by January 1 a daily out- 
put of 1000 pairs can be reached. 
The production is being marketed di- 
rect to the retail trade, and mer- 
chandising will be backed by gener- 
ous use of advertising space in the 
boot and shoe press. “We sell di- 
rect to the merchant and believe that 
this form of advertising is the most 
effective means of reaching the deal- 
er,” said Mr. Freeman. 


Special Campaign on Conservative 
Numbers 


The Nunn, Bush & Weldon Shoe 
Co. of Milwaukee, manufacturing 
men’s fine shoes exclusively, is making 
a special campaign on its No. 461, a 
high cut in mahogany calf, brown calf, 
black Norwegian or No. 4 Norwegian 
calf, designed as a leader for fall 
trade. The number is being made 
either with the Nunn-Bush brand or 
with the merchant’s name, and four 
weeks’ delivery is offered. It is con- 
sidered one of the snappiest styles 
the Nunn, Bush & Weldon Co. has 
yet produced, but extremes have been 
avoided to make the number of par- 
ticular appeal to well-dressed men 
of up-to-date yet conservative taste. 


Senator Lenroot in Milwaukee 


United States Senator Irvine L. 
Lenroot of Wisconsin spent several 
days in Milwaukee prior to leaving 
with a party of prominent Wisconsin 
business men on a tour of the Great 
Lakes-St. Lawrence River to view the 
pronosed international waterway proj- 
ect which within a few years will 
link the Middle West with the Atlantic 
Ocean and enable manufacturers to 
ship their products to Europe and 
other world ports direct from Mil- 
waukee or Chicago without reloading 
at the seaboard. The proposed lake- 
to-ocean waterway is deemed of ut- 





most importance to the Middle West 
and while some Eastern interests are 
opposing it, there is a firm belief that 
the advantages and benefits will be 
recognized as more than offsetting 
any possible loss of trade and com- 
merce now enjoyed by New York, 
Baltimore and other Atlantic ports. 

While in Milwaukee, Senator Len- 
root expressed the belief that the 
passage of the resolution declaring 
peace with Germany and Austria is 
having an immediate psychological 
effect in stabilizing the business sit- 
uation of the United States. This is 
especially noticeable in the East, 
which appears to have suffered a 
great deal more than the Middle 
West from depression in the last six 
to nine months. The economic hori- 
zon is brightening rapidly, he said. 


Annual Picnic a Success 


The annual outing of the Milwaukee 
Retail Shoe Dealers’ Association for 
members, their families, and em- 
ployees and families, held Sunday, 
July 17, at Hilgen Springs Park in 
Cedarburg, was a huge success in 
every respect. A great many com- 
pliments were extended to John Gei- 
singer for his splendid work as chair- 
man of the committee in charge of 
the affair. It was an old-fashioned 
basket picnic, held in an unusually 
pretty spot along the upper Milwaukee 
River and was enjoyed by nearly 400 
persons. 


Governor Signs Anti-Profiteering Bill 


Governor John J. Blaine of Wiscon- 
sin has signed the so-called Morgan 
anti-profiteering bill, drafted by the 
attorney general of the state as a 
corollary to the state marketing 
commission law, also a new enactment 
of far-reaching effect. The Morgan 
bill gives the attorney general broad 
powers over combinations in restraint 
of trade and carries a $10,000 appro- 
priation for enforcement. The salient 
clause is: “Every combination, con- 
spiracy, pool, agreement or contract 
intended to restrain or prevent com- 
petition in the supply or price of any 
article or commodity in general use 
in this state te be produced or sold 
therein is declared illegal,” and a 
fine of not to exceed $5,000 for each 
offense is prescribed. 


New Walk-Over Store in Beloit 


A new Walk-Over store is being 
established at Beloit, Wis., by Bala- 
ban Bros., a new partnership consist- 
ing of Harry and Emmanuel Balaban. 
The Probst Building is now being re- 
modeled for their use. Harry Bala- 
ban has been with the Walk-Over 
Boot Shop, 137-139 Grand Avenue, 
Milwaukee, for several years, and 
Emmanuel Balaban until now was 
with Kapitanoff Bros. at Beloit. Both 
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: | THE NEWEST 
Sales-Builders | 






The REGAL 
WEST END 


$62 


Stock No. 4653 
This nobby foxed brogue is 
Code Word JEFFERSON most certainly ultra-smart. . 
The toe is soft, with a cemented 
canvas box, and the medium- 
weight sole has a square toe trim. 
It is developed in Gallun’s fine 
Russia calf; rubber heel, of 
course. H 





act Riga 


MAIN OFFICE 


Regal Shoe Company 


268 SUMMER STREET 


Boston, “Mass. 


NEW YORK CITY CHICAGO SAN FRANCISCO 
1369 Broadway 200 South State St. Cor. Fourth & Market Sts. 
(at 37th St.) 1931 Republic Bldg. 910-912 Pacific Bldg. 


E. M. Webster ‘ J. J. Gaffin C. E. Nelson 
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| The REGCAL 
NEWPORT 







$550 


Stock No. 8282 
A women’s brogue oxford, Code Word HORTENS 
of Russia calf, attractively 
pinked and perforated. The sole 
is light and flexible, and a Spring- 
Step rubber heel is attached. 





CLIP THE ORDER-FORM BELOW FOR CONVENIENCE 
The Regal Shoe Co., 
268 Summer Street, 
Boston, Mass. 
Department 6. 


Gentlemen:— 








OO. ccd bec cdenseceescadensenges the following 
shoes from stock, as advertised :— 










Stock 
No. 






5 | 5— | 6 |,6— | 7] 7—| 8| 8—| 9 | 9— |10)10—/11) Total 
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Goodyear : 
Welt Style 14 
Black Kid Blu. Oxf. 





No. 15—Same in Brown 
Kid 

No. 16—Black Kid Blu. 
Boot 

No. 17—Brown Kid Blu. 
Boot 


How Formative Has Made Good 


UR recent introduction of Formative Shoes for Women to 
the retail trade disclosed an instant demand for them. 


Dealers plainly want high-grade shoes of orthopedic charac- 
ter at a medium price. Formative Shoes are just that. 


For dealers, the essence of Formative Shoes is their sala- 
bility. 

For wearers, the essence of Formative Shoes is their health- 
ful wearability and their economy. 


Bear in mind that Formative Shoes are fully indorsed by 
the National Young Women’s Christian Association— 


—because they are correctly built and are therefore good 
for women everywhere to wear. 


All Styles In Stock After Aug. Ist. 


Enterprising retailers are invited to correspond with us. 


COTTER SHOE COMPANY 


LYNN, MASS. 
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are experienced retail shoe men with 
wide experience in merchandising the 
Walk-Over line. 


The Green Bay Association of Com- 
merce Compiles List 


The Green Bay, Wis., Association 
of Commerce has completed the work 
of compiling an index of 18,000 names 
of residents in Brown, Kewaunee, 
Door and Oconto counties, to be used 
by the retail merchants of Green Bay 
in trade development. The four coun- 
ties comprise the main trade territory 
of this market. The list was pre- 
pared to meet the urgent need of a 
correct mailing list of consumers. It 
was compiled from the tax assess- 
ment rolls of the four counties and 
is therefore unusual in its correct- 
ness and modernity. Secretary Hor- 
ace Baker supervised the work, which 


STOCKS AT LOW EBB 


And to Keep Them There Is Policy 
of Retail Merchants 


The retail shoe business here is 
rather quiet after the holiday, but 
dealers report that it is holding up 
very well on the whole and compares 
favorably with the same period last 
year. The economic situation shows 
no sign of improvement at present. 
There would seem to be more unem- 
ployment, if anything. Buyers for 
the trade are exercising much dis- 
cretion; the tendency is to keep stocks 
down to a minimum. 

Sport shoes have not come up to 
expectations and some of the mer- 
chants are wishing they had not 
seen them. Few, however, will be 


Opens Second Store in Cleveland 


Elmer L. Volkmer’s second shoe 
store in Cleveland opened on Thurs- 
day, June 30, in a manner that was 
most satisfying to the proprietor. 

The succeeding Friday and Satur- 
day also were great days for the 
new store. The location is on Su- 
perior Avenue, within a stone’s throw 
of the Public Square, which is the 
heart of the city. The store features 


‘five dollar shoes and the consumer 


can spend no more. 

The price undoubtedly has an at- 
traction and in addition the store 
is centrally located and attractively 
furnished. Clerks had all they could 
do to handle the customers the open- 
ing day, although an extra number 
were on duty. The same was true 
on the two days following. 

“The opening was most auspicious,” 
said Mr. Volkmer. “The sales ex- 
ceeded my expectations, and I am sure 
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required nearly six weeks. The As- 
sociation has added $3,000 worth of 
addressing and circularizing equip- 
ment to assist jobbers and retail 
merchants in taking advantage of the 
list. 


Midsummer Sale in Janesville 


Thirty-seven retail stores of Janes- 
ville, Wis., joined in a great midsum- 
mer sale, starting Saturday, July 
9, and ending July 16, fostered 
by the retail division of the 
Janesville Chamber of Commerce. 
Janesville is the center of a large and 
rich trade territory. The principal 
piece of advertising consisted of a 
sixteen-page section in the leading 
daily newspaper of Janesville, many 
extra copies of which were mailed 
into the rural districts. The results 
are reported to be very ‘satisfactory. 


Salt Lake City 


badly bitten, as many stores have 
only a dozen pairs or so on hand now. 
All white shoes are more popular 
than ever this year. Women are buy- 
ing them in strap pumps, one or two 
straps being the most popular. There 
is a brisk demand for canvas shoes 
at $3.85, while kids at two dollars 
more sell quite readily. Plain pumps 
are “dead.” There is not much de- 
mand for black shoes now, but tans 
are in demand and are gaining on 
the whites. T. P. Hunter of Walker 
Bros. thinks blacks will be good this 
fall in patents.and in kids and light- 
weight gun metal with military heels. 
Men are buying whites and tans, es- 
pecially whites. Brogues are not so 
popular as some thought they would 
be, but one or two dealers are selling 
quite a lot of them to the younger 


Cleveland 


that the store will be a great success. 
I intend to make it the greatest store 
in the city for moderate priced shoes, 
and the product will be meritorious. 
I realize that the price is not every- 
thing in building up a business. 

Mr. Volkmer’s other store is lo- 
cated in the Hippodrome building in 
Euclid Avenue. Two floors are oc- 
cupied. A description and photo of 
the new store will be published later. 


Month of June, 1921, Exceeds 1920 
The month of June was a much 


better one than a year ago for shoe 


merchants, according to statements 
made in the Stone, Halle Bros., Hig- 
bee, May Co., Stearns, Volkmer, and 
Taylor stores. 

Sales of white shoes, sports and 
tennis shoes predominated. The 
weather was hot most of the month 
and was about the warmest June that 
Cleveland has experienced in years, 
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An Expensive Sale 

A “bad check” artist victimized Leo 
Maliszewski, shoe merchant at 739 
Forest Home Avenue in Milwaukee, 
out of one pair of shoes and $76.56 
in cash during the past week. The 
stranger purchased a pair and ten- 
dered a check in payment. Several 
days afterward the bank returned 
the paper marked “N. G.” 


Burglars at Work in Merrill 

Burglars gained entrance to the 
J. G. Oberg Boot Shop at Merrill, 
Wis., one night last week and carried 
off fifteen pairs of shoes, 100 pairs 
of silk hose and other merchandise, 
but did not meddle with the cash 
register. A rear door was opened 
with a key and the police are working 
on the theory that local talent was 
responsible for the burglary. 


men from. sixteen to the middle 
twenties and a little older. 


Tiedmann Back from Vacation 


Fred C. Tiedmann, local J. J. 
Fontius man, has just returned from 
his vacation looking “fit.” Mr. Tied- 
mann says he is enjoying.a good busi- 
ness and is away ahead of last year. 


E. S. Tew..Made Manager 


Edward S. Tew has been appointed 
to succeed Manager Horton of the 
Auerback shoe department, who, as 
already announced in the RECORDER, 
has accepted a similar position in Se- 
attle, Wash. Mr. Tew has been with 
the Auerback shoe department for six 
years, though not continuously, and 
returned only a year ago. 


and as a result the sales of white 
shoes and sport models have been ex- 
ceptionally heavy. Black and white 
color combination in sports continued 
to be the ruling favorite, with some 
of the larger merchants rather hard 
pressed to meet the demands that 
were made upon them. 

Few sales were conducted during 
the month of June, and the good rec- 
ord was made, with few exceptions, 
by offering the merchandise at one 
price that remained stationary for 
the thirty days. 

‘Settlements of strikes that tied up 
considerable money during the months 
of April and May have had a bene- 
ficial result, while the textile indus- 
try, which is one of the largest in 
the city and employs women almost 
exclusively, has continued at its max- 
imum capacity. 

Women continued throughout June 
to be the heaviest buyers of shoes, 
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Snucs 


TRADE MARK 


fit any last 


A New Money Maker for ~HOOD> Dealers 


NUGS are footholds—but they are footholds that are made differently 
S= packed differently so that you can make every rain storm and rubber 

rush pay more profit to you. 

First of all, SNUGS fit any modern woman's last. You don’t have to try 

several pairs to get a fit. In fact, you don’t have to try on a single pair if 

you don’t want to, because 

SNUGS come in a self-selling counter display carton. Every sixteen pairs 

are packed in a separate container. This container is lithographed in eight 

colors with full instructions to women who want to fit themselves quickly. 

The end of each carton shows the size plainly. 

You can handle any sized crowd if you have the stock—_make three sales in 

the time it used to make one, get three times the turnover, reduce your stocks 

(no lasts and widths) and make a full profit on every sale. 


SNUGS Are Neat and Durable Quick Delivery for Quick Profits 


last—th 
Ths fnture st malar SNUGS 6,0 atthe When you wet mere eer pou vt the 
itself to the shoe in smooth line—emphasizes the hurry. And you can get your SNUGS that way. Hood 
Distributing houses, located where they can reach 


perfect fit of the rubber. 
And wear? When SNUGS were first made they were you in the shortest possible time, will be ready to fill 


tested and the reports showed that they averaged to your sizing orders at almost a moment's notice. You 
give over seventy miles ~ Re pair. This P pagent can be sure of the best service on SNUGS. You 
proved durability and SNUGS were pronounced a suc- should have supply on hand before the next rain. 


Details for Ordering 


Best grade rubber upper and sole, with special flexible of all requirements. The shoes are stretchable and 
knurling. Fine quality strap that retains its elasticity. will fit on several different sizes or shapes -of leather 
Special SNUGS last that conforms to all up-to-date shoes; thus, size 3 will fit best on 214-3-314, etc. 
women’s shee models.- SNUGS are made in full sizes They are packed 48 pairs to the case in the following 
only from 3 to 7. One last and 5 sizes will take care runs. 

Size 2° @ «Sonbh 2 

Case S 8.4 3 48 pairs 

Container 2 5 Ss 1 16 pairs 

Every 16 pairs packed in a special display container for quick sales. Three containers, 48 pairs to a case. 


Net price to retailers (subject to change without notice), per pair, 55 cents 
Order from Our Branch Depot or Wholesale Distributer Nearest You 


HOOD RUBBER PRODUCTS CO. 


INCORPORATED 


WATERTOWN MASSACHUSETTS 
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Here’s Comfort They Want at the Price They’ll Pay 





IN STOCK 
ALWAYS 








No. 602—Genuine Glazed Vici Kid 


Leather Insoles and Rubber Heels... 


Sizes 242 to 8 


..-$2.15 Net. 


Good fitting, neat appearing and dur- 
able, Wobst Comfort Slippers stimu- 
late, in the mind of each buyer of a 
dress shoe, the desire to own a pair of 
comfortable slippers as well. 

When you quote the reasonable price you 
can make on either of the two numbers 
shown on this page, two sales with two 
profits become a reality. 


Send for Sample Dozen Today 


WOBST SHOE CO. 


Vliet and 4th Sts. Milwaukee, Wis. 








READY 
TO SHIP 


No. 600—Genuine Glazed Vici Kid Comfort Slip- 
pers with Leather Insoles and Rubber Heels. 


Oxford with 


$1.85 Net. 


No. 601—Same as No. 600, except with two straps. 
$2.00 Net. 
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Exemplification of Style 


HE significant and outstanding style feature in both the 
Brooklyn and Boston Style Shows was the three-strap, cen- 


ter buckle oxford with military heel. 


This unquestionably big seller during the coming months has a 
true exemplification in the Watson TO DDB E shown below. 


Note the detail of last and pattern—the round full toe, the perfo- 
ration design on tip. 


Those who Keep in Touch with Watson Keep in Step with Fashion. 


Se “+ a 
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largely because of the number em- 
ployed at satisfactory wages. 

Sales in men’s shoe were light. 
This has led many merchants to pre- 
dict that the volume of business in 
men’s shoes will be large during the 
fall and winter months. 


Open July With Clearance Sales 


Merchants started their clearance 
sales promptly on the fifth day of 
July. All stores were closed on 
the nation’s birthday, and clerks and 
proprietors went back to their places 
of business on Tuesday greatly re- 
freshed. 

Stocks of low shoes for men and 
women are advertised in all the pa- 
pers. The prices are most attractive, 
considering what the consumer has 
been paying for shoes in recent years. 

Women’s shoes can be bought at 
these sales for from $4.35 to $9.35 
and the men’s from $5.35 to $9.35, 


A WELL ADVERTISED CITY 


July Activities Touch a New High 

Point in Shoe Market’s History 

This July market goes down in his- 
tory as Boston’s biggest and best. 
More notables of the shoe, leather 
and allied industries participated in 
Boston activities on Hoover Day than 
on any former occasion. The way 
was paved for a further advance in 
the standards of American shoe man- 
ufacturing and merchandising. 

Mr. Hoover told Herbert T. Drake, 
president of the New England Shoe 
and Leather Association, that he was 
grateful for the warm and hearty 
welcome which Boston and the New 
England shoe and leather trade gave 
him. This was his message, given 
just before he left Boston. Also, he 
asked Boston and New England man- 
ufacturers and merchants to make 
use of the services of the Boston 
branch of the U. S. Department of 
Commerce, as they met problems in 
foreign trade. This branch is in the 
U. S. Custom House at Boston. Leon- 
ard B. Garry is director. 


Some Buyers Still Hesitate 
“Again there are two classes of 
buyers,” said a Boston wholesaler. 
“One consists of those who buy with 
confidence. The other consists of 
those who hesitate. There’s scarcely 


SHOE FACTORIES BUSY 


Comparatively Few Orders Placed 
During Style Show, But Good 
Volume Before 
Brooklyn manufacturers who ex- 
hibited in the recent style show at 
the Hotel Commodore, last week, ex- 
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with a good assortment of models 
and sizes. 

In the models offered at special 
prices are all kinds of white goods, 
sports, tan Russia, gray, brown and 
black suede, kid and satin in Cuban, 
Louis and military heels. 

Notwithstanding the warm weather 
that generally prevails during July, 
there is always a good sale of leather 
shoes. People experienced in the ways 
of merchandising look forward to the 
July sales as an opportune time to 
lay in supplies of shoes for future 
wear. So there will be many consum- 
ers who will take advantage of spe- 
cial sales to lay in stocks of low 
leather shoes that they will not wear 
until the fall or next spring. 


Preparations Being Made For the 
Annual Picnic 


The shoe industry in Cleveland is 
to have another picnic this year. 


Boston 


more than a month, before September 
days will bring fall footwear into the 
windows. Yet some buyers have not 
specified their fall styles. An old 
saying, which I would like to em- 
phasize. is that ‘He Who Hesitates 
Is Lost.’” 

“Prices on fall footwear are set- 
tled, in so far as we are concerned,” 
said the sales manager of one Bos- 
ton wholesale firm. “No lower can 
we mark them.” 


Tanners’ Council Meeting 
The Eastern division of upper 
leather tanners, of the Tanners’ Coun- 
cil, met in Boston last week. E. A. 
Brand, secretary of the council, came 
over to attend it. 


Wholesalers Hold Meetings 
The Southern Shoe Wholesalers’ As- 
sociation met at the Hotel Brunswick 
last week. The National Association 
of Shoe Wholesalers met at the City 
Club, Boston, on Hoover Day, and ad- 
journed to hear Hoover’s speech. 


Style Features Seen 
The store of the William Filene’s 


Sons Co. is showing a line of men’s. 
£ 


shoes made over a French last. White 
socks for street wear, imported from 
England, as well as golf stockings 
from England and Scotland, are fea- 


Brooklyn 


pressed themselves as well satisfied 
with the results of the first co-opera- 
tive show which the manufacturers in 
this section have held. According to 
all reports most of the manufacturers 
booked more business than they antic- 
ipated before the show opened. The 
volume of new business placed during 
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The outing has been an annual event 
for years. The boys and girls just 
have to play to the limit for one day 
in the year. It is an event that is 
looked forward to eagerly when the 
first days of summer make their 
advent. 

The travelers of the city generally 
assume the leadership in the making 
of arrangements, and E. F. Buzek, 
secretary of the club, has announced 
that a meeting will be held during the 
second week in July in The Arcade. 
At this time arrangements will be 
started for the outing with the ap- 
pointment of committees. 


Merchants Attend Chicago and Bos- 
ton Conventions 


Several merchants were in attend- 
ance at the Chicago show, which op- 
ened on July 5. A delegation has 
been organized to make the trip to 
Boston on July 11. 


tured in Boston stores. Some of the 
newest bathing shoes show fancy 
stitching, on colored threads, corre- 
sponding to the fancy stitching on 
some women’s street shoes. A Boston 
style leader is showing men’s oxfords 
with double soles. 


Clearance Sales Being Held 
Some clearance sales of summer 
shoes are going on. But no great 
quantity of goods is going over the 
bargain counters. Indeed, retail mer- 
chants apparently are not heavily 
stocked on good shoes. 





Grained Patent Appears 

The Knox Shoe Company display 
at the Boston style show included that 
company’s new line of women’s ox- 
fords. One novelty shown was a very 
trim oxford made of patent colt in 
Scotch grain finish. This was made 
up with a wing tip and medium Cuban 
heel. 


Made Member of Firm 


Stephen R. Sawyer, who has been 
connected with the Falconer Shoe 
Company for a number of years has 
been made a member of the firm. 
Cards announcing the change in the 
firm’s personnel have been mailed to 
all customers. The firm maintains an 
office at 580 Atlantic Avenue. 


the show was not extremely large, it 
is said, but the showing of styles sat- 
isfied some of the retail merchants 
who had purchased early and influ- 
enced others to place orders during 
or after the exhibition. Business in 
the Brooklyn factories during the 
week following the show held up re- 
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On heowe Ist, 1921 


The Bleecker Shoe Co., Inc. 


Will Switch the Live Wire Current from Their Present Home at 148 Duane St. Into the Entire 
Double Building at 


138-140 Duane Sf. Formerly occupied by Parker Holmes Co. 





We Will Inaugurate 
There a Buyer's 
Paradise Where Buy. 
ers Will Find the 
Largest Assortment 
of Jobs. 


A Complete Up- 
to - the - Minute 
Line of Women’s 
Novelties, the Fa- 
mous Blue Bird Line 
for Boys and Girls as 


Our Rapid Growth 
Is Due to Our Policy 
of Quick Sales and 
Small Profits. Our 
Present Building Be- 
ing inadequate We 
Naturally Were 
Compelled to Seek 
Larger Quarters 
Where We Will Con- 


duct Business with 


teal Ruther ” : : E . 3 the Same Policy but 
Sonmis, - Falta, Slip , biel ge ee ie on a Larger Scale. 
pers and Men's | oo. $ 

Shoes. 








138 New Home of the Live Wires in the Heart of Duane St. 


Before Buying Vieit Gur Showrooms at New York or Boston 
Always Ready fo Serve 


Mi 
~ SANTA AAV letsbatiltellolite lil bbsbet loll ltl lalel lll 5 


haadd 


— 


B <EF E CO.Inc: 
“THE LIVE. WIRE_HOUSE- 


SETS Tr aiors creators.) 
148-159 DUANE ST. NEW YORK CITY ? 


Boston Office: 214 Essex St. 
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Announcement !! 


On August Ist we will move to our new 


larger quarters at 


—_ ee 


ae a eee 






148 Duane Street 





Our new showrooms will be resplendent with 


the newest and most desirable models for 


FALL in stock. 















MEN’S, WOMEN’S | 
BOYS’ and LITTLE GENT’S | 
SHOES 







Acc 





A cordial invitation is extended to all to visit us in our 
new quarters 














The L.B. Schindler Shoe Company 


Duane St. New York City 
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Large Sales of Staple Leathers Reported “ies: Ts eek pie gle Ol 
Made to Big Manufacturers ; . 
of smooth calf. Prices range from 


It is too early at this writing to 
look for much post-holiday trading. 
The various style shows and exhibi- 
tions, however, play an important part 
in relieving otherwise quiet conditions. 
One of the brightest spots in the 
situation is the renewed inquiry from 
abroad. The uncertainty of the new 
tariff bill with respect to leather and 
hides is rather disturbing to certain 
branches of the trade. The trade will 
continue to vigorously oppose the 
placing of a duty on imported hides 
as such a duty would only serve to 
increase the cost of leather and shoes, 
benefiting only the big packers and 
with no compensating benefit to the 
farmer. 

Some rather large sales of staple 
leathers have been made recently to 
some of the largest shoe manufactur- 
ers whose factories are running at 
very close to normal and in sharp 
contrast to the dull conditions of a 
year ago. Outside of certain job 
lots the price situation is on a stable 
basis. There is little likelihood of 
any materially lower prices, and tan- 
ners of the best grades of leather 
stoutly maintain that under to-day’s 
production costs no profit could ve 
made on tanning upper leather at 
lower prices, and this also applies 
to sole leather. 

Tanners Not So Averse to Buying 


The first half of the year there 
has been approximately a business 
totaling sixty per cent of normal. 
Tanners are not so averse to purchas- 
ing hides and skins as they were back 
in the winter but even to-day the 
tanner is compelled to carry the most 
of the burden, leather buyers pur- 
chasing as a rule very close to their 
needs. It is a satisfactory phase of 
the business that cancelling of orders 
has virtually disappeared and what 
business is done is on orders which 
buyers expect to take and do take up 
at the contract price accordingly. 

Many of the leading tanners who 
expressed opinions during the past 












: Supplies and Prices 
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Prices On Stable Basis ear eg a 
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Review of Leather 
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ular. This color will be much in evi- 
dence in the shoes of next fall and 






50c. per foot for the better grades 





here downward to 45c., 40c. and 35c. 


few days agree that a good volume 
: : a foot. Some cheaper grades are sold 
of business is the outlook for fall. at even less money. The past sea- 


Summer trading is likely to continue 
on about the present basia, but a- bet- son has been an excellent one for the 
ter run of business is confidently ex- best suede leathers. Suedes, both in 
pected during the fall months. colors and blacks, will continue very 
popular. This was also evidenced at 
Calf Leather the various style shows in the at- 
There has been a fair business in tractive samples which were shown. 
calf leather. The trading for June People are beginning to learn how to 




















was larger than anticipated. Prices take care of suede leather, and it will 
remain on practically the same basis undoubtedly increase in popularity 
with 55c. per foot named as the top still further. 

















COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 









































Pre-War Peak To-day 
Calf, suede, top grade.......... $0.32 a $0.35 $1.40 a $1.50 $0.60.a $0.90 
Calf, smooth colored, top grade.. .28a .30 1.40a 1.50 45a .55 
Calf, smooth, black, top grade .. .26a _ .28 1.30a 1.40 40a .45 
Side leather, colors, top grade... .18a .22 -75a 1.00 25a .80 
Side leather, black, top grade... .16a .20 65a .90 24a .28 
White buck, top grade ......... 28a .380 90a 1.00 35a .40 
Elk, heavy side .........c.s000. 24a .26 65a .70 24a .26 j os 
Kid, colors, best, fancy ........ 35a .40 1.50a 1.65 80a 1.00 if 
Kid, colors, top grade .......... 33a .35 1.35a 1.60 70a _ .90 { 
Kid, black, top grade ........... 28a .30 1.35a 1.50 60a .70 | 
Kid, medium, colors ........... 20a 4.24 -70a 1.10 35a .60 | 
Kid, medium, black ..i...0.06 18a 22 60a 1.00 30a .50 
EET NS Freer 06a 12 20a 36 10a .20 
Chrome patent sides ........... 25a .80 85a 1.05 35a .45 
Sole Leather (price per pound) \ 
TIE Bos oon cshnaceness 32a .33 56a 58 35a... | 
a A bee Rae warmers ee . rr 40a «.50 : 
No. 1 oak backs ............06. 38a .39 92a 95 55a... 
No. 1 oak bends, shoe mfrs.’ use. .46a  .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use.... ...a .48 1.15 a 1.25 80a .85 
Raw Hides and Skins (price per pound) 
(19138 Av.) 
Native steers, as used in sole 
leather, harness, etc. ......... —% 52a  .55 i8a «4.14 
Heavy Texas steers, for sole 
CS ES Oe Se eee o.8 28 a a ust at 
Light native cows, for side upper i 
SO ae ee ca Ae ~~ aee «| | 
Branded cows, for light sole |} 
OO OCCT ORT RO ae ae ‘ick {ae Me. si ; 
No. 1 buffs, for heavy upper and ae 
Bide leRGRE? ~..6:.0:4-0 5:2. 47,0 e040 6 nek. 45a .50 06a .07 
No. 1 Chicago City calfskins, for : ie 
fine cA TOGGREF 24... 6. ccses sa «6S 80a 1.02% 18a .20 iq 
Kids, for upper leather ........ + @, 16% 65a  .80 09a .14 
B. A. hides, for hemlock sole 
LPR Ie Eee a aa A2a_ «4.46 15a .16% 





(Continued on page 99) 
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BAL LACE 


5400—Cherry Chrome Bal. 
5401—Black Chrome Bal. 
5412—Full Grain Cherry Elk Bal. 
5414—Full Grain Cherry Lotus Bal. 
5 to8 8% toll 
5400 $1.35 PSI —_ 
5401 1.35 
5412 1.60 
5414 1.60 


TWO STRAP BAL 
2012—Full Grain Cherry Elk. 
3014—Full Grain Cherry Lotus. 

8%tol1l 11% to2 
2.30 $2.60 


BUTTON SHOE 


It Will Be Funny 
When It Stops 


Hurting 


Life’s hard knocks always seem funny in 
After Life. It’s human nature to take 
things seriously and after they are past 
and gone to laugh at them. It is funny 
when it quits hurting. 


It’s that way with the Stitchdown question. You 
handle the ordinary stitchdown and have noth- 
ing but trouble, complaints, make bad friends, 
dissatisfied customers and lose business. It’s ab- 
solutely disgusting to you. Youare sore. Then you 
introduce the RAMSEY PATENTED PROCESS 
SHOE, guaranteed against ripping. All your 
troubles disappear. No more complaints, no more 
dissatisfied customers, but instead the ever-in- 
creasing demand for this merchandise. Every- 
thing is rosy now. The hurt is gone. You are 
laughing. 


July 23, 1921 


There are still many merchants who insist on be- 
ing hurt and keeping in pain. Some day they are 
going to realize there is a cure for their ills and it 


will be the RAMSEY PROCESS SHOE which 


will cure them. 


Now is the time to get busy. See this line. 


5600—Cherry Chrome Button. 
5601—Black Chrome Button. 
5614—Full Grain Cherry Lotus Button. 


5 to8 ‘ae 116 ‘05 


geee $1.35 
1.35 *6 


bold 1.60 


RAMSEY’S PATENTED PLAY SHOES Pp 


HEY CANNOT RI 


“IT’S IN THE MAKING” 


GOODYEAR DOUBLE “Wor? WELT 
967 ATLANTIC AVE. _E. J. RAMSEY CO. BROOKLYN, N. Y. 
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Infants 


967 ATLANTIC AVE. 





""1€ You are Satisfied With the Ordinary Stitch- ' 
down—We Have a Few Left to Get Rid of 
NOTE THE PRICES | 


PLUG OXFORD 
VENTILATED OXFORD 


4% 
to 6 : 

2% t 1.25 
Men’s Shh oe Oxford, Tan Lotus Upper, Oak Sole, 6 to 11 . 
Men’s Ventilated Oxford, Cherry Elk Upper, Oak Sole, 6 to 11 J 
Men’s Blucher Oxford, Not Ventilated, Assorted Upper Leathers, =. 

Sole, Outside Rubber Heel, 6 to 11 J 
Ladies’ Sport Oxford, Assorted Upper Leather, Some with coer a 

and Some Without, Textan and Oak Soles, Rubber Heels, 2% to 7.. 1. 
7. 
E. J. RAMSEY CO. 
BROOKLYN, N. Y. 


SPORT OXFORD 








USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - Boston 


= 
‘ 
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‘PARADE’ 
-one of the Keds line 


VERY woman is a prospective buyer of 

the Parade pump. This neat, com- 

fortable Keds model will match light frocks 

and give genuine service for many summer 
activities. 


“Parade” pumps are also popular for house 
wear the whole year ’round—for nurses, 
waitresses or any woman who works in 
white clothes. 


Dealers can build a large and permanent 
women’s trade on this fast-selling style. 
Have you all the appropriate sizes to cash 
in on these Keds profits? 


United States Rubber Company 








LS 


—— 





Not all canvas rubber-soled 

shoes are Keds. Keds are 

made only by the United 

States Rubber Company. 

Look for the name Keds on 
: the shoes. 
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ae Footwear 
The Market Situation - Prices and 
Style Information - Trade Notes 
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Tennis Prices After Sept. 1 


Concession Made to Retail Merchants by Big 
Companies — Few Pairs of Rubber-Soled 
Footwear Will Be Carried Over 


The trade will be glad to know that 
the rubber companies have postponed 
the announcement of tennis list prices 
until after September 1. It has been 
the custom for some years to an- 
nounce these prices early, but inas- 
much as this interferes with the busi- 
ness of retail merchants in the mid- 
dle of the selling season the big com- 
panies were glad to co-operate in mak- 
ing this concession which, while it 
has some drawbacks to the wholesale 
trade, is beneficial to merchants and 
the trade as a whole. 

In spite of the fact that the sales 
in leather footwear have been rather 
quiet it has been an exceptionally 
good season for tennis and outing 
lines, and the output of the mills for 
the summer will be none too large to 
fill orders. Stocks carried over by 
the wholesale trade were not burden- 
some in spite of the very mild sea- 
son, but the big rubber manufactur- 
ers still have the burden of carrying 
the largest stocks as financial and 
market conditions have deterred mer- 
chants from placing large orders in 
advance. 


Bad Weather May Cause Shortage 


There is no question but what a 
severe season would clean out the 
stocks which will be made up, and It 
is frankly stated that by reason of 
not having placed sufficiently large 
orders, merchants as well as whole- 
salers, will suffer disappointment in 
re-ordering in the event of unusually 
bad weather. 

The situation is less complex in 
the tennis and outing lines in view 
of the fact that sport footwear has 
taken such a hold on the country as 
a whole. The amount of interest de- 
voted to sports and outdoor life has 
multiplied tremendously, even since 
the war. With anything like normal 
conditions in the country this type of 
footwear has a most remarkable out- 
look and _ it would seem advisable for 





every retail merchant in the country 
to develop to the utmost this im- 
portant branch of the business. The 
modern retail shoe merchant will keep 
in close touch with every new de- 
velopment in rubber sole footwear and 
outing goods. 

At the Style Show in Boston there 
were exhibited several new types of 
soles with rubber plugs and other de- 
vices calculated to be more suitable 
to the golf field. Effort has been 
successfully made to bring out types 
of sole which will not cut up the golf 
course or scratch the club room floors. 


Rubber Plugs for Golf Shoes 


Among others a sport shoe with 
two rubber plugs on the sole and two 
on the heel has recently been made 
by the English house of Church, 
Northampton. T. E. Pearman, Ameri- 
can representative, has been showing 
this shoe to houses in the West. The 
rubber plugs give a firm tread on the 
golf or tennis court and eliminate the 
metal spikes which are bad for the 
interior of the club houses. The plug 
attachments can be bought separately 
from the shoe. The two on the heel 
in the shoe made by Church are rein- 
forced by a crescent set into the 
leather. 

Crude Rubber 


The situation in price and demand 
is virtually unchanged since a week 
ago. Business was quiet around the 
holidays, with few sellers or buyers 
in evidence. Prices are on the same 
basis, and the market is in a rather 
inactive condition. Quotations are 
nominal as follows: 


Para—Up-river, fine ......... 15% @16 
Uperiver, COMTHO ....ccsec. 7% 
Si a50scedcencaws 16 
Re, ID hia o0c dicksin ods 7 
Caucho, ball, upper........ 8 
Caucho, ball, lower......... 7% 
NE Skids bis des sks tee one 7% 

Plantation—First latex crepe 15 
Brown crepe, thin, clean... 11 
Brown crepe, rolled........ a 


PUUADAADAR RATATAT = 





BUH 








AMBOO— MO, 2 cccccivcecvceces 114%@. 
No. r Si ahs ach ence See ake am 10% @.. 
OT eras ne 10% @ 
Smoked cinbed sheets........ -- @13 
*Centrals—Corinto ......... oo. “| © 
SREB  6.6.0.0600:050s000+ - @6 
SMexican SCTAP .......2.00. oo) ae 
CMR VEIG, Wet . 22.2 ccccdec . CM 
TEC MEET  o.t.0-ccepecanse -> @25 
*Balata, block, Trinidad.... .. @73 
*Balata, block, Colombian... .. @26 
SHialate, PARAIBR. 266066000 -» @25 
CBalata, sheet ...cccccccces oe | 3 
1 
*Nominal. 3 
Scrap Rubber oa / 


Serap purchasers have been neglect- 
ing the market of late, but now that 
the fairs are over retailers will be 
cleaning up for a new season and 
more activity is reasonably expected. 
Quotations follow: 


BOCES AWE GROCB so. 66.060600000 2. OO. 
Areticon, trimmed ....cccccess 24%@.. 
Arctics, untrimmed .......... 1%@.. 





(Continued from page 95) 
Side Leather 


Tanners of side leather feel more 
encouragement from the trading of 
the past few weeks. Makers of staple 
footwear are larger purchasers and 
their buying extends all the way from 
elks, veals and kids up to the lighter 
side leathers of the very best finishes. 
The top grades bring from over 30c. 
a foot and range down to below 20c., 
according to the kind of leather 
wanted. There is every indication that 
the business for the last half of the 
year will be larger than that of the 
first half. The supplies of leather 
are less burdensome than a few 
months ago and now that the price 
situation is on such a satisfactory 
basis there is little or no risk at- 
tached to more extensive purchasing. 


Sheep Leather 


There is a fair trading in sheep 
and cabretta leather with prices ma- 
terially reduced over the last sea- 
son by reason of the lower priced 
goat leather on the market. 


Sole Leather 


The sole leather situation shows 
some improvement over a few weeks 
ago, and when the shoe factories get 
well to going after the inventories 
heavier purchasing of sole is con- 
fidently expected. Prices are firmly 
maintained at quotations given below. 
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Stock No. 97—Black 
Kid 8-inch Lace Boot, 
$8.25 


Stock No. 497— 
Brown Kid _ 8-inch 
Lace Boot ....$9.25 
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Model No. 97 
ANTERIOR (METATARS- 
AL) ARCH SUPPORT SHOE 


The most recent orthopedic devel- 
opment for relief of pain back of 
the toes, The metatarsal arch 
support is built of solid leather 
centered under the ball of the 
foot. The cupped heel seat com- 
bined with the reduced instep 
and heel measurement, holds the 
foot firmly, maintaining correct 
posture. 12/8 Cuban heel. 


Physical Culture Shoes 


July 23, 1921 


Stock No. 174— 
Black Kid Oxford, 
$6.75 


Stock No. 474— 
Brown Kid Oxford, 
~ $7.50 


Style Plus Comfort—Health and Ease for Women and Children 


Physical Culture Shoes are scientifically con- 
structed to conform to the lines of the foot 
and freely follow every movement. They fit 
comfortably without sacrificing style. 


Physicial Culture Shoes are constructed with a 
high tempered flexible steel spring, built into 
the well arched shank, supporting and strength- 
ening the arch without limiting the functions 
of the muscles. 


Our combination lasts which are_ strongly 
featured in our “In stock’? Department, elimi- 
nate undue pressure and yet hug the foot, pre- 


venting slipping. 


Carried in stock all year round in wide range 
of combination and special featured orthopedic 
models in boots and oxfords, black and brown 


.kid AAAA to EE, 3 to 10. 


Wm. Henne & Co., Inc. 


Known Since 1875 for Quality 
957-971 Kent Avenue at De Kalb 
BROOKLYN, N. Y. 


LE 
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Twenty-first year of 
famous Boston Shoe 
Travelers’ Association 
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Who’s who and were 

you theref Snapped 

prior to harbor sail 
to Pemberton 








Hospitality is Salesman’s Side-line 
Once Again the Banner Outing with Buyers as Guests 


Boston, July 15.—There could have been no more 
satisfactory wind up of shoe style week in Boston 
than the big celebration and outing at Pemberton, 
which was given by the Boston Shoe Travelers’ Asso- 
ciation. Members with their guests started from the 
Hotel Essex led by Teel’s Band and after parading 
through the shoe and leather district marched to 
Rowe’s Wharf where they took the boat for Pember- 
ton . 

The program for the day was somewhat inter- 
fered with by showers which did in fact stop the ball 
game but the water sports were completed without a 
hitch. 

The sports’ committee was as follows: 

Sports Committee—Wm. Gaffney, Chairman; Ches- 
ter Blackley, L. B. Cubbison, Harry Goller, Roy Mil- 
ler, Tim Murphy, W. H. Ellice, T. H. Meade, Jr. 

The committee on water sports was: Chris Briel, 
Chairman; Edw. J. Andrews, Syd. Curry, J. Frank 


Trehan. 

The ball game terminated at the end of the second 
inning on account of rain. The salesmen were ahead 
at the close of the game by a score of 3 to 1. 


New Outing Feature—Water Sports 


The swimming tank at Pemberton is one of the fin- 
est in the East, and a large number availed them- 
selves of the privilege of swimming there prior to the 
water sports. The outcome of the latter was as 
follows: Tub Race won by C. S. Russell of J. S. Bar- 
net & Son’s, Inc.; the cigarette race, swimming across 
the tank without the cigarette going out, won by P. 
R. Wilson of Howard & Foster; swimming relay race, 
won by C. Hands of the Elite Shoe Co. and P. B. Wil- 
son; second, F. W. Brown of the Allied Shoe Co. and 
C. W. Pollock of Thayer-McNeil Co.; pillow fight won 
by C. Hands of the Elite Shoe Co., whose competitor 
was Jack Atkinson of Atkinson & Blumenthal. 
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How Herman’s Shoes 


Inspired the Ad Writers 


(See Opposite Page) 


IX THOUSAND people of New England recently wrote advertisements of 
Herman's Shoes. They got their inspiration from seeing the shoes in re- 
tail shoe stores where Herman's are sold, and they submitted their ads in a 


contest conducted by a great Boston newspaper. 


On the opposite page, reading from topto bottom, are the three contest adver- 
tisements that won our first, second and third prizes. And there were hundreds 


of other excellent ideas, too. 


Every advertisement submitted to us revealed the writer's interest in those 
precise qualities of Herman’s Shoes that have made them famous throughout 
the U. S. Army and everywhere else that good shoes are appreciated— 


—namely, their top-quality construc- 
tion and their suitability for wear for 
all uses and occupations in which 
shapeliness, comfort and long service 
are essential. 


TO SHOE DEALERS 
This model, No. 151, has large and 


constant sale all over the country to 
business men, railroad men, letter- 
carriers and other men in work that 
keeps them on their feet. No. 151 
is only one of many Herman styles, 
both U. S. Army and civilian patterns, 
that are built for special uses. 


No. 151 
Navy Style 


Genuine Gun Metal Calfskin 


$4.00 
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Prize Winners 


First Prize—Fifty Dollars in Cash 


Won by George R. Lemay, 
172 Prospect Street, 
Manchester, N. H. 


Second Prize—Thirty Dollars in Cash 


i . Won by John J. Fisher, 
: 170 Winthrop Ave., 


Revere, Mass. 











Third Prize—Twenty Dollars in Cash 


: Won by Frank J. Joy, 
20 Eutaw Street, 
East Boston, Mass. 










Additional Prizes have been sent to the fol- 
lowing persons, whose work was considered 
worthy, by the judges, of honorable mention: 


Won by Miss Mary McDonough, 
24 Peacevale Street, 
Dorchester, Mass. 


Charles E. Milkowait, 
45 Pope Street, 
Atlantic, Mass. 















Mary E. Abbott, 
South Paris, Maine. 






Prominent Judges 
The judges were: Mr. I. Wendell 


































Gammons, Advertising Manager oy shoe: 
and Treasurer of the Shoe Retailer 3H walk-easy> wear-ea pa: 
Company; Mr. William LeBrecht, The: most Sait for man. 
Treasurer of the Boot and Shoe Re- foot protection eve : 

corder Publishing Co., and Mr. Ed- Durable ~ 

ward Reilly, of the Shoe and Endurable sat sbcoad 


ili roops —_ 
The mes. of tromment were Sho 
e U. 5. £9 
by ch Herman s. “a 
3 #4 ek 132 
ible mm Fit 
Flexib hee 


HERMAN'S 


Leather Reporter. 
















PRG eit nytt sy ees 
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SEND FOR CATALOG 


We invite reputable shoe dealers to 
send for our large illustrated cata- 
log and other literature describing 
Herman's Shoes carried in stock. 
Our agency proposition, including 
valuable dealer helps, will be sent 
with the catalog. 







eM a caries ee 








Jos. M. Herman 


Shoe Co. 


159 Lincoln Street 
Boston, Mass. 
Factory - - - Millis, Mass. 
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FISHER x 


THE PROFIT 
IN STAPLES 






The profit in staples lies 
in selling shoes whose 
qualities for creating 
consumer satisfaction 
bring in repeat business. 
Fisher shoes are standard 
staple styles. They rep- 
resent the pride of pro- 


Ys duction of twenty-five 
No. 050 Ladies’ Oxford years of honest shoemak- 
XS 





No. 030—Ladies’ Juliet 


This common sense Cotes for ing. 
ladies always attracts the house- 2 
keeper or business woman for whom ; page rey —-> oe we 
a well m.ade shoe, built on the most Send for illustrated on Sheitige:” ta on  Gntwetia, 
black or brown—rubber heels if 


sensible and hygienic lines, offers 
booklet you prefer them. 


the utmost possible value. 


oA sPiswer 825 adh 


LYNN, MASSACHUSETTS 
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REPCO—your customers want it | 


NF depsdoe is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 





Havana brown. ; 
For sale by Shoe Findings Jobbers. Better order 
some today. : 





United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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markably well, and all of the factories 
at present have about all the business 
they can handle. 

“Retailers are still buying from 
hand-to-mouth,” said Emil Strass- 
burger of Strassburger-Stiles, Inc., 
“and appear to be unwilling to op- 
erate more than two or three months 
ahead. The great number of orders, 
however, is keeping the Brooklyn 
manufacturers busy. The current 
business as I see it is about 99 per 
cent straps, with black and brown 
as the leading shades. Suede is hav- 
ing a good run with us just now.” 


OXFORDS ARE POPULAR 


Good Increase Noted in Early Fall 
Bookings 

Oxford business for early fall is 
showing a good increase in the J. & T. 
Cousins Co.’s factory. “Our firm has 
been booking business steadily,” said 
Mr. Wheeler, an official of this firm, 
“and the style show made little dif- 
ference in the rate of new orders. 
Few of our customers are placing or- 
ders further ahead than September 1. 
A few of them are going into the fu- 
ture as far as October 1, but this is 
exceptional.” ; 

Mr. Wheeler added that in the high 
class shoe trade there is a decided 
tendency toward plain effects, but rich 
in material and workmanship. He 
said that he recently had viewed the 
line of one of New York’s leading 
dress manufacturers in which the 
same tendency was noted. “In high 
class apparel,” he said, “the women 
are demanding plain effects, but want 
the best grade of materials and the 
finest workmanship possible. I am 
sure we will see the same tendency 
in high grade shoes before the fall 
and winter season is over.” 


Booked More Business Than Expected 


“Business is very satisfactory,” said 
a member of the firm of the John J. 


Lattemann Shoe Manufacturing Com- . 


RETAIL BUSINESS DULL 
Widely-Advertised Price Reductions 
Fail to Give Vigorous Stimulus 
Mid-summer dullness has settled 
down upon the New York shoe re- 
tail trade and efforts to stimulate 
business by widely advertised price re- 


’ ductions continue to be made. In the 


main, however, the big advertised 
sales have not been drawing excep- 
tionally large crowds. Some of the 
old established shoe merchants have 
come to the conclusion that little 
can be done to augment business for 
the next month or so, and are accept- 
ing conditions as they are. In the 
opinion of several of the leading re- 
tail merchants there are but two 
classes of people who are purchasing 
shoes at present; first, those who are 
attracted by style only and who have 
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pany. “We booked much more busi- 
ness than we expected at the style 
show, and have had a large number 
of buyers in the factory this week, 
all placing good orders. The chief 
value of the show from my standpoint, 
was the fact that it showed the early 
buyers that their judgment on fall 
styles was right. Undoubtedly the 
style show demonstrated the trend of 
fashion for fall.” 


No Labor Surplus in Brooklyn 

There is no surplus of labor in the 
Brooklyn factories at present, accord- 
ing to Ray Morse of Morse & Burt 
and president of the Shoe Manufac- 
turers’ Board of Trade of Greater 
New York. Other manufacturers 
bear out Mr. Morse in this conten- 
tion. A few of them assert that last- 
ers on welt shoes are difficult to ob- 
tain, but this is explained by the fact 
that there is a distinct trend toward 
the manufacture of more welt shoes 
in Brooklyn. 


X. L. Shoe Co. Increases Capacity 

The X. L. Shoe Co., which has been 
in business two years, last month 
moved from its location on Lexington 
avenue in Brooklyn to new quarters 
at 155 Thirty-third street, Brooklyn, 
where there are available 12,000 feet 
of floor space, giving a capacity four 
times as great as in the previous loca- 
tion. The product of the house is 
highest grade bench made turns as 
well as Goodyear turns in high style 
women’s lines. J. Loliscio, the presi- 
dent, has had an extensive manufac- 
turing experience, and has also been 
interested in retail shoe merchandis- 
ing. 


NEW SHOES FROM OLD 
Unsalable Boots and Oxfords Con- 
verted into Style Leaders 
The Centurian Shoe Mfg. Co. of 
Brooklyn is performing a work, to 


New York 


the money to pay top prices, and sec- 
ond, those who are forced by neces- 
sity to buy new footwear and who are 
looking for the cheapest merchandise 
that will give satisfactory wear. 
Quiet Along the Avenue 

The Fifth avenue trade is in the 
doldrums, but this is indicative of 
nothing at all. The customers of the 
Fifth avenue shops, in the main be- 
long to that class of people that de- 
serts New York in the summer for 
Long Island or the New England 
shore resorts. The merchants are ac- 
customed to this summer let-up in 
business and are prepared to weather 
it through for a couple of months, 
knowing that September will show an 
appreciable increase in the volume of 
demand for new footwear. 

Occasionally new things are shown 
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judge from returns, especially in the 
local market, that is likely to be of 
very great value to the retail shoe 
trade generally. It is that of con- 
verting the “stickers” and unsalable 
goods into shoes of the present vogue. 
In other words, the work of this new 
concern is that of remodeling such 
styles as boots of unsuitable height 
or style, and oxfords that may not 
have a demand, into collared and strap 
low cut styles that are absolutely in 
the vogue. This work is done by 
cutting the shoe to the proper lines, 
and then applying new leather either 
of the same material as the shoe, or 
of a contrasting combination, as for 
example, a grey suede over a black 
glazed kid or patent leather, and pro- 
ducing a shoe that although a year 
or so old, apparently has just left 
the designer’s hands. 

The new company is headed by two 
men, both of them of great experience 
in the shoe field. Mr. Potash has had 
thirty-five years of experience in 
making shoes, and has been a man- 
ufacturer in charge of some of the 
leading producers in the country. He 
has designed a new machine, particu- 
larly adapted to this work of conver- 
sion, and the company is equipped 
with them. He is in complete charge 
of the manufacturing end of the busi- 
ness, and the individual problem pre- 
sented by each type of shoe, that is 
submitted for conversion, is considered 
by him. 

Mr. Rosenblath, treasurer and sec- 
retary of the company, is in charge 
of the sales end of the business, and 
his qualifications in this department 
are as complete as those of Mr. Pot- 
ash in the mechanical end. He was 
connected with the Gaines-Gordon Co. 
of this city for the past six years 
in the sales end, and has a very ex- 
tensive acquaintance throughout the 
entire country, and in addition to this 
has no small knowledge of shoe man- 


ufacture. 


e 


in the Fifth avenue shops to stimu- 
late consumer interest. Franklin 
Simon & Company are making a drive 
on the new detachable ankle bracelet 
pump, with a moderate degree of suc- 
cess, according to reports. The pump 
is a straight one-strap on a French 
last with a full Louis heel. It comes 
in black patent, black satin and white 
kid with contrasting stitching decora- 
tion on the toe, strap and quarter. 
The strap, which comes separately and 
may be omitted in wearing if de- 
sired, matches the shoe in material 
and stitching, and fastens with a 
straight harness buckle to match. 

Most of the Fifth avenue stores are 
still showing sandals, although the 
popularity of these is waning since the 
cheaper stores are offering them 
around $8 a pair. 
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Innersoles 


Now, in the first place, let’s get our minds straight 
on the kind of thing we’re talking about. I’m talk- 
ing of the innersole that’s built into the shoe at the 
factory—not the kind they slip into your shoe when 
it’s a bit loose on your foot. 


Korxole innersole means “cork sole” innersole, 
and it’s built into good shoes in a lot of good fac- 
tories. As I get it, the stuff that goes into it is 
ground cork laid between two pieces of cotton duck 
and rolled through a powerful press. 


Just like a ham sandwich underneath a steam 
roller, understand ? 


It comes out in sheets of uniform width and thick- 
ness which run from one-sixteenth of an inch to 
any desirable thickness. The finished sheet is very 
pliant and still very tough. 

I’ve tried hard to soak it—leaving it for hours in 
a basin of water. It comes out as dry as 


a New Jersey sport on Sunday morning. I’ve beat 
and hammered it. I’ve done all sorts of outrageous 
things to it. 


It’s better than the best material that ever went. 


into an innersole. I say that flatly without any res- 
ervation. 


A shoe is just as strong as its innersole. When 
the innersole goes bad the shoe is all through trying 
to be good. 


Did you ever have your innersoles curl up on the 
edges and hurt your feet? Korxole won’t curl up. 
Do your innersoles spread out and slosh over the 
edges of your shoes? Korxole can’t stretch. When 
your feet perspire your leather innersoles soak up 
the moisture. Then they dry out. Next day they 
soak up more moisture. What happens to any piece 
of leather when it is constantly getting wet? Cork 
is absolutely damp-proof. Korxole couldn’t absorb 
moisture if it wanted to. 


I’ve seen shoes that had been worn a year and 
a half, and the Korxole innersoles were as good as 
new. And the shoes had been repaired—new outsoles 
and heels--three times. Just think of that, you doubt- 
ing Thomas! 

I’m arguing for better shoes and that means better 


innersoles. And if we shoe men can find anything 
that’ll make our shoes better, for Pete’s sake let’s 


use it. 
THE SHOE VETERAN. 


P.S.—Write the Armstrong Cork Company, Lan- 
caster, Pa., for their monthly publication, “Shoe 
Talk.” It’s free. 


- 
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An Oxford 


IN WHICH ATTRACTIVE 
APPEARANCE AND FINE 
FITTING QUALITIES 
HAVE BEEN COMBINED 
IN UNUSUAL DEGREE. 


STYLE No. 9842 


Fine Black Kid Oxford on No. 185 

Last. Medium Toe, Kid Tip, Flexible 

Welt. 1'4-inch Heel. Price $6.65 
AA to D, In Stock 


IN STOCK 


for 


AT ONCE 


Delivery 


Hn 


J. J. GROVER’S SONS 
COMPANY 
Soft Shoes for Tender Feet 
LYNN, MASS. 


BOSTON 
80 Boylston Street, Little Building 


NEW YORK 
47 West 34th Street 
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Your Reputation 


as a Dealer in, or Manufacturer of, Shoes, depends largely upon the character of the merchan- 
dise you sell. 

It is the value: the service-giving qualities of shoes which determine their character, good 
or bad. 


No single factor in shoe-value is as important as the lining, because, as we have repeat- 
edly and truly stated, it is the one part which can ne:ther be replaced nor repaired after the 
shoe is once put together, and it is almost invariably, even under the most favorable condi- 
tions, the first part to wear out. 


These are facts which will be readily recognized by everyone. 


WHY RISK YOUR REPUTATION 


by using, or tolerating the use of, inadequate shoe-linings? 

In the matter of cost, the lining is almost the smallest part of the shoe. In the matter 
of importance, it is almost the largest. 

The cost of linings has been so reduced that any shoe might carry the highest priced 
lining and still be cheap, but— 

Shoe Lining Value cannot be measured by price. 

In the final analysis it is what a lining will do, the length of time it will wear, that de- 
termines its value. 


Shoe linings receive the most damaging treatment imaginable. If they are to resist such 
treatment successfully, they must possess special qualifications. 


Durable Shoe Linings are not secured by chance. 


nae must be the result of studied and intelligent utilization of any given amount of 
material. 


If there is available the rare combination of low price and high wearing value, why not 
take advantage of it, and 


ADD TO YOUR REPUTATION 
BETTER LININGS '~ 


SHOE LINING 


SHOE LINING 


207 SOUTH ST 


SH 
H-H BR 


®) 


ST W.H HOLBROOK 
M 








Right Construction 
Produces 
Maximum Efficiency 


FOR SHOE LININGS 
USE CLOTHS WHICH ARE 
MADE TO BE SHOE LININGS 


“FITNESS TO PURPOSE” 
IS THE TRUEST GAUGE 
FOR MEASURING VALUE 


THE TIME IS AT HAND 


when shoe manufacturers will be put to the test. 
Lower prices are demanded on shoes, but not at the expense of efficiency. The man who cuts value to 
save cost will ultimately find himself in a very much less desirable position than the man who both lowers cost 


and increases efficiency. 
Our Special Linings afford the latter opportunity to manufacturers of all grades of shoes; from he who 


seeks elegance and distinction combined with rare durability as in “Doubletwill,” down to the man who offers 
the lowest price, but who provides a substantial value at that price. 


PROTECT YOUR REPUTATION 


DOUBLETWILL, WEAR WELL and TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. 

















































Buyers’ Easy Reference Directory 








A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 

of buck, deer or elk. Sises for men, women, children and 
. Plain or Fancy. 

Prempt shipment of large orders as well as small. Con- 

tinuous service. Factory running to capacity. Interesting 

catalogs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 





133 Middle Street Lowell, Mass., U. S. A. 





LEACH 


SHOES 
JOBBERS ONLY 








= 
+4 

= 
4 
4 
= 
4 





PATENT LEATHER MARY JANES 
2 to 5, 3 to 8, 5 to 8 
Ready for Quick Shipment 
In 72 Pair Lots 
Write or Wire to Factory 


E. F. LEACH 
184 Market St., Lynn, Mass. 


FEUERAEQUERCGERGGREGERRERGSRAEOEROR! 
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Two of Many Specials at Prices That Can’t Be Beat 


For Immediate 
Delivery 


TERMS 
NET 10 
DAYS 
offered 
subject to 
prior sale. 


Chrome Cush- 


per pair Send for 
ed 


Sizes 3 to 8....81.00 Samples of 
per pair Other Styles 


THE BROOKLYN SLIPPER CO. 


409 Osborn St., BROOKLYN, N. Y. 


Ribbon Trimmed Felt Moccasin, 
ion Sole, Sizes 3 to 8 8. 





A Scientifically 
Constructed Shoe 


The Burkley Ventilated Foot De- 
veloper is made under the sanction 
of prominent men in the medical 
field. The growing foot of the 
child could be fitted with nothing 
better. Long wear 
and perfect fit make 
them little sales 
builders. For quick 
deliveries, phone 
Brockton 2133. 


BURKLEY 
SHOE CO. 


1156 No, Main St. 
Brockton, Mass. 


VENTILATIONS 
PATENTED 


Retails, $2, $3.50 


Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 

Tuscan Calf — 

Russia Calf — 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 





IN STOCK 


Orders Shipped Same Day 
Received 


Cab Boudoirs— 


Kid Ballets— 


Childs’ 8%-11 ........$1.40 
Misses’ 11%-2 “ 
Girl’s 2%-7 


Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 








Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
332 Summer St. 





FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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M-C M°Kays 
UTAUAAUTANANAUTNNTS 


Patent Leather One-strap, 
Finger Fox, Imitation 
Straight Tip, Junior Louis 
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eBest Shoe For The Least Money | 


MASTERS of STYLE 


HE M-C Hesta is an impres- 
sive example of the novelty 


one-strap in which patent leather 
is used alone. 
Heel insures a strong demand 
from women looking for a shoe 


The Junior Louis 














FACTORIES 
Lynn, Mass. 
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made for all-around wear. 


MITCHELL-CAUNT CO. 


BOSTON OFFICE 


72 Lincoln St. 























IN STOCK NOW! 


Children’s High-grade Turns in Up-to-date Fall Styles. 
“Sturdy Little Shoes of Real Merit.” Grain Counters, Full 
Vamp, 8 Iron Sole, Natural Bottom. Made in the following 
combinations: 


206—Pat. Butt. White Kid Top, Plain Toe.. $1.80 $ 


171—Pat. Butt. Black Cloth Top, Plain Toe.. 1.60 1.90 2.25 
153—Black Kid Butt., Whole Quar., Tip.... 1.75 2.05 2.40 
207—Brown Kid Butt., Whole Quar., Tip... 1.80 2.10 2.45 
108—Tan Calf Butt., Whole Quar., Perf. Tip. 1.80 2.10 2.45 
198—White Nubuck -Butt., Whole Quar., Plain 

OD. Sade  sisibws 6 abb0t00tenso0cercecae 1.80 2.10 2.45 
205—Pat. Butt., Grey Kid Top, Plain Toe.... 1.80 2.10 2.45 
209—Pat. Butt. Champaign Kid Top, Plain 

TD Saad sc 0.66 66ab S46 OCC Cc dN eee s 1.90 2.20 2.55 
111—Brown Kid Lace, Whole Quar., Perf. Tip. 1.80 2.10 2.45 
186—Tan Calf, Lace, Whole Quar., Plain Toe 1.75 2.05 2.40 
208—Tan Calf, Lace, Whole Quar., Perf. Tip. 1.80 2.10 2.45 


Patent Leather. Tan Calf, Gun and White Nubuck, Ankle Ties: 
$1.30, $1.55, $1.90. Same Runs. 


JAQUES & CLEMENT, Haverhill, Mass. 


2/5 5/8 8%4/11 
2.10 $2.45 





Boston Office, 215 Essex Street 














CHE J ARGINIQUE 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District—Adjacent to Theatre Section 


FROM $2.50 UP 





prices. 


600 Rooms 


Entrance from Hotel to New York Subway and The Restaurants offer a truly McAlpin Service 
Hudson Tubes affording direct communication 
with the Pennsylvania and Grand Central Sta- . 
tions, also general Post Office and Railroad Dinners, also a la Carte 


Stations at Jersey City. 
PLEASANT ROOMS 


—with Club Breakfasts, Special Luncheons and 
Service. All at moderate 


FRANK E. JAGO, 
Resident Manager 
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“The Beauty of the Toe’’ 


Se eo TMU MAUUUMM MUU L MUM LLU UUM LLL IIIT I 


You can’t see what's inside of a shoe but it’s 
important that you should insist that the 


manufacturer use the genuine— 


VULCO-UNTT 
BOX TOE 


because it is waterproof and perspiration-proot 
and will not break down or become soft. 


The genuine “VULCO-UNIT” BOX TOE is made only by the Beckwith Mfg. Co. and is sold 
only by them and their authorized agents as listed here. 


APPARATUS, PROCESS AND PRODUCTS PATENTED 


BECKWITH MANUFACTURING CO. 
111 SUMMER STREET, BOSTON, MASS. 


AGENTS 
Oscar F. Wright Co. Geo. A. Springmer Co. 


G,. W. Kibby & Co. 
St. Louis, Mo. Cincinnati, @hio 


Chicago, Il. 
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Oxfords and Strap Effects 


All in Stock Styles Ready to Ship 


The Season’s 
Best Sellers 
—and 
You Get 
Immediate 
Shipment 


ZO re ee oe 
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No. 768—Price $4.50 


Peters White Reignskin. Two 
Strap, Black Kid Straps and Tip. 
Broadway Last, Welt. 13/8 
Cuban Heel. 
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No. 639—Price $3.00 


White Rei 
Black Kid 


La 


2D 


- 


Peters skin. 


Strap. 


iH 
Prog = 


No. 769—Price $4.50 
Cocoa Calf Oxford. Tip and Ball 


Strap. Welt. 13/8 Heel. Broad- 
way Last. AA to D. 


Thomson Crooker 
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Two 
rim. Covered 
Full Louis XV Heel. Single Sole. 
A to D. 
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No. 766—Price $4.50 


Cocoa Calf. 
Tip. Welt. 


Two Strap. Imt. 
13/8 Heel. Broad- 
AA to C. 
if 
AG ws egal easly: 
2 ota erst" [CUE 
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No. 795—Price $4.50 


Tan Calf Oxford. Tip and Ball 
Strap. 11/8 Heel. Welt. Princess 


st. 
No. 798 Same’ in Cocoa Calf. AA 
to D. 
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mi 
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Shoe Co. 


18 Station Street, Boston,.20, Mass. 
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“BIG VALUES IN LITTLE SHOES” 
In Stock 





‘Baby Grand” 


$1.00 


Terms 
2% 10 
days or 
Net 30. 


Patent Ankle 
Strap Turn 
Pump 
Sizes 3 to 8 


Write or 
wire your order. 


A Special That Will Stimulate Your Sales 
Profitably 


Note: We have an annex depart- 
ment stocked with special offerings 
for bargain counters. 


Write for information and samples. 


H. MALKIN’S SONS 


120 West Broadway New York, N. Y. 
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} 
To the Merchant Who Can Buy 
in Case Lots of One Width 
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dal, large perforations, 
white inlay. 











Here is a shoe that you can retail at $7.00 at a good 
profit. A limited amount now ready for delivery 
in B and C widths. Full Louis celluloid covered 


heel. 


Order Early! 


HARRISON-LOCK WOOD 


COMPANY 
HAVERHILL, MASS. 
Boston Office: 141 Lincoln Street 
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BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 




















THE ADVANTAGES OF 


2) 


P erfection 


C irclettes 


® 


With the Sharp Shoulder and Broad Wearing 
Surface 
They do protect 


They do stop uneven wear 
They do prevent runover heel 





They don’t scratch floors 
They don’t wear slippery 
They don’t drop out 
PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED- BY 


F. W. Whitcher 





Boston 
eg Chicago 








| 
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No. 4 Norwegian | 
College Oxtord 


Scotch Grain Apron 
Heavy Single Sole 
Stitch Around Heel Seat 









_ “The BRUTE” 
Dress Oxtords In Stock 
















STOCK NO. 372 
New Styles a ay eh ee 
a “7 Edge i ible Sole Siz zes 
i aths AA. 6 6% 0, a A and B, 6 oo 
and sien Same 






N ovelties STOCK NO. 467 
ON DISPLAY ; . 


BOSTON 
183 Essex Street 


NEW YORK 
651 Marbridge Bldg. 


CHICAGO 
706 Security Bldg. 

















Gallun’s 4 Apron and 







Price $6.10 Net 
































THE DALTON COMPANY, Inc. 


Makers of Men’s Fine Shoes 
MASS. 














BROCKTON, 
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ARMORTRED 


Why 1s tthat- within the past three weeks 


no less than five famous manu-~ 
9 

facturers of men s shoes have 

voluntarily come to us for 


ARMORTREDS? 


Because they have learned how 
much ARMORTREDS 


add to the appearance of shoes 
that bear them. 


Their looks are no better 
than their quality. 


Quabaug Rubber Co.., North Brookfield, Mass. 
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New Headquarters Bleecker Shoe Co. 
at 148 Duane Street 


115 





About August 1st the Bleecker 
Shoe Co., better known as the Live 
Wire House, will move from their 
present location at 148 Duane Street 
to the buildings at 138-40 Duane 
Street, which formerly was occupied 
by the Parker Holmes Co. 

This is only another step in the 
rapid growth of the Bleecker Shoe 
Co. Miles L. Bleecker, present owner 
and founder of the Bleecker Shoe Co., 
is a true example of the possibilities 
of a willing worker. 

In 1910, after having worked for 
several shoe establishments, he began 
his endeavor as a shoe merchant at 
96 Reade St. This was only “a hole 
in the wall,” so to speak, but he soon 
found that he needed something 
larger, and was successful in being 
able to secure a loft at 105 West 
Broadway, which was only the size of 
a small room. From there his real 
business career started and in a very 
short time outgrew this location and 








Duane Street, where his business has 
been growing out of proportion to the 
space he occupies, and is forced to 
take over the double building at 138- 
40 Duane Street. 

It is quite interesting to note that 
in spite of the fact that business at 
the present time is not at its best, yet 
through the ability of Mr. Bleecker 
and his Live Wire Associates he is 
able to make this move. His slogan is 
“Quick Turn-Overs and Small Prof- 
its.” This slogan will be carried out 
in his new building even to a more 
specific extent. 

Mr. Bleecker has laid out his new 
plans as follows: 

Sub-Basement—Tennis and _ rub- 
bers; Basement—Slow-moving line 
and jobs; Main Floor—Sales rooms 
and offices; also packing and ship- 
ping; First Loft—High-grade welts 
and turns; Second Loft—Women’s 
McKays and comforts; Third Loft— 
Men’s welts and McKays; also Blue 











soon rented a very spacious store, 
basement and sub-basement at 148 





New home of Bleecker Shoe Co., N. Y. 


Bird line for boys and girls; Fourth 
Loft—Felts, canvas and slippers. 

















TO CHECK RE-IMPORTATION 


Bill Designed to Protect Merchants From New Form 
of Competition 


Washington, July 12.—Underselling of legitimate 
American merchants by foreign and domestic specu- 
lators in surplus war supplies may soon be pro- 
hibitive under the terms of a legislative measure 
introduced by Congressman Graham of Illinois, and 
now before the House Committee on Ways and 
Means. The joint resolution would impose a duty 
of 300 per cent on all goods exported from the United 
States for the use of the American expeditionary 
forces and which have been sold to any foreign gov- 
ernment or person. The duty would apply on re- 
importation into this country. 

Many retail merchants have protested that they 
cannot meet the. competition from speculators han- 
dling vast supplies of surplus war material pur- 
chased abroad. There is a paragraph in the perma- 
nent tariff bill which is also intended to cover the 
reimportation evil. Because of the fact that tariff 
legislation will be delayed by debate in the House 
and Senate the indications are that the Graham reso- 
lution will be enacted as a temporary measure to 
safeguard the interests of American business men. 











The American Liquidation Commission and other 
Federal agencies sold large quantities of textiles 
abroad shortly after the armistice. They were dis- 
posed of to foreign speculators and many American 
brokers at prices far below the manufacturers’ cost. 
Under the existing customs regulations it was possi- 
ble for these speculators to ship this material to this 
country without payment of duty because of the fact 
that it was returning to the point of manufacture. 

There was nothing to prevent speculators from 
selling this material at prices which were still under 
manufacturers’ cost, notwithstanding heavy ocean 
freights. They could sell the popular brands, often 
in the original packing, at prices which the legiti- 
mate merchant could not meet. Itinerent merchants 
and other small dealers could sell popular goods at 
cut-rate prices which would develop a doubt in the 
minds of the public as to the profits of the larger 
concerns. 

In addition to the 300 per cent duty, the Graham 
resolution proposes that the value of such articles 
shall be fixed on a basis equivalent to the value of 
such articles on the open market at the port of entry 
of such goods, or in other words, on the American 
valuation. 
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A Shoe of Surpassing 
Quality—With Style 
and Real Foot 
Comfort Combined 


AT LAST—A SHOE THAT 
KEEPS MEN FIT 


This new shoe is rightfully called the Effi-— 
ciency Shoe. It helps men to keep up to 
the point of highest efficiency. A splendid 
advancement of shoe modeling—A new sell- 
ing appeal—A most welcome betterment 


in a fine shoe. 








The Arch Preserver 
shoe is a revelation to 
those seeking the 
highest degree of ele- 
gance in appearance, 
in company with the 
maximum of foot 
lcomfort. Usually these 

things do uot travel together—In shoes. 

And again—No one feature is responsible 

for its marvelous popularity. It is a com- 

bination of many features 

interlocking and working to- 

gether like a marvelous piece 

of machinery all for the pur- 

pose of making men comfort- 

able while on their feet thus 

adding to their capacity for 

both work and pleasure. 








Send for Booklet No. 11 

















Manufactured by 


E. T. Wright & Co., Inc. 


ROCKLAND, MASS. 
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Open Fall Season with Men’s Oxfords 
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A Cross Section of California Convention Report 


Mr. Hagan: Reflecting again the Eastern tendency 
and only for the purpose of letting you know what 
that is, as it may help you in your conclusions here, 
I would say for the purpose of stimulating the men’s 
business that ‘it would be better judgment for the 
shoe men to feature and to show in the early fall 
months an abundance of oxfords with heavy-weight 
soles. We are selling them with 15 to 18 iron soles. 


The student bodies as represented in Harvard and . 


Yale are very strongly in favor of the black Nor- 
wegian, so we sell and show more of black than we 
have been doing in recent seasons. “Whether that 
will be reflected out here I do not know, but I think 
if you get climatic conditions that will warrant it, 
then we are going to sell a pair of oxfords in the 
early fall and we are going to sell the fellow a pair 
of boots later on when he is wading through some 
of our snowdrifts. 


Be a Style Authority 


You gentlemen came here for one purpose, not 
to stand here and tell what the customer is going 
to want, but for what you are going to give the 
customer, what you are going to do to stimulate your 
own business; not to sit here and say what the cus- 
tomer is going to buy and wants to buy. You can 
sell anything you gentlemen will sit down and make 
up your minds to show, and show what is going to 
stimulate your business. That is what you came 
together here for, to improve your business and find 
the methods in which to do it and then apply it. 

Mr. Steinberg: Regarding low shoes, my opinion 
would be this: The greater percentage of low shoes 
are really worn by younger men, and I believe the 
percentage of 80 per cent on high shoes and 20 per 
cent on low shoes would be giving it a good, fair 
swing, and I believe any larger percentage on that 
would mean a lot of dead stock, because the man 
above the age of thirty years is not buying so many 
low shoes, especially in the fall of the year. It 
might be different in the summer months of 1922. 

Mr. Herold: There is a motion which has been 
made and seconded that the high shoe percentage be 








— 





SWEETEST OF THE SWEETS 
Tiny Priscilla Israels, Youngest Model on Runway 


Little Priscilla Israels only 23 months old was just 
a “vision of loveliness” as she stepped out on the run- 
way on Thursday evening clad in a little dress of pink 
taffeta, not hiding her plump little arms and legs, 
wearing black patent Mary Janes with tiny gold “Pris- 
cilla” buckles, named after little Priscilla, as a model 
of I. Ravich & Sons, New York City, N. Y. She was 
the hit of the evening and cunningly threw kisses to 
many in the audience. “Miss Priscilla” is the youngest 
child model in the world. 


Bearing on Men’s Shoes 


*. 


changed to 65 and the low percentage*fo 35, which 
would make this section read: 

“Oxfords vs. High Shoes. _ 

“High shoes 65 per cent, low shoes 35 per cent.” 

Are you ready for the question? All those in 
favor signify by saying “aye.” “Oontrary-minded? 
The “ayes” have it, and it is so ordered. 


Student as Style Influence 


Mr. Hagan: What we need to stimulate the men’s 
business to greater proportions than any other one 
thing will do, is a complete and most radical change 
of the wood. Now, in our section of the country the 
fellow that makes the style is in the student body. 
He is the fellow that created brogues with such 
fervor that they spread all over the country. He 
is the fellow that don’t want to wear that same 
article of shoe apparel that does the fellow that he 
classifies as the mucker in the town. We have the 
real Harvard boy and we have the boy that drives a 
truck in the afternoon and gets into a red sweater in 
the evening and makes believe he is a Harvard boy. 
Now, we have to discriminate between them. The 
student boty have been wearing that general type of 
last that we have been featuring in our brogues, and 
they have seen-it made from the highest grade shoes 
as produced in America down to the lowest grade, 
and they all look very much alike. Now, my theory 
is that they are not going to go back to the straight 
so-called English last, nor the narrow, medium or 
wide toe. That is something they have had a surfeit 
of, so they have got to have something radically 
new, and my theory of the new wood and the new 
last is a revival of the old one of a dozen or fifteen 
years ago, Banister’s “Varsity,” Boyden’s West Point, 
the ding-toe type of last with a very liberal outside 
Scotch, a straight inside trim and spade effect in the 
inside, with straight tip, but heavy perforations. 
As a matter of fact, that last in Boston never did 
go out, but it went out as far as the multitude was 
concerned. Now, I am going to show them smart 
shoes this season. But the point that I want to 
bring out is that the men’s shoe business is sadly 
needful of a complete change of lasts. 








SHARKSKIN LEATHER TESTED 


Government Bureau Says It Is as Durable as Calf- 
skin r 


Washington, July 20.—As a result of tests conducted 
by the Bureau of Standards, it appears that the dura- 
bility of sharkskin leather is equal to that of calf 
leather while its appearance is not so easily marred 
by scuffing, according to a report of the Bureau. For 
some time an investigation has been under way with 
regard to the relative durability of shoe uppers made 
from calfskin and sharkskin leathers. In these tests 


" pairs of shoes have been made, one shoe of each pair 


using a calfskin and the other a sharkskin upper. 
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He Turns His Stock 


Sixteen Times a Year! 


A merchant who can turn his stock, his whole line, at 
the rate of sixteen times a year, you’ll admit has a real 
merchandising system. 


Here’s a man who does it. (His name on request.) 
And here is how he does it. 


He buys, as a rule, in amounts that he can sell in less 
than four weeks. Hebuysoften. He gets the stuff that 
people want, and pushes it hard. Sells out in a hurry, 
makes his profit, and buys again. 


oC 0 nr on or or or | \ rd 








Turnover—the secret of 


successful selling 


This merchant is not a shoe retailer. His stock isn’t in 
style today and out three months from now, like the 
women’s shoes you have bought in the past. 


He sells furniture! He hasn’t half the reason for adopt- 
ing a fast-turnover plan that you have with women’s 
style shoes. 


He works for turnover because it makes for big total 
profit, because it’s the secret of successful selling! 


A stock turn of sixteen times a year may be impossible in 
the shoe business, but the same system that enabled this 
furniture dealer to greatly increase his turnover will cer- 
tainly increase yours, for his system is now available to 
you—in the Red Cross Shoe All Year Selling Plan. 


You don’t have to buy shoes in big quantities six months 
in advance of your selling—not your women’s shoes. 


Red Cross Shoe salesmen, under the All Year Selling 
Plan, cover their territories not twice a year, but fre- 
quently. You can buy in amounts that you can sell 
quickly, investing in last-minute creations so new and 
fresh when they’re in your windows, say 60 days after 
date of your order, that they’re in the height of their 


popularity. 
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Turning this smaller stock into cash, you can pocket 
your profit and buy again—getting, this time, later de- 
velopments in the mode, models just out of the designer’s 
hands. 


How the All Year Selling Plan 
speeds your stock-turn 


TRADE MARK 


Thus you take much of the guess-work out of your buy- 

e ° ° ‘ “Bends with your foot” 
ing. You practically insure profitable, clean selling; Trade Mark 
for you have always the “wanted” shoes. You keep your 

investment down to a minimum while the frequent ad- 

dition of fresh styles pushes your sales to the maximum 

and spreads your business through the old “‘dull’’ seasons. 

And that is how fast turnover is made! 


Let us give you full information on this plan. Let us 
show you how completely it will work in your store— 
how you can concentrate on the Red Cross Shoe and meet 
every reasonable demand in women’s shoes of this popu- 
lar grade. | 


Just drop us a card. Our representative in your terri- 
tory will call on you with the facts you want to know and 
with samples of some brand-new models that you will 
want to see. Absolutely no obligation on your part. 
Write or wire today—now. 


The Krohn-Fechheimer Company 
945 Dandridge St. Cincinnati, O. 


The Twelfth of a Series of Advertisements on the All Year Selling 
Plan to Appear in This Publication 


Watch for the Thirteenth Installment Next Week 
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Crawford Arch-Supporting Shanks 


Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 


cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 

ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 
ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe - Machinery 


Corporation - Boston 


BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 


J. K. Krieg Co. 
(New York) 


Philadelphia 
Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 
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RED WING 


“BOY” 


A Shoe for Real Boys 


$250 


IN STOCK 


Modified Last 


Boys’ Mahogany-Side 
Blucher Full Vamp 
Padded Tongues — Fast 
Color Hooks and Eyelets 
—Heavy Twill Lining— 
Sole-Leather Counters— 
Heavy Jumbo Oak-Bend 


Stock No. 203 Soles. 
Sizes 1 to 6—Widths 
B, C, D, E. 


The outstanding feature is 


WEAR 


p Wine Sor Omrany 
> EIN 


Manufacturers 


Red Wing, Minnesota 
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MEN’S SLIPPERS TO RETAIL 
AT $2.00 AND $4.00 


The Time to Buy Your Slippers Is Now as Factories Are Rapidly Filling Up 


No. 800 
(Wide Last) 
Chocolate Tan Machine Sewed 
Everet $1.50 


Black Machine Sewed Everet. No. 824 
$1.50 


No. 825 


Chocolate Vici Tan, Opera, Turn, Chocolate Vici Tan Everet, Turn, 
Kid Quarter and Sock Lining. 
2.50 


‘CHIPMAN, HARWOOD & COMPANY 
564 Atlantic Ave., BOSTON, MASS. 








Buying in Balk 


Grocers used to display their wares by placing them in 
bushel baskets on the sidewalk. In those days customers often 
paid for dirt when they were buying coffee. 

Then came the day of standardized merchandise. Grocers 
gradually learned to sell their wares in sanitary packages, trade- 
marked for definite quantity and quality. 

Advertisers used to buy space in publications “in bulk.” 
Like the old-time grocer’s customers, they frequently received 
as much refuse as “‘coffee.”’ 

The Audit Bureau of Circulations has done for advertising 
what standardized merchandise has done for the consumer. It 
has marked circulation with a stamp of accuracy. 


In the Boot and Shoe Recorder’s circulation an advertiser 
buys a definite and known quantity. Its records are audited 


by the A. B. C. 
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Men’s High Shoes to Retail Below $10.00. 


Medium (No. 4) Russia 
Dark (No. 26) Russia 
Brown Kid 

Black Kid 

Black Calf 

Patent 


Men’s Oxford’s—All Grades. 
Light (No. 3) Russia 
Medium (No. 4) 
Dark (No. 26) 
Brown Kid 
Black Kid 
Black Calf. 
Patent 


This calculation does not take into consideration work or 
service shoes 


Of the resolutions adopted the following was the 
most important: 
The Retail Shoe Dealers of New York State, in 
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convention assembled at Buffalo, N. Y., July 12, 1921, 
take issue with the report to the House of Repre- 
sentatives, made in June by the Federal Trade Com- 
mission, in holding retail shoe dealers responsible 
for the alleged “continued high prices of shoes,” 
alleging that the retail shoe dealers based their sell- 
ing prices on actual rather than replacement prices. 
This statement we publicly declare was not only not 
based on fact, but was false and injurious to the 
retail shoe trade, which trade had not only adopted 
the policy of marking their goods purchased at high 
prices at replacement, but in thousands of cases 
actually sold their shoes at prices below cost, thereby 
taking a serious loss, which to the public meant a 
great advantage. Furthermore, the Federal Trade 
Commission, which could easily have learned the 
facts, made no mention whatsoever of the great sac- 
rifice of the American shoe merchants in liquidating 
their business and taking this loss bravely and with- 
out complaint, all in the hope of doing their part 
in bringing business back to normalcy. 

Because of these facts this Association goes unani- 
mously on record in expressing its indignation at 
the unjust and malicious charges which are an insult 
to the intelligence of the public at large as well as 
the members of the House of Representatives, and 
an abuse of the most degrading character to a pa- 
triotic and long-suffering body of honest business 
men, the shoe retailers of New York and other states 
with whom we are affiliated. 








(Continued from page 55) 

vention headquarters, two hours were set apart this 
afternoon by the delegates for the inspection of the 
new styles. Later the visitors as guests of the Na- 
tional Shoe and Leather Travelers’ Association, 
which is also in session, were taken out in motor 
*buses to the Sunnyside Pavilion, Lake Shore, where 
they were entertained at dinner. 

Between 500 and 600 delegates from all parts of 
Canada were formally welcomed at this morning’s 
preliminary session by Mayor Church. Suitable re- 
sponses were made by President George G. Gales and 
Vice-Presidents C. R. Lasalle of Montreal, and E. A. 
Stephens of Ottawa. 


Committees Appointed 


The morning meeting was devoted largely to the 
appointment of the resolution, finance and nomina- 
tion committees and to the consideration of the sec- 
retary’s and treasurer’s reports. 

At the noon hour luncheon, the association’s guest 
of honor was Judge H. S. Mott of the Toronto Juve- 
nile Court, who spoke on “Our Outstanding Asset— 


The Boy.” Secretary Howard C. Blachford reported 
862 members active, a very fair showing, consider- 
ing that the association is but two years old. 


Members Enthusiastic 


Enthusiasm for the work of the association is 
indicated by the fact that numerous members have 
paid their fees in advance. Not the least noteworthy 
of its activities has been its success in conjunction 
with similar organizations in having the luxury tax 
removed from boots and shoes. Among the recom- 
mendations submitted by the secretary were pro- 
vision for an educational campaign for new mem- 
bers and the election of the president and the secre- 
tary from the one locality so that they might work 
more closely together. 

The statement of Treasurer J. Warden Jupp 
showed the finances of the association to be on a 
sound basis. A substantial surplus still remains on 
hand after an approximate expenditure last year of 
$10,000. This result is all the more gratifying inas- 
much as at the last annual convention the treasurer 
reported a slight deficit. 








The French Beading & Novelty Co. 
to Convert Shoes 


Philadelphia—The French Beading 
& Novelty Co. of Philadelphia, which 
is a nationally known concern in con- 
nection with the production of shoe 
ornaments and buckles in bead work, 
metal, etc., and also in the beading 
of shoes themselves, has quite logical- 
iy developed another branch in its 
business. This is the converting of 
out-of-date and old style shoes to new 
and up-to-date styles by remodeling 
them, changing the stock of the tops, 
a 


applying collars and straps, and gen- 
erally so changing the shoes as to 
bring them into a class that is en- 
tirely in keeping with the mode. 


Although a new development with 
this house, the RECORDER has been 
advised they are securing a great deal 
of business from their customers, who 
have learned of this new work taken 
on by them. With their facilities for 
bead work, it is also possible, while 
remodeling, to apply the bead orna- 
ments that have been demonstrated at 
the various style shows to be such an 


important factor in style for the com- 
ing season. 


Parisian Beading Works Moves to 
Larger Quarters 


Philadelphia.—The Parisian Beading 
Works, formerly of Fourth and Walnut 
streets, Philadelphia, has just moved 
into larger and much more desirable 
quarters at 1028 Arch street. The 
new location gives the company about 
triple the floor space for its working 
rooms, and a much more desirable 
and attractive office arrangement. 
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Virginia-Carolina Organized 
T. C. Mirkil, of N.S.R.A., Puts New Association on the Map 


The Retail Shoe Merchants of 
the States of Virginia and North 
Carolina met in the Hotel Jeffer- 
son and organized a Virginia- 
Carolina Shoe Retailers’ Asso- 
ciation, which will be affili- 
ated with the National Shoe Re- 
tailers’ Association of the United 
States. The new association starts 
out with a charter membership: of 
nearly one hundred members from 
all parts of the two States. 

Officers were elected as follows: 
President, Lawton Nuchols of S. 
W. Dabney Company, Richmond; 
vice-presidents, Robert Sills of 
Dobson Sills Company, Greensboro, 
N. C., and J. Caesar Hoffheimer, 
Hoffheimer Bros., Norfolk; secre- 
tary-treasurer, W. S. Irish, Walk- 
over Boot Shop, Richmond." 

Constitution and by-laws were 
adopted providing for a board of 
directors numbering eighteen, to 
be elected by the delegates. Only 
ten directors were elected at this 
meeting and a committee of 
North Carolinians, headed by 
G. H. Jacobs of High Point, was 
named to act as a nominating com- 
mittee to bring in the names of six 
North Carolina directors. The re- 
maining two vacancies in the board 
will be filled by appointment 
of the president at a later 
date. Election for directors re- 
sulted in the choice of the follow- 
ing: Lawton Nuchols, Richmond; 
Robert Sills, Greensboro; B. W. 
Evans, Lynchburg; H. Carl Bos- 
chen, Richmond? T. E. Burton of 
O. H. Berry Company, Richmond; 
L. G. Vaughan, Petersburg; J. 
Eiseman, Newport News, and M. 
M. Ramsey, Roanoke. 


Organized for Action 


T. C. Mirkil, secretary-commis- 
sioner of the National Association, 
came to Richmond on Monday at 
the invitation of a number of Rich- 
mond dealers and assisted in the 
organization of the State mer- 
chants. Mr. Mirkil gave an inter- 
esting review of the work of the 
National State associations in 
eliminating trade abuses and pro- 
tecting the merchants from unjust 
restrictive legislation. The Na- 
tional Association has a member- 
ship of more than 10,000 retail 
dealers and with the organization 
of the 


chants a chain of retail associa- 
tions by States is made complete, 
every State in the United States 
now being represented by a regu- 
lar organization. 

Much credit is due to H. C. Bos- 
chen, one of Richmond’s leading 
shoe retailers, for bringing about 
the State organization. Mr. 
Boschen .conceived the idea some 
time ago and worked hard to bring 
a large delegation of merchants to 
Richmond in connection with the 
convention of the Richmond Shoe 
Travelers’ Association in session 
this week at the Hotel Jefferson, 








MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


woe te THE CHICAGO 
cma‘ Pree WIRE CHAIR -CO. 


621 N. La Salle Street 
Chicago, Ill. 








Virginia-Carolina mer-- 





CUSHION 
TIRE 


7S TORE LADDERS 


* Insure perfect shelf service for 
any line of merchandise. 
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The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
@ long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 











é tb = 
Trade Mark 
Reg. U. 8S, 
Pat. Off. 
HEEL and 
COUNTER 
SUPPORT 


i i t wi A Help to 
wanes = Weak Ankles 


Prevents the Counters of Boots 
and Shoes from R 

Easily applied. Repa 
partment should be without them. 


The New Improved 
“E. W.” 
SHOE STRETCHER 


will adjust counters or stretch 
om two ee - 
lamaging t 
sizes: Misses’ 
to 
greater height or width to 
xX. $2.00 each. 


























that you can buy it—or 
sell it—throughthe 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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FOR SALE WANTED TO PURCHASE MISCELLANEOUS 








AN UNUSUAL pat pene ts an 
acquire a large and pro e goin 
shoe business of about three quarters WANTED TO BUY SHOE STORE 
of a million, established over twenty Shoe stores of stocks with a radius 

years in a large Middle West City of 400 miles of Pittsburgh. Will 
Complete in all departments. Stock and terminate short leases or continue CHAI RS 
fixtures about two hundred fifty thousand the business if justifiable. Address 

dollars. Fine location. Ample space. W. C. SMITH & CO., Johnstown, SETTEES 
Good lease. Rent less than five per cent. Pa. 

Terms: Stock and fixtures at cost; one 
hundred thousand dollars cash, balance 
in three to six months with approved 
security. Owner’s health necessitates 
immediate sale. Address C-686, care 
Boot & Shoe Recorder, 207 South St., 


dl Cash Buyers WINDOW DISPLAY FIXTURES 


Of general lines of footwear. Will handle The OSCAR ONKEN Co.{ 
FOR LEASE gh Sg eg 1154 4th St., CINCINNATI, OHIO 
Boot and Shoe Recorder Publishing Co., 207 


O LET—Light roomy offices and sample South St., Boston, Mass. 
rooms. Preferaby to shoe men. 


| on aed = i tll lames Meee WANTED TO PURCHASE 
MISCELLANEOUS - 



























































We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
m4 any other merchandise, 
ICyCc e Quantity no object. 
For 80 years our specialty. 
——-~! Bank and mercantile reference. 


« 
STEP BROOKLYN PURCHASING SYNDICATE 


Sl oeeeeninnilll 
FRANK WALKER, Proprietor 
LADDERS 610 Broadway, ‘Brooklyn 


Phone Stagg 1757 





MISCELLANEOUS 











are made 

in many 

ae oe The NEW YORK EXPORT 
Display Fixtures - 4 kinds of PURCHASING CORPORATION 


We Make a Specialty Bee Se | shelving. 515-517 Broadway, 
of Shoe Fixtures mie pla ag aa New York City, N. Y. 
Glass Fixtures ph log giving full 


Ask for catalog ‘“G.F.” ade f description WILL { Se Sellers \ FOR 








Veriod Wood Fixtures A. and prices. Sur 
plus Stocks 
Ask for catalog ‘‘L”’ ;  ccaceeeneiiehaiatemnaaaaaaile 
Window Valances a THE yee | BUY Entire Stocks CASH 
A big stock for immediate delivery. 


Ask for samples. 
Window Rugs 67 Randolph St, 


* 6 ittiratee' in cles take” eee DO YOU CONTEMPLATE 
Retiring or going out of business? 


Ask for samples. C * H P 1 D 
a A A I will pay value for your entire or surplus 
The Hecht Fixture Co. stock of shoes. erm to : 
Medinah Bidg. Chicago for shoe stores or surplus stocks of shoes or ases having a short term run taken 
Wells St. and Jackson Blvd. for other merchandise, Leases taken over. over. Established 25 years. 
NEW YORK SHOW. BOOM We will eend a representative to investigate I. OLENICK 
66-67 E. 12th, Ket. roadway & 4th Ave. and make offer upon request. 413 Broadway, New York. Tel. 9531 Canal 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway New York City 


WANTED TO PURCHASE Phone Spring 5160-5161-5162 Highest Cash Prices Paid 

for entire shoe stocks. We also buy your 
surplus or slow sellers, Quantities no ob- 
ject. Retail or wholesale. 
Neatest, strongest, lightest and taken off your hands. re or phone us. 
most convenient fitting stool —— confidential. Established 


on the market. 

GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, furnishin 
goods, etc. Phone Canal 411 












































ATTENTION OF 


Shoe Manufacturers and Jobbers 
We Buy for Cash We are soliciting coi ments of general 
— ~ —) and will also make liberal 

Manufacturers’, Jobbers’ and cash scvenere necessary. 

Retailers’ Surplus Stocks, Jobs, CANTOR & WOLPERT, INC., 
Gee os se a Gee, 
NO QUANTITY TOO LARGE Finished Golden Oak or ae ee =, Mass. 

Opposite South Station 
We also purchase entire stocks Mahogany. 
from retailers or manufacturers. $3.50 each, 
Send us particulars of what you" 
have for sale. Carried in stock by all wholesale Ideal Line Rolling Step 
Short Term Leases Taken. shoe and findings houses. If your Ladders 


We Pay Highest Cash Value. jobber cannot supply you, order Fifteen Styles. “Satis- 


direct from us. faction Guaranteed. 
Tasts a TLife-time. 


VAN PRAAG & co. MILBRADT MFG. COMPANY Write for Catalogue. 
Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, 2416 N. 10th St. St. Loais, Mo e os o 
N. Y. = For thirty-five years manufacturers of =o g- <8. 
Telephone Canal 9597-9598 ; Milbradt Rolling Step Ladders. HA * 7 “ 7 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Pittsertion. WANTED —Four cents per word for each 





insertion. Minimum amount accepted, seventy-five 
cents. For other “Want” advertisements, seven cents 

r word for each insertion. Minimum amount accepted, 
1.25. Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 
ment for address. When advertisers desire replies for- 


“Recorder” rates for space less than one-eighth 
page per issue: 
62 times 


$2.50 


26 times 


$3.00 


13 times 
$3.50 


7 times 


$4.00 


Space 1 time 
1 in... $5.00 











2 in... 10.00 
3 in... 15.00 
4 in... 20.00 


10.50 
14.00 


12.00 
16.00 


su 
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SALESMEN WANTED 


8.00 7.00 6.00 5.00 


12.00 


Payment in advance is required, except when 


9.00 7.60 
10.00 





SALESMEN WANTED 


warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


regular advertisers, as amounts are too small to open accounts 


MI 








SALESMEN WANTED 





ANTED—High grade salesmen who 
have faith in own ability to handle 

line of high grade work shoes and hunt- 
ing boots to retail trade on seven per 
cent commision basis in following ter- 
ritories: Virginia and West Virginia, 
Ohio, Indiana, Texas and Oklahoma. 
Commissions payable first of month after 
shipments. Address C-636, care Boot & 
hoe Recorder, 189 West Madison St., 
hicago, Ill. 


Ss 
Cc 








SALESMAN WANTED: 

Experienced salesman capable of 
successfully placing a_ line of 
Ladies’ High Grade Turn Slippers 
in Southern territory. 
Want man of proven ability will- 
ing to travel on straight commis- 
sion basis. Address C-675 care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 














WANTED— Energetic, experienced sales- 
man for Eastern Kentucky and 
Eastern Tennessee; well established man- 
ufacturers’ line of Misses’ and Children’s 
and Boys’ shoes, Welts, McKays and 
Turns. Good opportunity for a live sales- 
man. Give references in first letter. 
Address C-677, care Boot & Shoe Re- 
ecorder, 207 South St., Boston, Mass. 





EXCEPTIONAL OPPORTUNITY FOR 

REAL SALESMAN who has sold 
high grade women’s shoes in Baltimore, 
Washington, Pittsburgh and _ vicinity. 
Submit references from manufacturers 
whose line you have carried. Will con- 
sider only applicants with high class repu- 
tation. WM. HENNE & CoO., INC., 957- 
971 Kent Ave., Brooklyn, N. Y. 





ANTED—Salesman to _ sell jobbing 

trade, line of children’s turns and 
boudoirs on commission. Territories 
open: Chicago and Northwest, Pacific 
Coast, Texas and the South, New Pngland. 
Address C-681, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 

ANTED—Salesmen to carry a_ side 

line of jobber’s popular priced 
women’s and children’s shoes from in- 
stock department. 6% commission. 
Good territories open outside of New 
Ergland. Address C-678, care Boot & 
_— Recorder, 207 South St., Boston, 
ass. 


SALESMAN WANTED—To _ represent 
newly established Wholesale Shoe and 
Rubber House in Central New York 
State. Prefer one who has a territory 
in this locality. Will pay 7% commis- 
sion to right man. Good opportunity for 
a live wire. Address C-679, care Boot 
3 Shoe Recorder, 207 South St., Boston, 
Mass. 














SESH? Ben 


[SVERAL- good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers, 
Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676. care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 











WANTED—A first class shoe salesman 
to sell our line of medium priced 
Men’s Dress Welts on commission basis, 
in each of the following cities and 
vicinity: Detroit, Mich.; Dallas, Texas; 
Pittsburgh, Pa.; Milwaukee, Wis:; Cin- 
cinnati, Ohio; Cleveland, Ohio; St. Louis, 
Mo.; Indianapolis, Ind. Men who can de- 
vote most of their time in the city pre- 
ferred. We have an interesting proposi- 
tion for good salesman. Address C-661, 
care Boot & Shoe Recorder, 189 W. 
Madison St., Chicago, IIl. 





ALESMEN wanted to carry side line 
of popular priced Children’s Turns, 
sizes 1 to 8, on commission basis. Ad- 
dress C-663, care Boot & Shoe Recorder, 
2v7 South St., Boston, Mass. 





ALESMEN WANTED — Experienced 
salesmen with established trade to 
sell well known line of boys’ 
McKays and McKays Welts, and girls’ 
Goodyear Welts for Arkansas, Okla- 
homa, Kansas, Missouri, Iowa, Nebraska, 
The Dakotas, New Mexico, Idaho, Mon- 
tana, Nevada, Utah, Arizona, Alabama, 
Florida, Virginia. Strictly commission 
basis. Address C-680, care Boot & Shoe 
tecorder, 207 South St., Boston, Mass. 





SHOE SALESMEN—Retail, residing in 
New York, wanted in men’s Specialty 
We seek high grade 100% 
competent and efficient shoe men, who wiil 


Shoe Stores. 


be rewarded by _ straight substantial 
salary, no comniissions. This is an oppor- 
tunity for men connected elsewhere de- 
siring to make change with view of 
bettering their salaries and with oppor- 
tunity to be promoted to executive posi- 
tions. Address K-467, care Boot & Shoe 
Recorder, 127 Duane St., New York. 


SALESMAN— BATHING SHOES AND 
SLIPPERS—Wanted an _ experienced 
salesman with a large following to call 
on jobbers and large department stores. 
For men of ability we have a line of 
bathing shoes and slippers second to 
none in the country. Commission basis 
—no drawing account. Address K-471, 
care Boot & Shoe Recorder, 127 Duane 
St., New York. 


S ALESLADY WANTED—A position is 

now open to an experienced sales- 
lady, who knows how to sell and fit 
shoes correctly and handle high-class 
trade. We offer a liberal salary and com- 
mission, steady all year round to a 
capable woman. This is an exceptional 
opportunity. Communicate in confidence. 
THE FASHION SHOE SHOP, 84 Main 
Street, Flushing, L. I. 








ANTED—Salesman for Ohio, Penn- 
sylvania and Michigan to sell the 
famous FOX line of Infants’ Soft Sole 
Shoes. Oldest and strongest line on the 
market, a year ahead of competition— 
and always has been, our factory stock 
department second to none. 10% com- 
mission, short snappy sample outfit and 
for a live wire the best side line in this 
country. State full particulars as to 
lines carried and length of time on the 
territory. References required. KF. J. 
FOX, manufacturer, Rochester, N. Y. 





SEVERAL good territories open for pro- 

gressive line of Milwaukee made work 
and semi-dress shoes; up to the minute 
style and workmanship; backed by ex- 
tensive mail advertising and dealers helps. 
Want men of proven ability willing to 
travel on straight commission basis, 
drawing account proportionate to actual 
sales. Open territories: Penn., Md., Va., 
E. Tenn., Ill. without Chicago, So. Iowa, 
Minn., Okla., Texas, Ark., Missouri. 
Samples now ready. Address C-665, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





SALESMAN WANTED for line Men’s 
Goodyear Welt, Union Made, Mediurr 
priced shoes, in state of Michigan. Trade 
established, but resident salesman with 
some foliowing preferred. Straight com- 
mission. Give full information, inciud- 
ing experience and references, in first 
letter. WEBER BROS. SHOE CO., North 
Adams, Mass. 





W ANTED—Salesmen to carry a_ side 
_line of satin boudoir slippers, for 
various territories. Our line is small 
but complete and can be sold in con- 
junction with a line of women’s high 
grade shoes. Big item for holiday busi- 
ness. Address K-470, care Boot & Shoe 
Recorder, 127 Duane St., New York. 





S ALESMEN wanted to sell the big re- 

tail trade of this country. Ladies’ 
medium priced welt shoes. Must be a 
man who has the acquaintances with 
that trade. A big opportunity for the 
right man. Replies considered in abso- 
lute confidence. Address C-669, care 
Boot & Shoe Recorder, 207 South Street, 
Beston, Mass. 














WE have a few good territories 

Open now. Some with estab- 
lished trade. Men’s Fine Calf 
Welts, popular prices, in stock. 
Applicants must have had travel- 
Ing experience. Apply sending 
recent photo and full details of 
past experience and present con- 
nections in first letter. OGDEN 
we COMPANY, 

8. 


Milwaukee, 








SALESMAN WANTED 


Shoe Salesman having an estab- 
lished trade in the New England 
states to handle our line of in- 
fant’s, Children’s. Growing Girls’, 
Youths’ and Little Gents’ Shoes, 
also a complete line of Felt Slip- 
pers and Indian Moccasins. We 
pay a commission of 6% on all 
shipments and furnish sample 
trunk showing complete line. This 
is a high grade line of merchan- 
dise and will meet the demands of 
the better trade. Apply by letter 
giving full details. THE BOLWAY 

+ INC., 319 So. Clinton St., 


Syracuse, N. Y. 














ie 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless 


otherwise noted in advertisement, 
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AND 


R CREED: Gettin 
ee. 2 t wearer, in the right fitting, for the right price, at the r 
chief purpose of “T 
on which depends the pro 
r production and distribution. 


Canadian, $6.00. 


Me tne Freee ree oe ite for this is the basic problem. « 

tire allied industries relating 

Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 

Root Newspaper Ass’n. Member of Audit Bureau of Oirculatione. 

Entered at the Post Office, New York,N.Y.,a8 second-class matter. 


to shoes and leather; the 


Member of the Associated Business Papers, Inc. Member of the 


Each issue copyrighted by the Boot and Shoe Recorder Pub. Oo. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 
Cable Address BOOTRECO 


tunes 
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Per copy, 25 cents. 


RECORDER 


More Shoes Sold Right; not only “more” but “right”; sold for the 


ht profit. This 
and Shoe Re- 


he Boo 
ess of the en- 


Foreign, $10.00 








LINE WANTED 





WANTED side line salesmen to carry 
12 styles of women’s Turn Comfort 
shoes—six boots and six low cuts. All 
in stock. Must be a man of experience 
with a regular line of customers. Our 
shoes will build a business and must be 
placed with good accounts. Replies con- 
sidered in absolute confidence. Address 
C-670, care Boot & Shoe Recorder, 207 
South Street, Boston, Mass. 








POSITION WANTED 


IRST CLASS SHOEMAKER, . 
versed in store repairing, wishes 
position in the States or Canada. Will 
run large or small repair department of 
store or chain. Am also good salesman. 
Address C. P., Box 514, Islip, N. Y. 





well 





OCCASIONALLY an employer seeks an 
all-around man, but cares not to pay 
much until conditions improve. Should 
you find yourself in this situation and 
need a clean cut American, (35) with 
wholesale, retail and road experience, 
address C-687, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





MANUFACTURERS AND WHOLE- 
SALERS’ ATTENTION—I will invest 
money and services in an _ established 
and growing concern. I know the shoe 
game thoroughly, particularly the buying 
and selling end. Can furnish best of 
references. All replies confidentially 
received. Address K-469, care Boot 

Shoe Recorder, 127 Duane St., New York. 








LINE WANTED 


A Man who is making $5.000 a season 
desire# to secure a high grade line 
of Men’s or Women’s shoes for the State 
of Indiana. Only a well known line with 
real merit will be considered. If you are 
not securing proper representation in 
Indiana and want a salesman who has 
a wide acquaintance, knows this terri- 
tory and who can produce results, write 
the address below. All correspondence 
strictly confidential. Address C-674, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








WANT LINE, cheap or medium priced, 
ladies’ dress shoes for Middle West. 
Can show big results with the right sort 
of line. Address C-664, care Boot & Shoe 
Recorder, 207 South Street, Boston, Mass. 





INE WANTED — Young man _ with 
several years’ experience and large 
following in New York City, is desirous 
of connecting with jobber or manu- 
facturer of women’s. growing girls’ or 
children’s shoes. Real hustler. Excellent 
references. Address K-468. care Boot & 
Shoe Recorder, 127 Duane St., New York. 





WANTED—For Texas and Oklahoma. 
Snappy line Turns. or flexible 
McKays’ for Women. Carried on floor. 
August Ist delivery. Pumps, Straps, 
Oxfords. Newest dress. styles, best 
values, direct from manufacturer, 
have established trade on Men’s 
Welts, good following for past 12 years. 
Commission basis. Address C-682. care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


INE WANTED—I am a traveling shoe 
salesman, so is my father. It’s in 
the blood. In addition to this I have 
been a retail shoe salesman and know 
the game from every angle. I am 40 
years of age, married and _ steady. I 
want a manufacturer's line. What manu- 
facturer wants me? Address C-683, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass, 





ANTED — Short line Misses’ and 
Children’s shoes, medium price 
McKays or turns, for Ohio and Ind. Must 
be good reliable shoes. Can give best of 
references. Address C-684, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 








HELP WANTED 


ANTED—A live wire Window Trim- 
mer, who is, also, a good News- 
paper Advertiser. Must be a good and 
reliable man. Address, MURA’S BUSTER 
BROWN SHOE STORE, Greensburg, Pa. 








FOREMAN WANTED—Thoroughly ex- 
perienced man to take entire charge 
of a New York factory making Ladies’ 
high grade turns. Write, giving experi- 
ence and reference. Address K-466, care 
Boot & Shoe Recorder, 127 Duane St., 
New York City. 


WANTED— Young man thoroughly ex- 
perienced in fitting and selling shoes 
for exclusive retail store. Must be good 
salesman and be able to successfully sell 
high class women’s trade. State experi- 
ence and salary wanted in first letter. 
Box 591, Roswell, N. M. 


OSITION OFFERED — Wanted young 
man, who knows the retail shoe 
game, and has some initiative, one who 
is capable of taking charge, dandy 
future to the right man. Address A. F. 
LEUTHES, 1809 Main St., Suspension 
Bridge, N. Y 














PARTNER WANTED 
Established shoe manufacturer 
having a factory in Lynn equipped 
for the manufacturing of women’s 
McKay shoes, desires a partner 
with capital, either factory man 
or salesman. Address Box C-685, 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 

















FOR SALE 








FoR SALE—Shoe store in the 
finest section of Broadway. 
Will sell fixtures and long lease 
without stock, or lease store direct. 
Must sell on account of iliness. 
Inquire GRAF & OWAL, 3592 
Broadway, New York. 














OR SALE—Four sample trunks for 

women’s shoes. Capacity, 150 sam- 
ples. Trunks in good condition. Price, 
$20.00 each. WESTCOTT WHITMORE 
CoO., Syracuse, N. Y. 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 


CAPITAL $150,000 


OFFICERS OF THB OORPORATION 
CHARLES G. PHILLIPS, President 
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PUBLISHERS’ NOTICE 
SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year, including post- 


age. 
FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 
All subscriptions are payable in advance. 
ADVERTISING RATHS—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should’ be addressed to 
the Boston Office, 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507, 

CHICAGO OFFICE: 189 West Madison 8st 
Telephone Main 1089. B. C, Bowen, Man- 
ager. 

ST. LOUIS OFFICE: 1627 Locust 8t. B. ©. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Orig National Bank Bldg. Geo. 

. . . 

CINCINNATI OFFICB: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers’ Bldg. 
Rossiter L. Seward, Western New Y. 
Representative. Telephone Stone 6814. 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKED OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICD: William L. Daley, 
816 Fifteenth Street, 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICB: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8. W. 1, England. 

AUSTRALIAN OFFICB: 480, Lit. Collins 8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rus 
General Camara, 88 Sob. 

Otto 


CHILD: Santiago, Las Rosas 1128-1127, 
Fuhrimann, Gerente. 

CURSe Mr. H. Gomez, Corrales, 2A, Havana, 

JAPANBSB OFFICH: Yokohama. J. F. 
Wagen, Manager. 

SPAIN: J te, i de Miguel, 

Librero Editor, 20 Fuencarral, Madrid. 





Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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Harrison-Lockwood Co., Haverhill 
Henne, Wm. & Co., Brooklyn, N. Y.... 
Hennessey, Maxwell & Hennessey 
Herman, Joseph, Shoe Co., Boston... .102, 
Herrick Shoe Co., Lynn, Mass. 

Hood Rubber Co., Watertown, Mass 
Hopkins & Ellis Co., Haverhill, Mass. 
Horn Shoe Co., Brooklyn, N. Y. 

Hoskins, R. H., & Co., Brooklyn, N. Y... 
Howard & Foster Co., Brockton, Mass.... 
Imperial Shoe Co., Rochester, N. Y. 
Jacques & Clement, Haverhill, Mass. 
Johnston & Murphy, New York City 
Kauder, F. S., Shoe Co., Brooklyn, N. Y.. 
Keith, Preston B., Shoe Co., Brockton.... 
Kiely, T. J., & Co., Lynn, Mass........ ee 
Kimball & Sherman Co., Haverhill, Mass. 
Kozak & McLaughlin, Long Island City. 
Krohn-Fechheimer Co., Cincinnati, O..118, 119 
La Crosse Boot and Shoe Mfg. Co 

La France, Lynn, Mass 


Lattemann, J. J., Shoe Mfg. Co. 

Leach, E. F., Lynn, Mass 

Lilly, Henry, New York City 

Lindner, Shoe Co., Carlisle, Pa 

Lund-Mauldin Co., St. Louis, Mo..Front cover 

Maetrich Eyre & Co., Brooklyn, N. Y.... 16 

Maid Rite Felt Slipper Co., Inc 

Malkins, H., Sons, Brooklyn, N. Y. 

Marston & Tapley Co., Danvers, Mass.... 

Marshall, C. 8., Co., Brockton, Mass. 

Martin, A. H., Co., Rochester, N. Y. 

Merrill & Porter Co., Lynn, Mass. 

Milford Shoe Co., Milford, Mass. 

Miller, L, & Sons, Inc., Brooklyn, N. Y... 

Mitchell-Caunt Co., Lynn, Mass. 

Morse & Burt Co., Brooklyn, N. Y. 

Nettleton, A. E., Syracuse, N. Y. 

Newcomb-Anderson Shoe Co., Rochester. . 

Nu Baby Shoe Co., East Lynn, Mass. 

Olenick, I., New York City 

Packard, M. A., Co., Brockton, Mass... .68, 73 

Parisian Shoe Co., Brooklyn, N. Y 

Parker, Holmes Co., Boston 

Perfect Shoe Co., Brooklyn, N. Y. 

Peters Branch International Shoe Corp. 
Third cover 

Phillips-Cram Corp., Haverhill, Mass..... 71 

Pincus & Tobias, Brooklyn, N. Y 

Pinsker, J., New York City 

Posner, Dr. A., Shoes, Inc., Brooklyn 

Ramsey, E. J., Co., Brooklyn, N. Y. 

Red Wing Shoe Co., Red Wing, Minn.... 121 

Reece Shoe Company 

Regal Shoe Co., Boston 

Rice & Hutchins, Inc., Boston 

Rogers & Davis, Brooklyn, N. Y 

Salem Shoe Co., Salem, N. H 

Schindler, L. B., Shoe Co., New York City 93 

Silver Shoe Co., Haverhill, Mass 

Smith, R. P., & Sons, Chicago 

Smith, Wm. Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass. 

Stetson Shoe Co., So. Weymouth, Mass...74, 81 

Strassburger-Stiles, Brooklyn, N. Y. 

Strobeck, Inc., Chas. W., Brooklyn, N. Y. 72 

Tessier & Bowdin, Haverhill, Mass. 72 

Thompson Bros. Shoe Co., Brockton 

Thomson-Crooker Shoe Co., Boston 

Turner, J. S., Mfg. Co 

United States Rubber Co. 

Upham Bros. Shoe Co., Stoughton, Mass... 

Vogel-Miller, Brooklyn, N. Y 

Watson Shoe Co., Lynn, Mass 

Weber Bros. Shoe Co., No. Adams, Mass. 22 

Weil, S., & Co., Brooklyn, N. Y. 

Weimer, Wright & Watkins Co. 

Westcott-Whitmore Co., Syracuse 

Whitman & Keith, Brockton, Mass 

Williams, Arthur A., Shoe Co., Holliston, 

Mass. 

Williams Clark Co., Lynn, Mass 

Witherell, E. A. & M. C., Co., Haverhill. 71 

Wobst Shoe Co., Milwaukee, Wis 

Wright, E. T., & Co., Inc., Rockland 


LEATHER AND OTHER MATERIALS 


Beggs & Cobb Co., Inc., Boston 76 
Chamberlain, B. F., Boston 76 
Creese & Cook Co., Boston 76 
Foerderer, Robt. A., Co., Boston 19 
Gallun, A. F., & Sons Co., Milwaukee... 14 
Green & Hickey Co., Boston... 3 


Holbrook, W. H., Co., Bostoi.......... os Se 


Hunt-Rankin Leather Co., Boston 

Jones Co., F. E., Boston............00. uw 
Keystone Leather Co., Phila., Pa..Second cover 
Kistler, Lesh Leather Co., Boston........ 108 
Lawrence, A. C., Leather Co., Boston..... 83 
Levor, G., & Co., Inc., Gloversville, N. Y. 24 
Ohio Leather Co. 64-A, 64-B 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Armstrong Cork Co., Lancaster, Pa 
Beckwith Mfg. Co., Boston.............. 110 
Elliott Machine Co., Boston 
Griffin Mfg. Co., New York City 
Lagomarsino, P. J., & Co., Phila., Pa... 
Littlefield Heel Co., Amesbury, Mass 
Meyer, J. C., Thread Co., Lowell, Mass... 
North & Judd Mfg. Co., New Britain, 

Conn. 28, 64 
Quabaug Rubber Co., N. Brookfield, Mass. 
United Shoe Machinery Corp., Boston, 

97, 104, 120 

Wiechman Pattern Co., Cincinnati 78 


FINDINGS AND SHOE STORE SUPPLIES 


Bicycle Step Ladder Co., Chicago, IIl 
Chicago Wire Chair Co., Chicago, Ill..... 
Coultas Co., D. W., Providence, R. I 
Daynite Furniture Mfg. Co., St. Louis, Mo. 125 
Doty & Scrimgeour Sales Co., New York. 
Elastic Tip Co., Boston 
Ellis, W. E. Co., Haverhill, Mass. 
Emery & Beers Co., Inc., New York City. 
Fashion Ornament Co., Brooklyn, N. Y... 
Federal Arch Lift Mfg. Co., Boston 
Hecht Fixture Co., Chicago, II] 
Kahn, Edw. E., Co., Brooklyn, N. Y. 
Martine, M. B., Inc., New York City 
Milbradt Mfg. Co., St. Louis, Mo........ 124 
Miller, O. A., Treeing Mach. Co., Brock- 
ton, Mass. 26 
Myers, F. E., & Bro., Ashland, O 124 
Nufashond, Reading, 66 
Onken, Oscar Co., Cincinnati, O. 124 
Parisian Beading Works Co., Philadel- 
phia 76 
Rauh, S., Co., New York City 29 
Silverite Co., The, Boston.............. on Se 
Vanity Novelty Works, The, Brooklyn, 
a..z, 78 
Witcher, Frank W., Boston 112, 124, 
Whittredge, C. R., & Co., Swampscott, 
66 


MISCELLANEOUS 


Atlantic Printing Co., Boston........... 77 
Boot & Shoe Workers, Union, Boston.... 65 
Brooklyn Purchasing Syndicate 125 
Calderwood & Preg, Inc., Boston - 80 
Cantor & Wolpert, Inc., Boston 125 
D’Avesne Translation Bureau, Boston.... 108 
First National Bank of Boston........ as & 
Glauberg & Co., New York City..... osee 185 
Hooper Printing Co., Boston .. 77 
Hotel Martinique, New York City........... 109 
Kalter Cerf. Mere. Co., Max, New York. 125 
New York Export Purchasing Corpora- 
tion, New York City 125 
W7 
W7 
University Electrotype Foundry 77 
Van Praag Co., New York City........ .. 124 
War Dept. Surplus: Property Div........, 62 
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—is recognized as the 
selling feature to-day. 


We maintain a depart- 
ment not only to create ideas, 
but to make possible the im- 
mediate delivery of new pat- 
terns, 
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It pays the users of 
our footwear. 
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Gregory & Read Company 
cMakers of Womens High Grade Shoes 
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“Vode 


‘The Leather 
for Fine Shoes 


Have your Kid Shoes 


made of clear, thoroughly- 


colored skins! 











THE STANDARD KID CO. 


Boston, Mass. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis and Montreal 








Have them made in the colors 
that you want—in VODE KID 
colors that thoroughly penetrate 
the skin. The vamps and quar- 
ters will then have that clear, 
colorful, non-streaky look that 
means Quality. 


The good raw material from 
which VODE KID is made af- 
fords not only a reliable basis to 
take any color but also a basis for 
Service that results in complete 
satisfaction-in-wear. 


Specify VODE KID, “the 
Leather for Fine Shoes” 


HAVANA BROWN CHAMPAGNE 
GOLDEN BROWN 
WHITE CAMEL GRAY 


Ask to see our new Tan Color 11 
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— AS USED BY AMERICAS SHOEMAKER 
| | 
| Our specialty leathers open up new avenues to 
business for shoe manufacturers and mer- i 

chants. The prestige in the name Shrewsbury, 

; as well as the novelty and quality of our i 
| leathers, count in business building. i 





Made by 


| Craig-Read & Emerson, 
: Brockton, Mass. 


A Green & Hickey RETAN Scotch Brogue. 


Be Sure and Specify Green & Hickey Leather When Ordering Shoes 








ESTABLISHED 1782 S “ey er, INCORPORATED 1900 


TU os, Ac OMIA 


GREEN &HICKEY LEATHERCO. 
Staple CathersWhich Qre Unequalle | 
15 COLUMBIA STREET, BOSTON . 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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Formative 


Shoe 
her 


Women 







Goodyear 
Welt 








Style 14 
Black Kid Blu. Oxf. 





No. 15—Same in Brown 


id 

No. 16—Black Kid Blu. 
Boot 

No. 17—Brown Kid Blu. 
Boot 


When Health and Good Looks Merge 


ORMATIVE Shoes for women do two things particularly well: 
They clasp the feet in the healthful way they ought to be 
clasped, and they dress the feet attractively. 


This alone makes Formative Shoes distinctive and desirable. But, 
in addition, they confer a very unusual advantage. 


Economy in the purchase price! 


These facts are bringing Formative Shoes an extraordinary de- 
mand from dealers. They are bringing worth-while profits to 
dealers. They have built a valuable reputation in a remarkably 
short time. 


Formative Shoes are fully endorsed by the National Young Wo- 
men’s Christian Association. 


All Styles In Stock After Aug. Ist. 


Enterprising retailers are invited to correspond with us. 


COTTER SHOE COMPANY 


LYNN, 


i 
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The Lorette 


Patent vamp, satin 
quarter Spanish 
Louis heel on the 











- new French last. 














“A T your Service” in our new daylight fac- 
tory in one of the biggest shoe centers in 
the country. 
We have doubled our production capacity but 
we will supply the trade with the same carefully 
made women’s turns that we produced in our 
more limited quarters. All the latest styles plus 
quality merchandise throughout. 
We are proud of the rapid growth of our busi-. 
ness for it reflects the merit and character of our 
shoes. 


Samples and quotations gladly sent on re- 


quest. 
Wholesale Trade Exclusively, 
or Volume Buyers. 


Tessier and BoWwdotn 


172 Washington Street, Haverhill, Mass. 





Boston Office, 183 Essex Street 
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JAYESCO 


(Pronounced Jay-es-co) 


&§ ' The initials which dis- 


* tinguish our firm are the 


basis of the name of our newest 


leather JAYESCO. 


JAYESCO is a deep rich cherry 
shade in color—hand boarded. 


JAYESCO isa fine silky textured 
calfskin—mellow in feel—rich in 


lustre. 


JAYESCO is distinctive—and 
makes distinctive shoes of quality 


for men or women. 


Have you asked 
for a sample? 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
CABLE ADDRESS ... . ‘“TENRAB” 





“Maintains a Standard Reputation” 
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SHIP AND SAIL IN 


AMERICAN SHIPS 


The American Merchant Ma- 
rine is vital to American Busi- 
ness. Without our own ships 
to carry our own goods both 
ways across the ocean Ameri- 
can Commerce cannot expand. 
And it must expand. 


Wo do not ask it for patriotic 
reasons alone. Sheer self-in- 
terest demands it. Expansion 
—so necessary to take up the 
great manufacturing surplus of 
America—depends wholly on 
the intelligent use of America’s 
Merchant Vessels. 


Ship your goods on American: 
Ships; travel in American 


Ships, enjoy the commodious ° 


cabins—And do it in your 
own, personal interest, and in 
the interest of all America. 


Rates and schedules are on a 
competitive basis. It costs no 
more, the goods are carried as 
fast, the ports are as com- 
pletely covered. 


Americans, all, build your 


Merchant Marine! 


U. S. SHIPPING BOARD 


WASHINGTON, D. C. 


Traffic Department, 





For sailings of passenger and freight ships to all 
parts of the world write Division of Operations, 
U. S. Shipping Board 
Emergency Fleet Corporation, Washington, D. C. 
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SAILING DATES 


To All Parts of the World 


HAWAIL, PHILIPPINES, EAST INDIA 
Honolulu, Manila, Saigon, Si 
Colombo, Calcutta as 


AMERICAN SHIPS ARE AVAILABLE 
FOR YOUR OCEAN VOYAGE 
New combination passenger and 
freight ships, fast, luxurious steamers. 
Key number beside ship's name indi- 
Cates operator shown bottom of column. 


EUROPE 
Boulogne and,London 
From New York 
August 15—September 20—Old North State 
159 
September 6—Centennial State (159). 
Bremen and Danzig 
From New York 
August 30—Hudson (159). 
September 7—Susquehanna (159). 
August 10—Septe: 22—October 20— 
Potomac (159) 
Naples and Genoa 
From New York 
Pocahontas (159). 
Plymouth, Cherbourg and Bremen 
From New York 
August 27—Septembér 28—America (159) 
September 3—October 4—George Washing- 
ton (159) 
SOUTH AMERICA 
Rio de Janeiro, Montevideo and Buenos 


ires 
From New York 
August 17-—Aeolus (91) 
August 31-—Southern Cress (91) 
FAR EAST 

Honolulu, Yokohama, Kobe, Shanghai, 

Manila, Hongkong 

From San Francisco 

August 30--Hoosier State (105). 
Yokohama, Kobe, Shanghai, Hongkong, 

Manila 


From Seattle 
September 17—Silver State (106). 











From San Francisco 
August 13—Creole State (105) 

September 14—Wolverine State (105). 
COASTWISE AND HAWAII 
Havana, Canal, Los Angeles, San Fran- 

cisco and Hawaiian Islands 
From Baltimore 
September 3—Hawkeye State (80). 


COASTWISE 
Havana, Canal, Los Angeles, San Fran- 
cisco 
From Baltimore 


New York, Cuba, Spain 
Sept. 6—Black Arrow (98). 





80 Matson Navigation Co. 

120 Market St. 

San Francisco, Cal. 

26 S. Gay St. Baltimore, Md. 
91 Munson Steamship Line 

67 Wall St., New York. 

Tel., Bowling Green 3300. 
105 Pacific Mail S. S. Co. 

10 Hanover Square, New York. 

Tel., Bowlin, reen 4630. 

621 Market St., San Francisco, Cal. 
106 The Admiral Line 

17 State St., New York. 

‘el, Bowling Green 5625. 

L. &. Smith Bldg. Seattle, Wash 
159 U. S. Mail S. S. Co., Ine. 

45 Broadway, New York. 

Tel., Whitehall 1200. 
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ae about TONY RED CALF 











WO very important members of a very large N 
o. 1 


manufacturing organization controlling its 


; own stores recently called at our salesrooms. 





They admitted to us that because they could not get 
enough Creese and Cook TONY RED CALF to fill 
their orders, they had been obliged to sanction some 
of their stores buying shoes from other manufacturers 
who had more fully anticipated their needs and who 


were cutting genuine TONY RED. 





t These stores had found that their competitors were 


doing a splendid business in real TONY RED CALF 
shoes. They had to fall in line. 








. Before they left our store these gentlemen told us to 
book their order for earliest possible delivery (that 
will not be before Sept. 20) for all the TONY RED 


CALF we could give them. 


There are no signs of “let up” in the call for ““TONY.” 





Have you anticipated ? . 
Trade Mark 


Creese and Cook Company 


Creators of New Calf Leathers 


SALESROOMS TANNERIES 
95 SOUTH STREET, BOSTON DAVENPORT, MASS. 





P. A. HENRY & CO. WOLFENSTEIN & SHANAHAN 
706 BROADWAY, CINCINNATI, O. 39 SPRUCE STREET 
LEATHER TRADES BLDG., ST. LOUIS, MO. NEW YORK 
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REST 


The Perfected Curative Shoes For Women 


La France “REST CURE” shoes are an established success with most 


E have been making 

them in _ steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 
them. 


La France Flexible Welts 
are too well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


of our many agencies. 








Carried in Stock 


Boots and Oxfords 


Finest 
Black or Brown Kid 
AA to D Widths 


Choice of Two Lasts 
as illustrated below 


Further Information on Request 








position most comfortable 
to the wearer. 

No shoe we know of com- 
bines all these important 
features. 


‘In selling REST CURE 


Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


Williams, Clark & Company 


Lynn 


Women’s Welt Shoes Exclusively 


183 Essex St., Boston 


—_ 
oO 
bo 
_ 












oe 


La France R est | 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. 


Finest 
.__ Brown or Black Kia] 
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C.H.ALDEN CQ 


| 
| 
U.s.& 
| 





ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


° 





°o °o °o ° 








—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 


other way. 






o °o oO 





° °o 





We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 








This illustration represents one of the styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 











BOSTON OFFICE 


FACTORY 
10 HIGH STREET 


ABINGTON, MASS. 
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Business moves forward when led. 


Novelty is an attracting force. 
Levor Grain Kid draws trade. 


Ask your neighbor. 
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“Decidedly Thompson’ 


Famous Golf Shoes—A New Last—In Stock. 


It’s a wonderful fitter. 


S-658. Code Word, Drives. 
Gallun’s No. 3 Norwegian 
Grain Bal. Suction Sole and 


Heel. 
Price $7.50 


S-670. Code Word, Niblick. 
Gallun’s No. 3 Norwegian 
Grain Oxford. Suction Sole 
and Heel. 

Price $7.00 


Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


Address all communications to Brockton (Campello), Mass. 


[HOMPSON BROS .SHOE (0 


FINE SHOEMAKERS ~ 


BROCKTON 
MASS. 
U.S.A 
NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 
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MEN’S SLIPPERS TO RETAIL 
AT $2.00 AND $4.00 


The Time to Buy Your Slippers Is Now as Factories Are Rapidly Filling Up 


July 30, 1921 












Black Machine Sewed Everet. 
$1.50 






Chocolate Vici Tan Everet, Turn, 
Kid Quarter — a Lining. 
2... 


CHIPMAN, HARWOOD & COMPANY 
564 Atlantic Ave., BOSTON, MASS. 


Tatar 
ll 


Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


































Prices are reasonable, making possible 
BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 


MONARCH LEATHER ©. 


CHICAGO te ILLINOIS. 
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A BRILLIANT SUCCESS 


Because of Style Shows there is getting to be a national appreciation of the 
fact that correctness in dress means numbers of pairs and capable utility. 
The merchant becomes an authority in his own community because of what 
he sees prepared for his education at the Style Show. This you can take as 


the high light of the Boston Exposition. 
—Extract from Boot and Shoe Recorder. 


FEW GE @ 


5) 


GL W: E 


The second annual National Shoe and Leather Ex- 
position and Style Show, held at Mechanics Building, 
Boston, came to a close Thursday night, July 14. 
With its termination one of the most brilliant events 
in the history of the allied shoe and leather trades 
and one which will long remain in the memories of the 


thousands in attendance was ended for another year. 
—Extract from The Shoe Retailer. 
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If you missed the Big Show this year begin now to make 
your plans to be with us next vear. 


BOSTON 
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BRAND FAST COLOR EYELETS 


Visible marks of excellence 
in the better grade of shoes 





United Fast Color Eyelet Company 
Boston, Massachusetts 
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No Wonder They Sell So Fast 








and 
Our New you 
Satin ask 
One Strap yl 
Pump 


many 
cents 








See Them and You'll Understand Why 





\ JE are selling these surprising 


values just as fast as we can turn 
them out—simply because we are 
using a heavy lustrous fine quality 
satin such as is commonly used in 
-much higher priced shoes. 


Just as big a money maker as our 
famous ‘‘Mary Janes.’’ 


Ask your Wholesaler—if he cannot 
supply you, write us 





LYONS AND HERSHENSON, Inc. 


Factory, Chelsea, Mass. Boston Office, 207 Essex St. 
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The Best 
Prophet of the 
Future Is 
the Past. 















HE Boston Style Show has come and gone. It has left many 
different impressions on visiting buyers and exhibitors. 









At our booths we met over two thousand visitors and explained 
Federal ARCH-LIFTSto them. Many dealers from all over the 
United States listened in groups of threes and fours to Mr. Lud- 
wig’s practical demonstration which showed how a man actu- 
ally suffering from the worst form of fallen arches could be 


cured. 
Chats with these buyers were very complimentary and we 
closed with some of the largest shoe merchants of the country 
for exclusive sale of Arch-Lifts. 























Our greatest surprise was at the attention given to our 
booths by visitors other than shcemen. We did not in- 
tend to fit passers-by, but many people suffering from arch 
trouble evinced so much interest in Arch-Lifts that we 
fitted them and they wore Arch-Lifts home. 















We proved conclusively the salability of Federal Arch-Lifts and 
the business which can be built up with them. For the sake of 
those who are suffering from arch trouble in your locality we 
urge you to get in touch with us about Arch-Lifts. 













‘No Leather No Metal 





No Rubber 


THE FEDERAL ARCH-LIFT MBG. Co. 
168 Dartmouth St. Boston, Mass. 
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FOR FALL WEAR 


SCOTCH GRAIN — BROGUE BLUCHER 
3 STRAP 


ARCTIC LEATHER MID SOLE 
AND TOP LIFT 


GOODYEAR WELT 


ALSO IN 
GUN METAL CALF AND 
RUSSIA CALF 


DONN D. SARGENT Co. 


WOMEN’S WELT AND MCKay SHOES 


SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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Thisis No. 1141 


Made in sizes 


%-'2-54-%4-1 In. 
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Women Respond Easily 
To Style Appeal, But 
Men Must be Shown. 


“ANCHOR BRAND” BUCKLES 





BREAK DOWN ALL PREJUDICE 





Commonplace arguments will not persuade 
men to abandon their conventional footwear in 
favor of more stylish modes. 

Buckles are seen first, hence good judgement 
should be used in their selection by shoe man- 
ufacturers, thereby adding momentum to the 
campaign for making men’s shoes attractive and 
pleasing to the eye as well as the feet. 
purchase buckles carelessly is to handicap deal- 
ers who distribute footwear. 

We manufacture an extensive line of buck- 
les for men’s shoes at attractive prices. 
are made in latest designs, standard sizes and 
finishes, and sold by leading jobbers throughout 
United States and Canada. 

Upon request samples with prices will be 
mailed without charge, and we shall welcome 
the opportunity of serving you. 


NORTH & JUDD 
MANUFACTURING CO. 
NEW BRITAIN, CONNECTICUT. 


To 


They 
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| CLEANS & RECOLORS 


De 


| Sue OE AND NAPPY LEATHER FOO TWEAR 


vt up 
4 GRIFFIN mFS co. ac 


The pad is 
white, 
field mouse, 
ivory, 


and nigger 
um and dark gray, 


gray 
light. 





Griffin suede Powder 
In the pad bottom tin. 
and restores color and surface ip- 
#tantly. 
effective. In 
fawn, 
champagne, 
dark and gray castor. light olive. 
brown. 


Cleans 


absolutely 

chamois, 
fawn. 
medium. 


light. 
black. 


$20.20 Gross, $1.85 Dos. 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET 








REAVES AvEKVE TY eniTE Frege 
™ oer Qu GLEAER Twat wis 
Griffin Lotion Cream amt oe 
. 7 In white black light tan, 
Griffin White Kidine havapa vrown, Qark brown, ligat 
For all white kid shoes. A per- gray and dark gray. Cleans. 
fect white cleaner that gives a softens and polishes all kid 
kid glove finish. leather. Contains no injurious 
Small (15c.) Size. $15.60 Gross, acids. It is to the leather what 
$1.35 Dos. cold cream is to the skin. 
Large (25c.) Size. $21.60 Gross. 3 es, Sise, $21.60 Gross, 1 
$1.90 Dos. $2.00 Dos. 
Grifin Peuerwhite 






= FOR aut - 
WHITE SHOES 
EACEOT we TE KID 
















































The Right Shoe Dressings 
for Spring 





Cleaner 
For all white shoes except kid. 
A thorough cleaner, not a white- 
wash. 
3% oz Folding Top Carton— 
$18.00 Gross, $1.55 Dos. 


5 oz. Size, Neck Box— 







‘anvevsnsueneneneneneneenvancnsoes 











$21.60 Gross, $1.90 Dos. 








NEW YORK, U. S.A. 
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ox. A little care will 


“1 Must Be Sure 


to Take Aly Comfys” 


poems aes ~on dainty fabrics and charm- 
color 


an and poplins. 
They are “lazy-hour” slippers 
mis that not only have trimness of 


pearance, but are so 
they will wo their shape 
good ter many months 


of wear. 


Once you have worn Daniel 


Denied Green Comiys, with Oflee: "6 East 13th Serece, 


Seiel til 


SSPATENTED. o0Gv 26) 308. = 


in satins, bro- 


Our advertising is not 
confined to any one sea- 
son, but appears continu- 
ously in full pages 
throughout the year, cre- 
ating demand for our 
dealers at every season. 
We show herewith our 
latest full page in the 
June issue of the Ladies’ 
Home Journal, reaching 
over 2,000,000 homes. 








“Are You Missing ‘Comfy’ 
Sales for Summer Travel?” 


Soft, 
tically sell themselves through their style and 
beauty. Attractive and comfortable slippers 


Now and then we meet a dealer who still 
thinks of “Comfy” slippers as a one-season 
business. Because of the big fall demand he 
overlooks the sales that can be made in sum- 
mer and early fall. Vacation time is “Comfy” 
time with thousands of people. 


Not only is our advertising working for our 
dealers all the year round, but the slippers 
themselves, many of them especially designed 
for vacation time, make a wonderfully strong 
appeal to women for summer wear. 


seductive boudoir «slippers that prac- 


for the entire family. Give Daniel Green 
Comfys a chance to sell themselves to your 
customers, and you will forget that old super- 
stition that they are a “one-season”’ line. 

Investigate our “In Stock Service.” Write 
for our catalog of In Stock “Comfys” and 
Satins. Be sure you get the genuine ‘““Comfys.” 


DANIEL GREEN FELT SHOE COMPANY 


GENERAL OFFICES: DOLGEVILLE, N. Y. 
New York Sales Room, 116 East 13th Street. 


Daniel Green 


Comfy 


Slippers 
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BRIGHTEX 


MONTREAL, CANADA 








Two White Shoe Fabrics that are unafraid 


of moisture, cleansing or decomposition 


BEECHTEX 











The Shoe Fabrics 


par excellence 


KID-LIKE IN APPEARANCE 
Non-Shrinkable Clear White 





These beautiful white fabrics 
have established a new standard 
in the shoe world — for they 
make handsome, kid-like white 
shoes that are practical! 


Send for our book of swatches— 
and see why you should recommend 


BRIGHTEX and BEECHTEX to 


your customers. 


J. EINSTEIN, Inc. 


Shoe Goods and Linings 
9 SPRUCE ST. NEW YORK CITY 


BOSTON ST. LOUIS 
BUENOS AIRES, ARG. 
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“KEEPS GOOD FEET GOOD” 











A new Arch Preserver 


Shoe Carried In Stock 
Ready to Ship Now 


nie °7.90 


Made by 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
Note—September 1st we shall have ready to de- 
liver from stock a new Brown Kid Blu on 


the same last and line up as the shoe illus- 
trated. 


Send for Booklet No. 11 


The steady demand for a 
longer line of Arch Preserver 
Shoes in Stock has prompted 
us to add a black Kid Blucher 
shoe on a toe similar to our 


Tremont Combination. 


The new shoe has been mod- 
eled with all the newest and 
latest Arch Preserver features 
and already has jumped into 
popular favor in our make up 


orders. 


TOUTE OUT EEEEE) 


Do not confuse this shoe with 
the ordinary orthopedic models. 
It is an entirely new type of 
shoe and modeling of last 
without sacrificing the style 
and built for the purpose of 
keeping men firm for both work 


and play. 


It is a regular shoe for regular 





feet. 


Model No. 347, Illustrated, 
Black Kid Blu. 


Widths in Stock, AAA to E. 


Sizes in Stock, 5 to 13. 
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Black Norwegian Wave Bal, Marne Last. Perforated Vamp, 
Tip and Panel. White Fair Stitched Around Heel. Over- 


weight Single Sole. 
Price $6.75 





No. 3 Norwegian Foxed Bal. Perforated No. 26 Russia Calf Square Throat Bal. 
Vemp, Tip. Lace Stay and Foxing. Over Prize Last. Heavy Single Sole. Goodyear 
weight Single Sole. “‘Get-A-Way” Last. Wingfoot Rubber Heel. 


Price $6.50 Price $6.25 


We always show advanced styles in “shoes for young 
men and men who keep young.” The ‘Brennan’ shoe 
is built up to uniform quality standards and sold at reason- 


able prices. 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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The 
0A, ttrachiveness of your Shoes 


HEN getting a shoe catalogue ready for 

the printer, the manufacturer takes infinite 
pains that his shoe cuts are right. The pose of the 
shoes and the lines of their style must be accurately 
portrayed in the illustrations. The choice of the 
right paper is also essential to effectively reproduce 
the cuts. 

DEJONGE cArt Mat paper is being used by 
many of the master printers of America to give il- 
lustrations all the detail and beauty of photographs. 

It was the paper selected by Marshall Field & 
Company for “Man and His Wardrobe,” one of the 
most beautiful department store catalogues ever 

- issued. 

DEJONGE c4rt Mat will show your shoes with 
no loss of any detail and with all the fidelity of the 
original illustrations. 

DEJONGE cArt Mat has no lustre, yet offers a 
superb printing surface for shoe illustrations. It 
will refle& the quality of your line. 

Ask your printer to show you a sample of 
DEJONGE c4rt Mat, or write us for specimen sheets. 


lOUIS DEJONGE & CO. 


69-73 Duane Street New York 
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Webher 


Soe for en 





F you would cater suc- separ 572—Tan Nor- 
cessfully to “$5.00- || FReeeee | Brecue.” vrenchy 
$9.00" men customers— ee | Sole.’ stitenea Around 
you must deliver high qual- eee ees | ear Wingtoot Heel. 
ity and thorough workman- ees gee 

ship, with style to cor- 


respond. 


Weber Shoes are made for 
those very men; made to 
make them regular custo- 


mers. 


New York Office, H. Harris, 
1328 Broadway, Marbridge Bidg. 





USMC CORK INSOLES 


for men and women 








A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - - Boston 
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Oxfords in Stock 


The season’s best and most popular styles in oxfords are here ready for at 


once shipments. 


No. 753—Price $4.50 
Cocoa Calf Blucher Oxford. Tip 
and Ball Strap. Welt. 13/8 
Heel. Broadway Last. 

No. 771. Same AL Tan Calf. 


ra BN YN 
tol” ios 


tam Pa Nears S =: 


No. 769—Price $4.50 


Cocoa Calf Oxford. on and Ball 
Strap. Welt. 13/8 Heel. Broad- 
way Last. AA to D. 


No. 772. Same in Tan Calf. 


Are you losing 
sales because of 
broken sizes? 


% 


mi My 


y ss ne a Zz 
I 
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No. 766—Price $4.50 


Cocoa Calf. Two Strap. Imt. 
Tip. Welt. 13/8 Heel. Broad- 
way Last. AA to C. 
Same in Black Kid. 
Price $4.25 


No. 765. 


Fill in from our 
complete stock 
department. 
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No. 793—Price $4.50 
Cocoa Calf Blucher Oxford. Tip 
d Ball Strap. Welt. 11/8 
Princess Last. 
. Same in Tan Calf. 
to 
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No. 795—Price $4.50 


Tan Calf Oxford. and Ball 
Strap. 11/8 Heel. wek. Princess 


Last. 
No. 798. Same in Cocoa Calf. 
AA to D. 
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Thomson Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 





BOOT AND SHOE RECORDER July 30, 1921 





COL oor 0 0 ar or 0 0 or or or or nan or Nr 3 0 0c) 


This Bugaboo 
Month of August 


More merchants have changed 
it from a month of slump and 
sacrifice sales to a time of 
active, profitable selling. 


oO 0 or sor 43 ocr }\ cd 





Time was when Christmas Day was the dead line for toy 
selling in retail stores, when toys after Christmas were 


put out of sight. 


But the wholesale branch of Marshall Field and Company 
held, this year, a toy fair and merchants bought for sum- 
mer selling sand toys, garden toys, targets, boats and 
dolls. Today those merchants are making money out of 
it—selling beyond their expectations. And it’s August! 


Proving again the soundness of the All Year 
Selling Plan principle 


Another old custom broken, just as old fallacious tradi- 
tions were smashed months ago in the shoe business when 
the Krohn-Fechheimer Company put the All Year Sell- 
ing Plan behind the Red Cross Shoe. 











This has been proved: that frequent introduction of new 
footwear styles will stimulate frequent buying by women 
in any community. 


And you can get the latest things; you can have them 
coming in often to sweeten your stock and speed up your 
selling through the old “dull” months. 


Red Cross Shoe salesmen are now covering their terri- 
tories not twice a year, but frequently. Each time they 
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carry the very latest, vogue-approved models. These 
you can secure in ninety days or sixty if you wish. 
You can be selling them months before you could have 
gotten them under the discarded twice-a-year service. ie. vel 


Then, in a short time, you have an opportunity to re- 
plenish your stock with newer numbers, with later de- 
velopments in the mode—styles that will sell quickly at 
full-profit prices, even if it’s August. 


Hundreds of Red Cross Shoe Accredited Agencies are Deas . 
proving the slump-killing power of the All Year Selling a 
Plan this month. 


That’s but one of the things it does. It cuts out the 
guesswork in buying, makes selling more certain. It 
reduces the stock, speeds up selling. It enables the mer- 
chant to do more business with a smaller investment! 


Get all the facts on the Red Cross Shoe All Year 
Selling Plan 


Drop us a card and we’ll give you the facts. We’ll show 
you how you can concentrate on the Red Cross Shoe and 
make the Plan work for you practically throughout your 
Women’s Shoe Department. And give you a chance to 
see the beautiful new Red Cross Shoe creations for near- 
future selling. Just say you’d like to see our represen- 
tative in your territory. No obligation on your part. 


Write—or wire—today. 


The Krohn-Fechheimer Company 


947 Dandridge St., Cincinnati, Ohio 


The 13th of a series of advertisements on the “All Year Selling 
Plan” to appear in this publication. Watch for the fourteenth in- 
stallment next week. 
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Why So Many 
Educator Stores’ 


Because the retailer knows that Educators are 
the best orthopedic shoes on the market. 





Because they are the best advertised orthopedic 
shoes in the world. 








I) Because Educators are the only orthopedic 
shoes in the world that embrace the whole 
i family. 

| 





Because they are absolutely correct. 





Because they are in stock at each of our branch 
houses. 








Because the retailer can do a maximum business 
on a minimum outlay by sizing in “over night.” 


We'll tell you how to make your store an Educator Store. 








FDUCATOF 
SHOE® © 


REG. U.S. PAT. OFF. 





Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 






























